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The Service Bureau of Office Appliances is for 
the Exclusive Use of Subscribers and 


Advertisers 


Ir: the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in securing U. S. A. lines and in many other ways performs useful 
service, all without charge. + Subscribers in every land 
have made, and are making, good use of this 
bureau; manufacturers in every section of the 


field have had evidence of the service. 
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Better buying 


The Key to Bigger Profits 


CHICAGO, JUNE, 1918 


BUSINESS vs. BACKACHES 


Modern office furniture is distinctly a 
war necessity. There was a time in the 
history of business when the welfare of 
the human workers was not considered 
of as much importance as it is today. 
Now, every large business concern has 
its “Welfare Bureau” that jealously 
guards the health and activities of its 
employees. 

It is no longer how much work can 
the employee do, but how well he can do 
it, and how long can he keep it up. 

Dirty, badly ventilated and badly 
lighted “workshops” have given way to 
the clean, healthy, well-lighted factory. 


Backache bringing chairs, wobbly ta 
bles, and other out-of-date office furni 
ture have been replaced with the modern 
kind designed to give the fullest meas 
ure of comfort to those who use them. 


Emplovers are beginning to realize 
that the “wear and tear” on human effi 


ciency 1s worth as much consideration 
as the “wear and tear” on_ factory 
equipment. 

Che “sinking fund” can take care of 


the depreciation in the factory building's, 
but it can’t take care of the emplovees’ 
health and charge them with new vigor 
when the old is gone. 


Modern office furniture is as much a 


war necessity as the health and effi 
ciency of the nation’s workers are a war 


necessitv. 





Consider the modern filing cabinet 
that stores the nation’s business infor- 
mation safely and makes it easily acces- 
sible to those who require it in short 


order. 


Consider the well-designed — office 
chair that eliminates backaches and nar- 
rowed chests and gives the worker the 
comfort that makes for better work. 


Consider the modern office desk that 
seeks to give information rather than 
hide it in a thousand nooks and crannies. 


and the table, the typewriter desk, 
the metal stand. They are all doing their 
part to make work easier and better for 
those who do it—to win the war by safe- 
cuarding the business of the nation and 
the health of those who perform it. They 
are the silent soldiers of industry, un- 
heralded and unsung, but doing their 
part and doing it well. Sometimes the 
“slacker” chair or filing cabinet makes 
but very seldom. They 
aside for the office fur- 
Be sure that you 
furniture 


its appearance 
are soon thrust 
niture of character. 
are not selling any 
to your customers. 


“slacker” 


The true test of character in office 
furniture lies in the product’s ability to 
meet the standards of advertising, to 
stand up under the impartial but dis- 
cerning light of publicity. Look now 
through the advertising pages of 
OFFICE APPLIANCES for the office 
furniture that you would buy. It’s here 


for vou to find. G. 
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National 


War Savings Day 
June 28" 


That's the day we sign up. 





That’s the day we tell Uncle Sam just how hard we want to win this 
war. That’s the day our government has officially set for us to purchase 


War Savings Stamps. 


On June 28th every man, woman and child in the United States will be called 
upon to pledge his or her full quota of War Savings Stamp purchases for 1918. 


You will be expected to pledge the full amount that you can afford—no 
more—but by the same token, no less. 


In every State, county, city, town and village terly. They can’t go below par. You can get 
iy “a Savings ne agp ge are agi a back every dollar you put into War Savings 
this big patriotic rally of June 26th. Unless — Stamps any time you need it. You can turn 
you have already bought War Savings Stamps them in at the Post Office any time for their full 
to the $1,000 limit, get busy with paper and value plus interest. 
pencil and figure out the utmost you can do. 

R oe ee ' Uncle Sam is asking hundreds of thousands 

scone he se — ake ee a . of men to give their lives to their country. He 
F J ; i avings sk S. * ' + , , 
you go the hmit on War Savings Stamps. They js asking you only to lend your money. 
are the best and safest investment in the world. 
Hhey pay you 4% interest compounded quar- What are you lending? 


National War Savings Committee, Washington. 
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One Country — One Flag 


-One Will — One Party 


—The Party of the United States of America 
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Why We Are Late This Month. 
\PPLIANCES appears a little late this 


QO KF EICE 

month owing to a strike of the press feeders in 
the printing plant where our work is done. We are 
fortunate in being but a few days behind our schedule, 
for our date of issue came but a short time before the 
termination of the strike. We were obliged, of course, 


to await our turn, for other publications having dates 


of issue ahead of ours had to be served in proper 
sequence 
<> 
A Message. 


turned nineteen years and after nine 


* IS just 
months 


and impatient to get to France. This was the preface to 


in the cavalry is training for air service 


letter to his mother a few days after the opening of 
the (;serman drive. 

‘I did not write yesterday because I felt a bit 

hlue. I knew it would take but a day to get over 


You see. 


To win it. we must work and 


and I could smile again. mother, we 
must win this war. 


to work, we must smile.” 


\ve, boy, we must work and we must smile. If we, 
who stay at home, work and smile like you, who 
contend with the beast on the sea, in the air, and in 
the trench, the war will be won. 

<---> 


Be Patient with the Manufacturer. 


P* \CTICALLY every manufacturing industry 1 
the United States is encountering difficulty in get- 
in most cases because of difficulties 


Ing TAaAW materials, 
ait 
i 


of transportation and labor shortages which slow up 


roduction. Everyone is agreed that the Government 
must be served first and served in precisely the quan 
it requires of everything—served liberally and 
cheerfully, without complaining. Tod the United 
States as a military and naval power of the first class 
res the service of every citizen If we cannot 





= 
~*~ 
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serve actively, we may do so by not getting in the way 
of those who are doing the big job. Now, while Uncle 
Sam comes first, it is obvious that all the rest of us 
must take our appropriate places behind him. In some 
way or other all may serve to the advantage of the 
cause, and each of us, whether we be dealers or con- 
sumers, can give part of our service in being patient 
and good humored when we encounter certain delays 
incident to present conditions and quite unavoidable. 

Every manufacturer likes to receive orders, not- 
withstanding the fact that sometimes now more orders 
are embarrassing. We may be quite sure that every 
manufacturer in this field is trying to treat all his 
customers alike and to send what he can where the 
supplies are most urgently needed, prorating his pro- 
duction as fairly as possible. One of these days all 
filled. 


In the meantime, let us be 


orders will be 
considerate. It is good 
sense and good patriotism. 

<-> 


Private Users and Big Commodities. 
A S\M ALL item in the May issue of this Magazine 
entitled, Makes Ink,” escaped the 
obvious comment was its due. On looking the 
we discovered that the railroad was going 
ist as much outside of railroad- 


“Railroad 
which 
matter up, 
to make other things j1 
ing as ink 

It seems to us that the subject deserves some appro- 
priate quotation from “Alice in Wonderland,” begin- 
ning, “The pollywog said to the catawumpus,” but we 
lo be sure, a railroad can make 


ink. Likewise, and to better advantage, it can raise 


cant think OT any 


hages « ts right of way. When we were a little 
oy we used to “blow” a dime once in a long time in 
the acquisition of an assortment of those prepared 
dyes which were once imported from Germany. We 
then made “ink’—blue, purple and green, and any 


other color that struck our fancy as long as the range 


of colors and mixtures held out. Most of it became 
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sicklied o'er with the pale cast of something or other 
after exposure ; but it was good while our experimental 
enthusiasm held our enthusiasm 
faded with the “ink” and we now buy the old reliable. 

We do not mean to say that a railroad can't make 
Anyone can who has the money and the 


out. Fortunately 


good ink, 
patience and the time to learn how and to procure and 
mix the necessary ingredients. [ut it is love's labor 
lost, because other competent, worthy and fair-minded 
people are doing those things much better than the 
railroad can. When all the chemicals and the labora- 
tories and the vats and machinery and help have been 
assembled and paid for, the railroad will be out a lump 
sum sufficient to supply good ink for forty years or 
thinks it 


Besides, 


thereabouts at regular market prices. It 
wont; but the returns haven't come in yet. 
making ink requires the time of men who have no little 
chemical knowledge, and of other people in lesser 
capacities. Why should such labor be needlessly em- 
ployed when the product can be obtained at fair prices 
anywhere ? 

If the road hired agricultural experts to make the 
arid 
ut making ink! 


desert bloom and to raise crops on acres, we 
would give three cheers and a tiger. 
We can't see it. 
<> 
The Joy of Giving. 
kK HAS stood alone in a listening post while the 
night sky arched and flamed with death. He 
has marched, unhurried, over earth that rocked with 
the crash of cannon. He has shivered long hours in 
the chill 


struggled through a skein of sickening details without 


slime of a rain soaked trench. He has 
murmuring against the drab monotony of waiting 

just waiting. He has wept over the mangled form of 
a fallen comrade, and turned, unafraid, to face the 
on-plunging Beast. Ile has seen the debris of price 
less cathedrals and the black ruin of once peaceful 
homes. He has read bitter tragedy burned deep into 
the hearts of women who sorrow and hope no more. 
lle knows what must be given to 


\nd 


he gives all he is, cheerfully, ungrudgingly, smilingly. 


Yes he knows. 
wipe out the German scourge from the earth. 


Pity him? 
His is the eternal glory of utter unselfishness. the 
joy of giving all without reservation that other men 


Pity indeed! 


may live and Right endure. 

\mid the environment of a life-time, pursuing the 
callings of peace, secure and comfortable on the fertile 
shores of a land undefiled by the invader, we at home 
have not yet learned as He has learned that happiness 
lies in service and that the utmost happiness lies in 
the utmost service. 

\h, if we but knew as He knows—and as we must 
there would be no Sacrifice too great for us 
We would seek avenues through which to 


\\ € our 
Shoulder to shoul 


know 


to make. 


pour our offerings to Liberty. would bury 


differences; think not of strikes. 


would cheerfully devote our umited energies 


der we 


are ws 
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to the maintenance of that industrial prosperity on 
which victory depends. As soldiers we would—and 
we will!—plunge into our work and our giving here, 


as a part of the battle “over there.” 
<---> 
The Loose Leaf Window. 


[' HAS frequently been remarked that the very 
nature of loose leaf goods makes them difficult of 
attractive window display. And perhaps the natural 
hesitancy over attempting something involved has pre 
vented many a busy dealer, particularly in smaller cit- 
ies, from making the most of his loose leaf window 
It is to be hoped, however, that he will give serious 
consideration to this line of goods and its display dur 
ing the forthcoming “loose leaf week,” and we offer a 
few simple suggestions which may be applied as fun- 
damental to any display contemplated. 

The thing which inspires a man to buy loose leat 
is utility. Loose leaf goods are not sold for their 
beauty or cheapness, neither are they a fertile source 
of amusement. They make their appeal to the pocket- 
book of prospective purchasers, on a straight business 
Therefore the loose leaf window must 


the 


basis of utility. 


the usefulness indis 


of the goods it exhibits. 


convey to the passerby 
pensability, if you please 

Symmetry and intelligent, well-ordered arrange- 
ment invariably affect men favorably, especially the 


A bus) 


“stop and look” at nicely 


principal buyers of loose leaf—business men. 
man will “slow down” and 
arranged goods even though the buying motive re 
main untouched. lew typical busy men are concerned 
with grocery windows, yet they will pause before the 


unusual attractions of a clever array of canned corn. 
the the 


fundamental consideration. 


Thus arrangement of goods displayed is a 


lhe grouping of one line of goods in such a manner 
that its component units combine to produce one central 
idea, is the surest result getter. You are concerned with 
business men who havent time to make an inventory 


of your stock. You have them before you but for a 


moment and you must strike while the tron is hot. A 
rifle ball penetrates deeper than a scattering of bird 


shot. (Ine idea. well aimed. will stick where ten will 


roll harmlessly to the sidewalk. Therefore do not con 


jure with medleys. Change your display with such fre 


queney that you can afford to devote one entire win 
dow to loose leaf when loose leaf is scheduled for an 


appearance. (ive each line a chance to star. Don't 
permit one to steal the thunder of another. 
Don't be atraid of making everything perfectly plain 


and understandable by the use of a few plainly lettered, 
Simplicity 1s 


simply worded placards ; and mark this: 
the keynote to the entire problem 
<-> 
A Worthy Attempt. 
A BOUT the first of the vear, following a letter of 
inquiry from Washington, D. C., for information 
concerning certain items of office equipment, Frank | 


Tupper, president of the Annual Business Show Com 





pany, went to Washington where he conferred with 


Government officials concerning holding a_ business 
show there for the benefit of Government officers and 
clerks. It was Mr. Tupper’s idea to donate the time 
and labor of his organization for this purpose, charg- 
ing only a nominal fee to exhibitors to cover the actual 
cost of lighting and other accessories. He conceived 


it to be his duty to perform this service without cost 
as far as possible, that the Government might have the 
benefit of the offer in the way 
of hold 


in \Vashington was enthusiastically en 


best the country could 


of a business appliances exposition. Che idea 


SNOW 


oO 
Ing 


dors cd 


the disposal of 
W hat 
after 


and every facility was put at 


the head of the Business Show Company. was 


his disappointment, however, to find, careful 


analysis of tl 


ie situation, that there was no building in 
The best that 


the city available for such a purpos« 


either the Government or private enterprise could ofter 


was far too small to house the exhibits Ir. Tupper, 


er than show that would be 


therefore, rat put on a 


a disappointment, reluctantly gave up the enterprise 
\ppliances commends the foregoing effort and 


hopes that at a future time some place can be mad 


available in the Capital where a suitable show can 


<-> 


Loose Leaf Week July 1-6. 


HEN individuals pool their energies in a com 
mon cause, they get results. “Loose Leaf 


Wee lulv 1 to 6—will absorb the united energies 
of stationers the country over and it will produce re 
sults as demonstrated before. The degree of the su 
cess of the occasion will depend upon the degree of 


forth toward that success by each dealer 


energy put 


| a 
It is up to the dealet 


- 1 . ‘ 1 ™ sesian « 
leaf Week is by no means to be regarded as 


Loos 


a period of enthusiasm to briefly energize one depart 


ment It is not a tonic of temporary effect. but a 


uilder which encourages the healthy growth of a nor 
It not only brings in real money during 


mal business. 


the trie it oc upies a conspicuous place on the calen 
effects brings in real money six months 
Leaf Week pays; 
of dealer and customer alike 


Launched simultaneously in all parts of the country, 


dar. but its 


ar thenc« So Loose pavs 


standpoint 


trol tiie 


size of the movement gives it force and se 


ures for it attention of business men everywhere. 
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What an opportunity for the local dealer to hook his 
local sales campaign to one of national scope! 

\ thoughtful arrangement of the window display, a 
giving of prominence to the display of loose leaf goods 
in the store, energetic pushing of the event by advertis- 
ing in the home paper and by a mail campaign to local 
business and professional men, will ave an educa- 
which if 


tional effect, properly followed up will be of 


lasting benefit. make Loose Leaf 
Week a live 
Phe from it will be 


gauged by the amount of thought and energy you are 


Prepare now to 
event in the business circles of your home 


trade. benefit you will derive 


willing to devate to its success. 


<--> 


The Future. 


A INALEIDOSCOPIC shifting of colossal events 
precludes the possibility of a proper perspective ; 
But this we know: 


ve can but Puess al their effect. 


j 


ur post-war world will be a radically changed world, 


politicall 


With 


gvovernme ntally , morally 4 economically. 


some degree of accuracy we can foresee the 
general outlines of the moral effect of the upheaval, 
for the issue is a moral one. It is not too arly, 
though, to prepare for the radical economic adjust- 
ment which 1s inevitable 
Phe development foreign commerce is a responsi- 
bility our merchants and manufacturers will not shirk, 


and neither must they shirk the domestic adjustment 


which the war will impose upon them. 
\ny economic future cannot be contemplated without 
taking into consideration the new importance of woman 
and woman 


s influence is not to be feared but wel- 


comed. The returned soldiers, many of them maimed, 
And then, 


tant of all, will be the new rela- 


vill add to the complexity of the situation. 


most impo 


probably 


tionship of 
i 


who have entered the trench together as companions 


employer and employe. Capital and Labor 


in arms will yrothers of common interests. 


emerge as 


lormerly aloof captains of industry who have been 


devoting their energies not to the accumulation of gold, 
but to the unselfish service of their country and their 


fellow men, will look upon wage earners with new 
I S 


Oo 
4 


understandit 
actuates us now in fighting for 


our world, guides us its economic readjustment, we 


can face the future with confidence. 





KAMERAD!! 


EVERY NC 
DEFEND WITH THEIR LIVES. 


Ike Millikan says 





AN APPEAL FOR MERCY FROM THOSE WHO DENY IT TO DEFENSELESS 
WOMEN AND CHILDREN, AND WHO, WHEN IN SUPERIOR NUMBERS, HAVE OUTRAGED 
Y SENSE OF DECENCY AND EVERY SENTIMENT 


“The disclosures about Bernstorff present him as a 
fair sample of a naticn corrupted.” 


THAT HONORABLE MEN 


A. Hoosier 
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Upon the comp!stien of 
this series Mr. Jordan 
had an opportunity to 
© into military work. 
le is a Canadian and 
therefore joined that 
army. He is now at- 
tached to a hospital 
unit and expects to see 
service at the front 
before long. 











OU can expect but little success in the business 
Y of selling unless you have a comprehensive and 
very definite fund of knowledge concerning the wares 
you sell. 

The location of that thin line which stands between 
* scope of your 


Never 


success and failure is determined by th 
and their 


conception of those goods USCS. 


forget that knowledge is power. 
Knowledge Is Power. 
Now, there are kinds of knowledge, just as there 
are degrees of knowledge You might possess ac 
curate knowledge regarding the amount of stock on 
hand—or, you might have exact knowledge concern 
ing the location of that stock 
specific knowledge about the quality of that stock, so 
and, yet, you might be 


you might even have 


far as pricing is concerned 
wholly ignorant of the true “selling knowledge” which 
will enable you to roll up that total for the fiscal perio | 
and give you just grounds for standing betore the 
powers-that-be with a legitimate request for a more 
substantial honorarium. 

ne eminent authority on selling has said that there 
are seven points about wares-in-general upon which 


be fully informed. | cannot do 


a salesman should 


better than give you these seven. They are: 
First: Purpose, or Use. 
Second: Constituent Elements, or Parts. 


Make, or 
Style, or Design. 
ffect 
Histery, or Sentimental Value. 


Third: Construction. 
Fourth: 
hifth: 


Sixth: 


Finish, or 


Seventh: Price 
Unless you know these things—subject to interest 
demand—you do not know your stock—-you are not 


a success, because vou cannot sell the amornt of goods 
you should sell unless you DO know them. 
What Do You Know About An Eraser? 
The manner in which vou can. determine 
whether or not you really DO KNOW your wares ts 
questions to yourself, and 


only 


to put some very pointed 
to mercilessly prosecute them 

If you are selling stationery ask yourself what you 
KNOW about erasers—yvyes 


tant still, what do vou know 


! \lore impor 
That s 


more important, because an eraser is only the means 


erasers! 


about Crastng 


to an end. Your prospect for an eraser really isn't 
interested in erasers—but in erasing. He. or. she. 
doesn't care what the means emploved may be—the 


big question is: “How will it do it?” from the stand 


economy. etc. 


point of effectiveness, neatness, speed, 


Whether 


the means vou advocate be a steel 


i THE SIMPLE |:-. 
OF SELLING |" ™ 


By EDGAR W. JORDAN 




















eraser, a combination of chemicals, rubber or a 


tube of spun glass will depend upon the 
of the \nd 


should come to your instant support 


requirements 


} 


prospect your knowledge of erasin 
you should be 
able to give exact reasons why a certain erdsing m« 


dium should be used, after you have discovered tl 


1¢ 
requirements of the prospect 
Become An Expert Adviser. 
You may say that such things are “silly” 
But thoroughness never was silly—not yet. 
The man who is thorough to the point of satisfac 
likely to su 


torily effecting a 25c¢ sale will be might; 


cessfully effect a $2,500 sale. 
But that isn't all. The customer who is wisely and 
courteously advised regarding a small purchase will, 


almost invariably, come back to the same sales person 


when other needs are felt. 

In order to attain to this status you must be in 
formed—you must live your work. You must ac 
count nothing as “trivial.” You must become satu- 


rated with the conviction that, while nothing matters 
much, everything matters a little. Now, honestly, 


what do you know about erasers, and erasing ? 
How to Become An Expert Adviser. 

You can easily educate yourself along constructive 
lines by dividing the study of your wares into 
parts: (1) : sed of, 
made” You must look back of the ‘nished product 


it thoroughly. (2) What are the 


, 7 
aqnda how S lil 


I} hat 1s tt compo 


if vou would know 


points about it that make it a desirable article for this 


particular customer ? 


l‘or instance, what is the difference Detween a pencil 
that contains compressed graphite and one that cor 
tains molded graphite ? 

Referring again to erasing what ort of paper! 


stands up best under the process of erasure: 


lf vou are selling office equipment do you know 
relative merits and demerits of wood and steel 
Now, it is true that the two heads I have gi 


above must, necessarily, overlap to a 
in this instance: 


If You Desire Knowledge It Can't Be Kept From 
You. 


We will suppose that vou are showing an upri 


vertical hile stack toa prospect 
The fact that this piece of office furniture is 


rubbed is a good selling fact—it belongs undet 


sixth heading I have given vou, or “History 


fact that hand-rubbing differs from a laid-varnis| 


finish, and how it differs, is of little or no use as a s 





ing argument—vet, no well-informed sales-persi 
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be ignorant of this difference. 
the 


1 14 
snouid 


Che mere pos 


session of knowledge imbues him with that su 


preme confidence 


(And 


which knowledge alone can impart. advise 


when that 


You 


thoroughly 


LN ( 


ES 


13 
r proper course would be to go into his case very 
and specifically—analyze his needs, and 
him to buy no more than will take care of them. 


with the 


the time may very conceivably com Impress him fact that modern equipment 
knowledge may give the finishing touch to a talk inthe admits the expansion upon the gradual plan. Fill him 
case of a hard prospect. with confidence in urself by advising him against 
Where to Obtain Your Information. cny needless purchases that he may suggest—but give 
I nowledge cannot be kept from the m: who earn him solid rea ns fo) ur contentions every time. 
estly seeks it. (nce you make ap your mind to know Such a course on your rt can come only after study. 
a out al line you will find countless ways If you sell office equipment write to the manufacturers 
1 which to obtain your informatior of the various lines handled. They'll be overjoyed 
Write to the trade journals that are representative to find ONE man who manifests a genuine interest in 
of your particular line—your inquiry will be very real selling. And you'll get all the help that the most 
courteously received and promptly attended to. If you ardent student could desire. 
isk your buyer he will be more than glad to reward JT Cannot Stand by Your Side, I Can Only Point 
vour earnestness and zeal. Obtain a library card the Way. 
lake it a point to visit the public reading room of th The reader who is going to depend upon these talks 
pt library at least once a week. Use the query to actually help him to sell goods is due for a rude 
columns of every publication from watch you think lisillusioning \lany men can advise you as to the 
( ybtain the slightest modicum e7 information best mannet which to go to London, or Calcutta— 
te acquaintances among the em but you, yourself, must do the travel- 
ploves of your competitors—learn thei ing | can point out to you the princi- 
views. Exchange opinions and ideas les oO ise and proper selling—but 
with them. Remember that in_ this ou must work out your own salvation. 
world we get back what we give out rhe arithmetic supplies you with the 
Let us Analyze Our Seven Points. \ iltiplication table—the means by 








Ve will now take up the seven bas | vhich you can solve problems—but you, 
eiements of which | have spoken: and you only, can do the multiplying. 
1) The Purpose, or Use:—Reall Your business is the selling of office 
t sounds absurd to ask you if you supplies and office appliances—conse- 
know the various uses to which each juently, you should know not only your 
icle in your stock can be put—but, line it you should know office needs 
let us be candid, could you confidently and office work. 
nd wisely advise the occupant of a 2) The Constituent Elements, or 
small office, and doing a small bus ee Parts:--1 am given to going back to 
ess, regarding his purchases ? Canadian Hospital Service the very roots of a thing—then I 
hear in mind that your province 1s IK NOW that I am right. And so, if | 
NO) to sell him as much as possible ut as little as were selling stations r\ and office appliances | would 
hossible. Vm not unaware of the fact that such a proceed to ascertain the origin of every single piece 
statement sounds quite insane—but such a course will of goods the stock 
show the largest profits in the end. And it will result It’s Impossible to Be Too Thorough. 
more profitably for YOU as well as your employer | would trace the materials in each commodity to its 
such a course you will soon command such a follow re hie Mee Fo 
sé alii damaaiicinsss diet dail tama ai amas source—|] would know from whence cam¢ each mate 
5 yore er ; rial that entered into the construction of even the most 
= insignificant articl 
How Would You Treat This Sample Case? Not that I might wish to parade this knowledge but 
Suppose a man were to walk into your store today because of the solid satisfaction and confidence with 
ke the following statement : which it would fill me \nd that confidence would 
1 the real estate business. tleretofore my create sal 
fhice s been under my hat. Howeve-, I have devel let me urge upon you the importance of being 
ed to the point where I can see my way clear to open — thoroughly grounded in your knowledge— 
small oftice | have no equipment and that’s what Learn about the ree natural kingdoms: 
vant to bu | have never had anv experience in The Plant World 
S ngs ou advise me as to what to buy The Animal World 
10 dou ut that the natu Ilse of t The Mineral Worl 
erage sales-person would be to n th Then, glance about your stock and see how the 
guar irge him all the traft ear et roducts of those three worlds are bleaded in almost 
Su otirs ould exemplify the dept nd breadth everything u_ sell lor instance, a chair with a 
ff leather seat the ult of drawing upon all three 
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sources. The wood comes from the vegetable king 


dom, the metal portions from the mineral world and 
the leather from the animal kingdom. 


See How Your Horizon Will Broaden. 


As you study—and apply your knowledge—you will 


find your hunger for information increasing at an 


unbelievable rate 


As you see how this knowledge increases your 


confidence in yourself you will, also, 
because your advisory capacity ts 


see your selling 


capacity increase 


You will be surprised at the rapidity with 


enhanced, 
which you will cease to be an order-taker 
you will be sought out by customers whom you have 
you will have 


instead, 


served well. You will have a clientele 


arrived. 


Learn about woods—which ones will take a Ingh 
finish—which ones glue well—which of them best 
receive a nail or screw—which of them shrink and 


which do not—which of them warp, and which do not. 
Ask yourself what bird's-eye maple is. What is ebony ? 
Then, go into the varnishes. What are the differ- 
ences between the rare and beautiful vegetable sap 
finishes and the common resinous varnishes’ Knowl- 
edge on these points may be the means of clinching a 
sale at a critical juncture. 
We Come to One of the Most Particular Points. 
No possible source of information must be over- 
looked in your search after positive knowledge con 
cerning the manner in which the various commodities 
you sell are put together. 
Is it office furniture ? 
learn the actual facts concerning the 
the dove- 


Then, you should dwell upon 


the sturdiness 
manner in which each piece is put together 
tailing, the dowelling, the various sorts of reinforcing 
that are used without employing undue weight of 
(set after the salesmanager of each concern 
ask each one of them for 
See with what 


material. 
from which your firm buys 
condensed selling talks on their wares. 
eagerness they will respond. Remember, they receive 
very few such requests. Your request will mark you 
as “a comer’’—a “live wire.” 

And do not learn the points they give you as a 
lesson. VParrot-talk never convinced anyone yet. Go 
over each article with the selling points provided by 
these men. Identify each point. Don't just know it— 
REALIZE and APPRECIATE it. 


can you so equip yourself that the notes of conviction 


Only in this way 


and confidence will, unconsciously, creep into your 
voice and tones. 

This classification is what | would term: J/ake, or 
Construction. 

And Here Is Another Important Feature. 

Let us now “Style, or Design™ :—Of 
course, much depends upon the nature of the purchase. 
lor the sake of example let us assume, to begin with, 


consider 


that office furniture is again the commodity in question. 

The first thing to find out is whether or not the 
furniture that is about to be purchased is to supple- 
or, whether it is to 


ment some that is already in use 


APPL! 
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replace furniture that is being discarded—or, whether 


the offices in question are to be newly furnished 


throughout for the first time. Much depends upon this 


If you handle a line of office furniture that 


is stand 


rtn Snow 


ardized use that argument for all it 1} worth 
the prospect how it is possible for him to purchase the 


bare necessa#&ries this season, say, a desk, a reve lving 


chair, two guest chairs and a waste basket. Impress 


him with the fact that, next year, he can purchase a 
stenographer’s desk and chair, a hat stand, an umbrella 
rack, a table—anything he may desire—and that every 
thing will match perfectly. 
Learn the Conditions Before Making Suggestions. 
If the intended purchase is for the purpose of adding 
to an equipment that is already in use the first thing 
to do is to learn all about the sort of equipment in use 
the color-scheme of the offices, etc. Find out all 
about the nature of the business in which the prospect 
is engaged. Learn the reasons why the additions ate 


being made. Then, if you know your business, you 


will be in a position to, constructively, counsel with 
your customer. He will appreciate it—if you really 
DO know what you are talking about. And he will 


just talking 


whether or not 


soon know you are 


very 
glibly, or confidently and impressively. 
Let us reiterate this—only one condition will make 


it possible for you to speak confidently and impres 


sively—and that is absolute knowledge en your part. 
Outward Appearance, or Finish. This bears a close 
relation to “Style, or Design.” Yet, it is somewhat 


different and is highly important. 
Blanket Statements Don’t Beget Confidence. 
a certain 


It is not enough to tell a customer that 


article is finished in “wax finish.” He may not ask 
you, but he would like to know what 
differ from a varnish 

What is a flint What is 


Why is it the only logical protecting coat 


“wax finish” its 


How does it finish. What is 


“hand-rubbed” ? varnish ? 
lacquer ? 
from where do we 
\What is the dif- 


for brass? \Vhat is mahogany ? 
get our supplies of this wood today 2 
and 


It is 


ference between “golden oak” “fumed oak” 


\nd what 
you should be able to point these thii gs out on the 


is “Flemish Oak”: not enough that 


floor-—you must be able to make a few short, highly 
enlightening remarks about them and their relative 
merits. 

Remember, the more you know about these things 
you will he able to com 


Windy dis 


the less you will have to talk 
press your statements into tabloid forr 
course is the camouflage of ignorance. 
What About “History,” or Origin of the Goods? 
Here is one of the most interesting fields of stud) 
in connection with the selling of goods. 


1 


lor instance, do you know who ts credited with 
originating the vertical file ? 

Who is the father of the card index ? 

Who thought of attaching a rubber craser to the tip 
of a lead pencil ? 

Who invented the paper-clip ? 
sible for the rubber-band ? 


\nd who is respon- 








What do you know about the history of the adding 
ichine—the tvpewriter—the fountatnpen—and a 


hundred other articles that you sell every day : 


Don't think that such knowledge is “foolish.” 
It's far from that. [Frequently a little remark regard 
ing the origin of the commodity in question will tip the 
scale in your favor he prospect senses the fact that 
‘here is a man who knows all about these things—I1l 
e safe in taking his advice.” 

The Last Thing to Mention Is Selling. 

\lways keep away from all mention of price until 
vour demonstration is complete—that is, of course, 
unless you have been specifically asked to name it. In 
such an event do not equivocate. Give the price unhes1 

1g but endeavor, by every mea to hold the 
attention of the prospect to the demonstration 
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Become a believer in “QUALITY.” Saturate your- 


self with the idea that “the best is the cheapest in the 


end’—believe it to the extent that you radiate that 
belief. Live it—breath it—eat quality and sleep it, 
ind you will have no difficulty in selling :t. 


It is when you arrive at the point =f closing that 


you will see the importance of having made a good 
approach ( must gain the customer's confidence 
in the beginnin \nd you must hoid it throughout 
the entire transactio1 here is no royal road to suc- 


; 
Phe 


| app 


cess in this work re is no recipe that can be given 


vou. Study an ation are the cardinal virtues, 


just as in any other business. Business is cold and 


unfeeling 


the 


other things being equal the rewards go to 


] 


man who knows 


Fit Your Language to the Reader 


By Edward Hall Gardner, Assistant Professor, University 


of Wisconsin. 


| l’ our letters are sales letters—and every letter is a 
sales letter—it must talk the language of the man 
who reads it. 

How can we sell him goods—or service—or satis 
faction—if we talk in words that mean nothing to 


him ? 
Says my friend the sales manager : 


“The Portuguese farmers near a little California 


town were in the market for irrigation. I went out 


he 


| wanted to sell 


with the young municipal engineer wanted to sell 


them electric power them pump en 


yines 
Tony came up out of the cabbage patch and showed 


us his place. My friend took a long breath and said, 


‘Well now, Tony, we can run this 11,000 volt line over 
your pumping station and step it down to 220 volts 


the low tension side of the transformer and for 


your work we'll make you a rate of three cents a kilo 


first thousand hours, two and a half 


* 7 
att hour for the 


for the and a quarter for the next, and two 


next, two 
the balance with a minimum charge of a 


per month.” All in one capsule, 


dollar per horsepower 


he said it 

‘Tony's eyes meanwhile were hanging out on his 
cheeks and he looked as if he were going to taint 

‘Look-a here!, he said. ‘You tell-a me volt, you 
tell-a me transformer—I know not’ing.’ He waggled 
his finger in our faces. ‘You tell-a me how much-a 
cost run ten horsepower motor pump water all da 
WE TALK BEESNES!” 

How do you write your letters? Are you tempted 


to talk engineers’ language to farmers, and office lan 


guage to housewives, and manufacturers’ language to 
the little cross-roads storekeeper 7 
Which of these letters would put heart into you, 


and get you to sell goods and pay your bills? 





Author of “Effective Business Letters.” 


your complaint of the 1oth inst. 
as to non-salability 


to 


of Nos. 54-A and 206-C, beg 
advise our advertising department has pre- 
pared electros 


if 


and cOpy covering these items 
will will 
facilitate sale of same. Trusting this 


which you use in your territory 


, 
less 


doubt 
will enable you to make a substantial remittance 


in the near future, beg to remain. 
As revised 
Dear M1 \levers 
lf the housewives around Juneau knew about 


those dresses, 


and knew how fresh and nice they 


are and how they'll fit and wear—they‘d just 
drive into town and take them off your shelves. 
hose dresses are selling big in other towns, 


and we believe they will make money for you. 


What do you think of the ad that is clipped to 


this letter? We want you to run it in your 
pape Che electro is being sent you separately. 
Put some of the dresses up in the front of the 
store with a big price card on them, and talk 


about them very housewife that comes in. 
e know this advertising will help you meet 


the arrangement « 


ur credit department has made 


and-spats language to the man 


vho writes in longhand and uses little i's, he may 
understand us—but will he have confidence in us? 
Won't he see that we are strangers—strangers to his 
needs—strangers to the way he earns his bread and 
butter 

Connec th your reader’s experience—translate 


into terms of his interests 


talk his language. 
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Uncle Sam as a War- lime Purchaser 


Description of the Method Followed by the Government 
in Making Purchases of Office Furniture and Equip- 
ment for War-Time Uses.—Written Especially for Office 


Appliances by Waldon Fawcett of Washington, 


EVER before in the history of this or any other 
N country has any single customer, or, for that 
matter, any group of customers, made, at short notice 
and in the face of abnormal market conditions, such 
extensive purchases of office furniture and equipment 
as stand to the account of Uncle Sam for the past 
fifteen months. Just how the Government has done 
and is doing this purchasing is presumably of greater 
interest to office outfitting men than why it is doing 
it. To be sure, it is not to be expected that this gen- 
eration will ever see a repetition of this stampede for 
office appliances but for at least two reasons, and 
maybe for several others in addition, the ways and 
means that have been developed are likely to have 
significance for office outfitters. 

The first of these two reasons is found in the fact 
that henceforth the United States Government. is 
bound to have vastly more extensive business activi 
ties than it has had in the past, and that means that 


a bigger buver of office 


Uncle Sam will henceforth be £e 
equipment and supplies than he has been in the past 

not that a customer whose purchases of office fur 
niture ran into hundreds of thousands a year was to 


be sneezed at even at the pre-war status. However, 
with a vast government-controlled mercantile marine, 
with the railroads under Government control, perhaps 
for an indefinite period, and with Uncle Sam opening 
“branch othces” of one kind or another (such as the 
new employment bureaus) all over the land, it goes 
without saying that from this time forward Govern- 
ment purchases and Government requirements in the 
othee furniture and equipment line will constitute a 
factor to be reckoned with to an extent unknown in 
the past. 

A second reason why practical office furniture and 
equipment men can well afford to give more than 
passing notice to the war-forged Governmental for- 
mula for contracting for office essentials is that the 
new rules of conduct represent not a manifestation of 
scorned of all live-wire business 


otheial “red tape,” 


men, but the concrete judgment of the nation’s fore- 


most executives who, serving the Government as dol 


lar-a-year “volunteers,” have put their brains into 


quick-fire office installations along with other respon- 
Mr. Maker or Seller 


of office equipment, that these “loaned” experts when 


sibilities. \nd, don't you see, 


they go back after the war to their old positions or to 


new jobs in the business tray are going to carry with 


them of the ideas and ideals with 


many respect to 


offes equipment and the means of acquiring and test- 


D. C. 


1 in 


ing same that they adopted times of tension 


\\ ashington. 
In its effort to develop, even in the face of w 


time confusion, a consistent, systematic plan for sp 


++ 
LIC € 


fying, testing, purchasing, repairing and junking 
equipment the Government has had the benefit of the 
advice of a Bureau of Ethciency to which Congress 
is voting an annual expense account of something 11] 
$75,0c0 for work of this character. The [-thetet 
tackled such pre 


system tor the 


Bureau has, during the past year, 


lems as the evolution of an office new 


War Risk Insurance Bureau, Uncle Sam's newest en 
lion 


terprise that has at this writing more than a mil 


policy-holders on its books, involving the use of re 


ord and filing equipment that will ultimately cove 

acres of floor space. And, by the way, speaking of 

Hoor space, the everyday office equipment dealer may 
I ‘ : pa 

get a better idea of why Uncle Sam is spending like 


a sailor on Broadway for the first time if he will bear 
in mind that one of the new (Governmental oftice 


buildings now under erection at Washington and for 


which desks and tables and chairs and typewriters 
must be purchased, will have forty acres of floor 
Space, 


The outfitting of the War Risk Bureau afforded an 


excellent illustration of how the (sovernment’s war 


contracts for ofhee furniture have gone to firms that 


lor a large portion 
War 


Risk Bureau contemplated the purchase at $12 each 


could make immediate delivery. 


of the clerical force the administrators of the 


of tables, each capable of seating four to six clerks, but 


the supply of such tables was exhausted in the war 


rush and consequently there were acquired a larger 
had been originally contem 


for 


proportion of desks than 


plated, the Government paying these desks an 


average of $30 each. lor this office alone there have 
been purchased hundreds of bent-wood chairs at an 
average price of $3 each but for typists and stenogra 
phers there have been provided straight wood seat 
chairs at an average price of about 36. Only a small 
portion of the filing equipment of this vast new in 
stitution has vet been delivered but it is estimated that 
by the end of the present vear there will be need for 


\lore 


been ordered for filing 


than on 
t] 


at least 2,400 four-drawer file stacks. 


million claim jackets have 


papers already on hand and every increase in the siz 
of our army will mean, of course, a proportionate ex 


pansion of this insurance institution which is likel 


be fore the War 1s one of the bige Sf 


for off 


} 
vpecome, over, 


outlets in the world ce supplies. Incidental! 


} + 


Is new going business t 


the recent purchases for t] 
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going with such a rush, including adding machines, 
both 


1s 
duplicating machines metal type and paper 


stencil types—devices for signatures, mailing ma 


chines, etc. Indeed, the Government's actuarial de- 
partment has but just started to outfit in a large wa) 
market for 


later into the 


every appliance that can be used to advantage 


and will sooner or come 
in the 
actuarial department of an insurance company. 


With the 


Department multiphed perhaps ten times over 


War 


dur 


executive and clerical force of the 


ing the first vear of our participation in the war it 1s 
not surprising that a large hole was made in a tund 


of a round million dollars: available for the purchase 


of office furniture and equipment. Some of the more 


economical members of Congress have been prone to 
Wat 
] 


been made to provide 


Department because an effort has 


criticize the 
a desk or a typewriter desk tor 
each newcomer—the law-makers seem to have thought 
that some of the newly-enrolled workers ought to be 
made to put up with pine tables—but it has been one 


of the marked characteristics of the past vear of tfe- 


verish outfitting at Washington with what stubborn- 


otfice workers have resisted any per 


them to accept tables when desks 


ness most of the 


induce 


Ssuasion to 


had been requisitioned. 


Incident to the war outfitting of the Government 


with office furniture, certain officials have vigorously 


resisted or sought means to evade the increases in 


prices that the manufacturers felt compelled to make 


ind the result is that there has been smashed to 
smithereens the supposedly inflexible rule that Gov- 
| purchases of othce furniture must be made 


ernmental 
up from the schedules of the General Supply Com 
Drane, chief of the Division of Sup- 
plies of the War 
roled hard to 


When the war 


Department, is one of the buyers 


avoid paying the advances 
Mr. Drane 


comers in the War Department te 


vork started undertook to 


} 


induce the new 


would cost S12 to 


ypewriter desks that 


Srs each, but the men and women who were to do 


the work demanded 


a better grade of furniture and 


supported bureau chiefs 


were sup] in this contention by the 

and other executives. The result was that the Sup 
pir LJivision put hased 7.255 desks at a cost of 
$234,163, or an average of $32.20. 


something of the same sort of rebellion 


chairs [ur- 


Department with respect to 


ing the last half of last vear the Department pur 
chase 7 QO2 chairs at a cost of $0,924, or about 
$7.52 per chair. Then when a chair that had been 
ol e during the early part of 1917 at a price of 
$5.98 was advanced in the early part of 1918 to $9.1 
he Department went into the market and obtained 
chairs that answered their purpose at quotations of 
$6.75 and $7.25. It was not claimed, of course, that 
he ver-price furniture was the equal of the product 
isted at the nigher price but merely that it could be 
nade to serve the purpose In one instance the War 
Department, as a means of securing office furniture 


Pr ks 
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at the most moderate price possible, commandeered 


the entire output of a factory. Furniture contracts 


for the Government offices at Washington have, in- 
deed, been much more widely distributed than in the 


past, when one company had the bulk of the business, 


During the past few months orders have been placed 


with various firms in practically every office furniture 


district. The product of a large percentage of the 
manufacturers is represented in the purchases. 
Most of the criticism that has come from Congress 


with respect to the policy pursued in the purchase 
of office 


furniture has raised the question of the wis- 
dom of the purchase of high-grade furniture for of- 


fices that are supposedly temporary in character—that 


is, institutions such as the Food Administration and 


1 


the Fuel which many Congressmen 


How- 


\dmunistration, 
anticipate will be done away with after the war. 


purchasing agents have come back to their 


ever, the 
Congressional critics with the contention that all such 
offices have been outfitted on a basis of a minimum of 
five years’ service, and that if cheap grades of desks, 
chairs, etc., were purchased it would simply result 
in the necessity of duplicating the orders long before 
the end of the war period and the period of recon- 


struction that is bound to follow the war. 


When, early 


in Our participation in the war, Uncle 


Sam sent out an S. ©. S. call for 4,000 desks, the 
result was to draw into teamplay to meet the excep- 
tional demand several of the largest concerns in the 
country \ll firms were requested to speed up desk 


deliveries to the limit and in order to take care of 


pressing needs a representative of the Government 


visited the Middle West and purchased desks and 


chairs by the carlot in the open market. The inter- 
esting question now arises whether in view of the 


experience of the Government in carrying on this 


outfitting by market purchase and other emer- 


Ope 11 


gency arrangements there will ever be a return to the 


iron-clad restrictions heretofore obtaining whereby no 


(;overnment office was free to make purchases other 


than in accordance with the General Supply Commit- 
tee schedule unless the contractor named 1n that sched- 


ule was unable to supply the goods. 


For al it the heen so much hasty purchas- 
ny of office furniture and equipment incident to the 
war outfitting of the Government an effort is being 
made all the while to perfect a system whereby it will 
he assured tl 100 per cent of service has been ob- 
tained from ever fice appliance ere it is junked. 
Take, for « ple, the plan that has been developed 
at the Treasury Department for keeping tab on type- 
writers. .\ history in the form of a card record is on 
file covering each and every typewriting machine that 
has be urchas¢ [his record carries, for one 
thing, a onicle of the repairs made to the machine 
it covers. This in itself has led to some surprising 
disclosures. Time and again a requisition has come 
in for a new typewriter to replace a machine that the 
record showed had never been overhauled or repaired. 
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In all such cases the request has been vetoed and in- 
structions issued for the repair of the machine in 
hand. 

Some of the fault-finders who, after visits to Wash- 
ington of a few days’ duration, have gone home to 
tell how much better they could have run the war, 
have criticized Uncle Sam for extravagance in fitting 
up with “mahogany furniture” a number of the new 
As a matter of fact 
furniture in 


nerve-centers of war activity. 
there is precious little “real mahogany” 
the thousands of new offices in Washington but there 
is a vast amount of “mahogany finish” furniture. Had 
there been available an unlimited supply of office fur- 
niture of all kinds probably the Government would 
have shown, as under normal conditions, a_ strong 
preference for oak, but it has been necessary in the 
war rush to take what furniture could be obtained on 
immediate delivery. Only the offices of leading execu- 
tives have been outfitted in genuine mahogany. Fur- 
thermore, some of the prominent men of affairs who 
have gone to Washington to take up the duties of vol- 
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gis. 


June, 


unteer war workers have furnished and equipped their 
oftices out of their own pockets. 

One class of office equipment which the Govern- 
ment would have purchased this past year in heavier 
quantity had it been obtainable is that made up of 
steel lockers, etc. However, steel has been unobtain- 
able even to Uncle Sam in the quantities and at the 
time needed. The War Department has plumed itself 
on the fact that it succeeded in obtaining from one 
firm more than 1,000 steel lockers at a price of about 
Sti each, or less than was demanded for oak ward- 
robes. Uncle Sam is supposed to be paying not less 
than $7.60 each for costumers but, even in these war 
for more than a thousand cos- 
The 


heavy demand for steel filing equipment and lockers 


times, one contract 


tumers was taken at an average price of $3.50. 
has been paralleled by requisitions for safe cabinets and 
other medium weight safes that can be used to safe 
guard the valuable papers that have multiplied tre- 
mendously in all Government offices since the country 


went on a war basis. 


Commercial Germany Proved Guilty 


Business Magnates of Kaiser’s Realms Accept Colossal 
Bribe as Partners in Germany’s Crime of the Ages. 


Again, the devil taketh him up into an exceeding 
all the kingdoms of the world, and the glory of them, 
And saith unto him, All these things will 


worship me. 


Then saith Jesus unto him, Get thee hence, 
ship the Lord thy God, and him only shalt thou serve. 


HEN the felon convicted of capital crime stands 

before the bar of justice after the jury has 
pronounced the fatal word, “Guilty,” the court who 
adjusts the black cap and pronounces sentence of 
death has no concern with <dditional evidence tend 
ing to fasten the crime upon the convicted man; but 
the court, as the representative of organized society, 
is interested in whatever new evidence may be dis- 
covered proving the guilt of accomplices in crime, 
that the law may punish accessories before and after 
the fact. 

For nearly four years now in the most enlightened 
countries of the world the government of Germany 
has stood convicted of capital crimes. The evidence 
of responsibility and deliberate intent is before the 
court; it is part of the record of the ages—and it is 
sufficient; for not only do we know positively that 
the crime was deliberately planned but we know, 
from the revelations of Lichnowsky and others on 
the German side—evidence coming from the opposi- 
tion and nowhere convincingly denied—that the at- 
tack upon the very life of civilization was planned 
motives to which the common 
The plea of self-defense 


executed from 


and 
criminal is not a stranger. 
that familiar refuge of the murderer 


current in Ger- 


mountain, and showeth hin 


high 


! give thee, if thou wilt fall down and 


Satan; for itis written Thou shalt wor- 


Vatthew 11°, 8, 0 and to. 

many, finds credence nowhere else and is without a 
scintilla of evidence to support it. We know from 
circumstantial evi- 


positive evidence supported — by 


dence—facts corroborated in ev ery Way necessary to 
establish them even beyond the remotest reasonable 
doubt 
thought and carried out at an appointed time ; that the 
that the attack was 


that the attack was planned with malice afore- 


blow fell at a prearranged place ; 


attended with a violation of honor and good faith 


possible only to minds perverted by criminality, and 
that the entire conduct of the war on the German side 


has been accompanied by authorized and ordered 
cruelties and horrors consistent only with characters 
lost to moral restraints and all the gentle and chival- 
rous sentiments of humanity. 


The 


the entire effort of the German government through 


evidence now in our possession shows that 
out a generation has been to reverse the moral re 
straints which the experience of the world has caused 
to be adopted in civilized communities, and while 
hypocritically pretending to accept such standards, to 
he at the same time teaching its own people, from the 
cradle to the grave, that all moral considerations end 
when the supposed interests of the state intervene and 


that the question as to what 1s and what is not an in- 








terest of the state must be left to a limited class whose 


personal interests and ambitions can be satisfied only 
through the exploitation of a docile and subservient 
populace, whose male elements can be hurled prodi- 
ily to destruction that other and richer dominions 
We know 


wards have been promised to the officer caste—doubt 


‘ 


y 


may be grasped and looted. not what re 


less age and circumstances control the aspirations of 
the conquerors! But we are not without plenty of 
lands 


Northern France 
and little chil 


circumstantial evidence even here, for in the 


by the German armies in 
we find only old men and cld women 
made to work are sent 


need not hint the 


dren oung men who can be 
behind the German lines, while we 


forced to submit. If 


use to which young women are 

man does not desire women—if he has some lurk- 
ing and fugitive weakness for one of the last surviv- 
ng decencies—then give him a church or a chateau to 


silver and gold and its objects 


And as the 


loot, its treasures of 
of art to decorate his mansion in Berlin. 


Witness the 


crimes in Belgium, 


master, so 1s the man. 

Serbia and wherever the German soldier has planted 
his foot. His progress has been a riot of rape, mut 
der. the slaughter of women and little children and 


the wanton enslavement of men. 


For many months the foregoing facts have been 


commonly understood and accepted. We have known 
that we are not fighting a chivalrous enemy. We have 


known that we are fighting an enemy to whom no con 


“4 


ye 9 1 ada 
siderations OT Tairness appeal and to whom no mofrai 


code whatever exists. We are embarked on a tiger 
hunt of gigantic proportions, and have accepted it as 
a bitter but necessary conclusion. We have steeled 


ourselves to the determination to destroy that Gov 


has proved itself an outlaw among 
nations; but we have indulged the hope that, once that 
task shall be a 
us as liberators from an intolerable 


ly and 


complished. the people of Germany 


; ’ La 

Will welcome VOR 
‘ ' 

| 


that. in. short. thev are even now intellectual 


morally prepared to establish a popular government 


its place among the nations of the world. 


a 


But, alas, we fear even this hope is fatuous. 


lo what extent has the poison of the serpent en 
Can a people be in 


achie\ 


venomed the people of Germany ? 
dicted? Must we face the prodigious task of 
ing the moral redemption of millions? Or will that 
redemption commence with the defeat of their armies, 
when the culmination of German imperialistic dreams 
is no longer even a mirage upon their horizon, and 
when they must face the hard and inevitable fact of 

mi restitution 7 


es1otn 
| Otl 


We had indulged the belief that the plot to over 
throw the world was the secret and exclusive creation 
of the Emperor, his family and the junker class 

eirs, we thought, were the hands forever stained 

ith a blood-guiltiness nothing can erase. We had 
thought that the commercial men of Germany the 
business interests—men whom we have met and en 
tertained here in America—were guiltless of the stain 
hove the temptation which overthrew the neurot: 
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at the behest of a self-deluded 
We looked for no ac- 
cessories to We had accus- 
tomed ourselves to the principles of a Christian world, 
in which, we thought, no men of normal lives could 


We pic- 


minds of junkertum 


| 


royal paranoiac on the throne. 


a crime so. prodigious. 


be so base as to sell their collective souls. 
tured the example of Christ whom Satan could not 
tempt in small things or in large, and with all charity 
for the small individual yieldings to the temptations 
which line the path of every man, we had thought the 
Evil One himself had given over the attempt to en- 


slave a nation by the old discredited offer. Have we 


ever, since the beginning of time, beheld a more per- 
fect example of the devil taking a people up on a high 
eminence and oftering them the nations of the world 
than we have seen in this, the twentieth century of the 
the hand upon the dial is mov- 
As the 


recent evidence of the turpitude of the German 


Christian era’? Truly, 


ing on. The truth is beginning to emerge. 


most 
(Government we have the revelations of Lichnowsky— 
not that we needed them, to be sure, but it is written 


that out of their months ye shall know them. Now we 


have, as evidence of the turpitude of German commer- 


cial men, the revelations of Herr August Thyssen, 


Germany foremost steel ind iron magnate, who, 


ruined by his final refusal to submit to German gov- 


ernmental blackmail, has given to the world the truth 
indebted to The Manufacturers’ Record not 
Herr Thy 


circumstances which enabled the Record 


\\ € are 


only for ssen’s statemerit, but for the ac- 
count of the 
The pamphlet thus reproduced was ob- 


Butler, Jr., 


to reprint it 
tained after much difficulty by Joseph G. 
of Youngstown, ©., a life-long intimate friend of the 
late Mckinley, 


truth, 


President and it bears such intrinsic 


evidence of such a circumstantial relation of 


events which dovetail into other facts we know, that 
ve are forced to regard it as authentic in every de- 
tail. In a letter to The Manufacturers’ Record Mr. 
Butler said 

Thyssen is known to a great many American iron and 
steel manufacturers ly information is that he was con- 
luential iron and steel man in Germany. 
in securing the pamphlet. I had 


sidere 


| had er great difhculty 


a letter from Sir Hugh Bell of England, stating that he 

unable to locate it in England, and I am told the copy 
from which 1 reprint was made came by way of Japan. 
\ reprint t in The Manufacturers’ Record would be fine, 


ve irculation. | am certain Germany 
will lose upon the battlefield the great victory she has won 
from her people in manufacturing enterprises. I think Ger- 
many and a great majority of the Germans will be loathed as 
long as human beings remember this war. The war was 
vithout justificatior It seems unbelievable that in the 
twentieth century there could exist a race of people capable 
brutality and with the absence of honor the 
is up to America to save the 


1 get a gor 


ot su S< ive 

Germans have manifested It 

situation 

that Thyssen was in Switzer- 

ord knows where he may be at this time. 
pamphlet was because of a guilty con- 

the German people to get busy 


“My last information was 


ience, and possibly to urge 


introductory paragraph to the 


is, or rather was, the leading. man- 
he is well known to practically 
Iron and Steel Institute. 


tfacturer of stee in (,ermanyv 3 


ll the directors of tl \merican 
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He visited the United States with the British, French and 
German Iron and Steel Association itn 1890. He also took 
an active part in the proceedings held at Brussels in 1911, 
presided over by Judge Gary, and which was attended by 
representatives of the iron and steel industry from all parts 
of the world.” 

The following is quoted from Hlert 

“Il am writing this pamphlet because | 


Tyyssen’s revelations 


want to open the 


eyes of Germans, especially of the business community, to 
facts. When the Hohenzollerns wanted to get the support 
of the commercial class for their war plans, they put their 


ideas before us as a business proposition. A large number 


of business and commercial men were asked to support the 
Hohenzollern war policy on the ground that it would pay 
them to do so. Let me frankly confess that | am one of 


those who were led to agree to support the Hohenzollern war 
plan when this appeal was made to the leading busines men 
of Germany in 1912-13. I was led to do so, however, against 
my better judgment 

“In 1912 the Hohenzollerns saw that the war had 
a necessity to the preservation of the military system, upon 
which their power depends. .In that year the Hohenzollerns 
might have directed, if they had desired, the foreign affairs 
of our country so that peace would have been assured to 
Europe for at least fifty vears. But prolonged peace would 
have resulted certainly in the breakup of our military 
tem, and with the breakup of our military system the power 
of the Hohenzollerns would come to an end. The Emperor 
and his family, as | said, clearly understood this, and they 
therefore, in 1912, decided to embark om a great war of con- 
quest. 

“But to do this they had to get the Commercial community 
to support them in their aims. They did this by holding out 
to them hopes of great personal gain as a result of the war. 
In the light of events that have taken place since August, 
1914, these promises now appear supremely ridiculous, but 
most of us at that time were led to believe that they would 
probably be realized. 

“I was personally promised a free grant of 30,000 acres in 
Australia and a loan from the Deutche Bank of £150,000 
at 3 per cent to enable me to develop my business in Aus- 
tralia. Several other firms were promised special trading 
facilities in India, which was to be conquered by Germany, 
be it noted, by the end of 1915. A syndicate was formed for 
the exploitation of Canada. This syndicate consisted of the 
heads of 12 great firms; the working capital was fixed at 
£ 20,000,000, half of which was to be found by the German 
Government. 

“There were, | have heard, promises made of a more per 
character. For example, the ‘conquest of [:ngland’ 
was to be made the occasion of bestowing upon certain 
favored and wealthy men some of the most desirable resi 
dence in England, but of this | have no actual proof. 

“Every trade and interest was appealed to. Huge indem 
nities were, of course, to be levied on the conquered nations, 
and the fortunate German manufacturers were, by this 
means, practically to be relieved of taxation for after 
the war. 

“These promises were not vaguel) 
definitely by Bethmann-Hollweg on 
to gatherings of business men, and in 
viduals. | have mentioned the promise of a grant of 
acres in Australia that was made to me. Promises of a 
ilar kind were made at least 80 other persons at special inter 
views with the chancellor, and all particulars of these prom 
at the Trades Department 
made by the chancel 
lor; they were confirmed by the Emperor, who on three ox 
easions addressed large private gatherings of business men 
in Berlin, Munich and Cassell in 1912 and 1913. I was at 
one of these gatherings. The Emperor's speech was one of 
the most flowery orations listened to, and so 
profuse were the promises he made that were even half of 


hex ome 


syS- 


sonal 


Vvears 
They were made 
the [emperor 
cases to indi 
SO 00 


riven 
behalf of 
many 


sim- 


ises were entered in a book 


“But not only were these promises 


| have every 


what he promised to be fulfilled, most of the commercial 
men in Germany would become rich beyond the dreams of 
avarice 

“The Emperor was particularly enthusiastic over the com- 


ing German conquest of India India. he satd, ‘is occupied 


by the British. It is in a way governed by the British, but 
it t¢ by no means completely governed by them Ie shall 
not merely occupy India. Wee shall conquer tt. and the vast 


} 


revenues that the British allow to be taken by Indian princes 


will, after our conquest, flow m a Iden stream into the 
Fatherland. In all the richest lands of the earth the Ger 
man flag will fy above every other fla 

What a sweet t't-bit this must be for the Kaiser's friends, 
the Turks! There are ¢0,000000 \Miohammedans in India! 
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“Finally the Emperor concluded: 
“‘. am making no promises that cannot be redeemed, and 


they shall be redeemed tf you are now prepared to mak. 
sacrifices which are necessary to secure the position that our 
country must and shall occupy in the world. He who refu 
fo help is a traitor to the Fatherland; he who helps willi 
and generously will have his rich reward. 

“All sounded, | admit, tempting and alluring, and 
there were some who viewed rather dubiously the 
of Germany being able to conquer the world in a year, the 


thoug] 


prospect 


majority of business and commercial men agreed to support 
the Hohenzollern war plans. Most of them have since wished 
they had never paid any attention to them 


“According to the promises of the Hohenzollerns, vict 
was to have been achieved in December, 1915, and the prom 
ises made to myself and other commercial men in Germany 
when our money for the Kaiser's war chest was wanted were 
to have been redeemed. 

“But this is what happened in reality: In 
the chancellor, Bethmann-Hollweg, began to have interviews 
more with business men. The purpose of these inter 
views was to get more money from them. (Guarantees were 
asked from 75 business men in Germany, including myself, 


t 


that they would undertake to subscriber £200,000,000 to the 


December of No 


once 


next war loan. I was personally asked to guarantee a sul 
scription of £200,000, [— declined to give this guarantee: s 
did some others. I was then favored with a private inter 
view with Bethmann-Hollweg’s private secretary, who told 


me that if | declined to give the guarantee and subsequently 


the money | would lose on a contract | had with the War 
Office. But not only that—Il was threatened with the prac 
tical ruin of my business if | did not give the guarantee 
“l described this demand as blackmail of the worst sort 
and refused to guarantee a mark to the war loan Two 


months later I lost my contract, and the greater part of my 
business has been taken over at a figure that means contisca 
tion. Moreover, | am not to get paid until after the war, 
but am to receive 4 per cent on the purchase pric very 
man who declined to promise a subscription to the amount 
he was asked has been treated in the same manner 
“The majority 


than to be ruined, 


of men, however, preferred to pay rather 
and so the Hohenzollerns in the main got 
their way But, apart from the blackmailing of men who 
refused to pay any more money into the Hohenzollern war 
chest, let us see how the Hohenzollern’s promises are worl 

ing out. A circular was sent out last March to a 

her of busines men by the Foreign Trade Department whicl 


} a9 
large 1 m 


ontained the following suggestion: 

“Tt will be wise for employers who have foreign trad 
interests to employ agents in foreign untries wh } 
themselves off as being of French or English birth Gern 
agents and travelers will probably for some time aft 
war have dificulty in doing business not only in enem 
tries, but in neutral countries There will undouht 
personal prejudice against Germans that would fp 


make it dificult for representatives of German firms t 
DUSTINCESS Although tiis preiudice will not interfer Tl 
serman trade, as tt will be merely of a personal characte 
tt wtll facilitate trading transactions tf emp oe 

ploy agents who pass as French or k:nglish, prefera 

w Dutch, American or Spantsh 


“So this is the prospect we are faced with after the 
The meaning of this circular in plain language is this s 
loathed and hated have Germans become outside their 
country that no one will want to have any personal dealings 
with them after the war. 

‘A large number of businesses are, moreover, being se 
cretely bolstered up with state aid \ condition of this aid 
is that the owners of the business receiving it shall avree 
to accept a considerable degree of state control over their 
business after the war This is part and parcel of the pl 
on the part of the Hohen llerns to get the ommet! 


lasses thoroughly into their grip before the end of the 


ind so minimize the chances of a revolution 

‘These men who have agreed to accept aid now for the 
business, and state control after the war, have recei 
notification from the Foreign Trade Department to the effect 
that, with proper organization, Germany ought to recover 
her pre-war trade three years after peace is declared er 
is the Hohenzollern method of redeeming promises Wi ré 
to get back our pre-war trade three vears after peace is 
clared, and to do this we must submit to have our tradi: v 
transactions controlled and supervised by the State 

“Can any German to whom such prospects are hel t 
hy the Emperor fail to see that he has been bamboozled and 


humbueged and fooled into supporting a war fron 
the utmost he can hope to gain is to out of it wit! 
national bankruptcy?” H. W. M 


come 





How My Business Got Well 


= * 


Being a Timely and Inspiring Article Showing How a 

Stationer Put a Declining Business on a Successful and 

Profitable Basis—By William J. Mullin.—Published in 

“System, The Magazine of Business,” for May, 1918, and 
Here Reprinted by Permission. 


SYSTEM his merchant wa ! unips id of the sheriff, when he de- 


I [ 

the real facts about his business and figui ut just why he was ny money. When he did that—and 

! ! ut his methods m tius articlh the answers t mar f § ’ } f ippeared. As a resuit o} the 

wothode he adopted and describes hes is business has sity row? rapidly t t requires an eight-story build- 

! 
1EN | bea2an business as a news dealer my tow! line some publicity newspaper and direct-by-mail ad- 
\ had 5,000 people I got spa in a corner of the ertising 
Ost t lobby, where there was room for a few shelves By putting or tside man or two we got consider- 
iple of show cases—on condition that be the able business al st from the start, but 1t was noticeable 
stamn ispenser.” I carried all of the salable that a good cd ( t was at cut prices. This seemed 
nes, had the agency for metropolitan papers varrante the outside competition and the apparent 
ee ee small line of stationerv besides. On account necessity r get some initial installations of the 
ition, which threw me in t h with ne \ larger de e volume in dollars and cents 
ae the community, | made a fair income eemed large enoug rry the expenses of the store 
in wath caste and late. and tch mv business and still leave ¢ f profit I was not worrying 
: he are ‘ ‘ h, part lar] S d kept in close touch with the 
siness men, I venture to say, are examini! lepartment ever since Start 

jaa etate ck hextth wt then ‘ncerns more closely today Fighteer ths t before we tok an inventory 
stice, wear tune rhe tax returns they have to make t nd ! eet. When I read the figures I 
the vovernment e compelled them to do this \nd In't smil t. I had expected a profit, but 
reasol r telling how I nursed a sick busines the telltal eet sl ( loss of several hundred dollars 
knw it. nagnowot 4s e just that—back to robust health is on the | ss of the stor \ careful rechecking brought 
' exn may possibly help others who, pet no light t t irk spots. Besides this, the in- 


haps. need help rather badly Don't think, either, that entol that we had bought some slow- 


e¢ r eT 
ise 11 pen to be a news dealer and ook«eller 1 vil t es 1n 1 us quantities, 
' 5 t plans for vou Vlavbe vou n't [ questioned myse e this: “Why, if I successfully 
rs them. But I’m willing to guess that ran mv little news ook business, can’t I run the 
\ ( Ci ily vou'll get at least some ind of a larger bus Ss. espe lly since I have had help in doing 
. that will helt it \rent the pri es the same? We had sold so 
lo return, then, to my story One day an official ordet many tl s of lars worth of goods. There must 
e that no outside business would be permitted on the have beer rofit et h to support the business. Did 
. nina petetess Tf anh aatiied to vece This hit at ne steal ft me hat possibility is not to be 
ttv har it I had saved a few hundred dollars ought 
‘ decided to rent a store room v wee at th A Loss—And the Reason for It. 
.. emma the main street—and put in a littl fte: little reflect | concluded that the loss must 
eee he in the | Ss al tationery, for in my zeal in getting 


a. a now this move was more than an inci the 1 office department under way I had not given 


lent in mv business life: it threw me in the way of at these lines the at: | had given them formerly. How- 


ee 1] opportunity, for just at this time the eyes of ever, | ( that « es had been pretty heavy on the 
vere turned toward our towt Outside capital offic \ le of costly salesmen had been 
ee ir water, shipping and power facilities tried out let g ts of expensive free repair jobs 
he mineral wealth about our little city nside of the n the rniture ar evices had been coming up and 

next three or ir vears our town had acquired a number lelivery ¢ es | red 
af a wholesale houses This meant a large Bart the g was { getting me anywhere. I must 


population, and with it the rise of a consider nd met ’ the trustee, whom my creditors 


e stat and equipment trade, which till the: \ ld sooner or Jat end around if I continued on my 

en going to the large houses in a distant city | careet | ne en schooled in the way of getting 

t familiar enough with offices to know what equi the res 1 how an analysis of sales and expenses, but 

é 1s d, and consequently I was not getting necessit SI nd so, to find out where I stood 
thi ISsiNness Rut | made up my mind to par on sales at ts, | de up a schedule showing eleven 

93 te in this rapidly expanding line sions { { chandise. This I got up in the 
| this time a few thousand dollars in hand for of ly sales eet (Fig. 1). I also added a “shop” 

' , idioining the one sccupied and lumn, so that ld learn what the repair expense 

ted bv an archway Chet hired an was costit We de ed to use sales slips for every 

P pply ian to help me et started and transactior lhe t henever possible, was to be in- 

t S¢ es ler t the time of making the sale; at 
has oderate. well-selected stock of busi other times it s t taken from the office records. 

S ¢ é o care to { the establishe S the goods lines on the sales slips and ob- 

es t \ é iliar to the users of the lity We _ taining the various totals of “sales” and “profits,” “charge” 


ind chairs. and gave the new ind “cash” did not take much time each morning. Right 
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I DAILY SALES Month of 19 
Fancy Blank Inks, | Fiting | 
Book Pens | 
Books Periodicals — ry Rubber | '¥Pewriter | Printing Filing and | (Office =| (Office Shop | Total Sales Summary 
- Supplies Cabinets | Card Furniture | Machines | 
Leather Looseleaf Bands, Supplies | 
Goods Suppties Ete | | | | 
Sales | Cost | Sales | Cost | Sales | Cost | Sales | Cost | Sales | Cost | Sales | Cost | Sales Cost | Sales ( oat Sales | Cost | Sales | Cost | Sales Cost | Sales | Cost [Charge] Cash | Sales | Cost 
me | Sates | Cott | Se tJ! - «h__3 he 
iM 2a SSRaE 68 ——E ut i == -_ 
2] Il DAILY =o Month of 19 
3 T | j 
? Salaries | Commis w. Trucking Telegraph | | Advertising ] 
ry Shee Freight | Express Eg Garage | tiie | Seattonery | Postage [Newsoaver har Diceents|Onmatine jectented Total 
5 7 ar a re ae wees , 2.” 7 
ar 
114— | | | 
tia ale zi 1 a oe = | es Ss ee | 
Ill MONTHLY EXPENSES YEAR 19 
: : ; : : : = 
January February March | April May | June | July August September October November December Total 
et 4 } team Aaa Ble 
Salaries Store ‘. cn, ee ee | 1 -_ lie SS eee | - 
ry 
con —— 1} IV MONTHLY SALES AND RECAPITULATION YEAR 19 // 
ages Shop F ; y ; 
Freight +f | January February | March April | May June Totals 
* t | Sales Cost Sales Cost Sales Cost Sales Cost Sales Cast Sales Cost Sales Costs 
Express | oo + — j—— he et ae ——.. — 
Trucking Incoming | } 2 1] 622 #67 | #2¢ | | | 
Trucking Delivery TT a | 204 é | 202 e¥ | /e2 77 | | | 
Garage [| Fane Stationery and Leather Goods |) 492 a| 994 456| 2. 66%| 
h i leat lyoos #74 ¥ «9 | , 772 
Telegraph — Tod |] Blank Books and Looseleat Supplies } ° | #5 ‘| | | | | 
+ | Inks, Pens, Rubber Bands, Etc éa¢ 296 HYd¥ 202 $2 26f | 
Stationery L ty — } nt - . } 
a ypewriter Supplies | 937 227 | 94 4 2 43 | 
Advertising Newspaper |} Pree | dry 6s2 | 44 99 2 446 6s | | 
+ 4 1 / a¢ 
Advertising Other | — a t Zod re ; fe of 4 ¢7f £ } 
Dise “ | Filing and Card Supplies | re 2 922 | 16 6 222 ? | | 
Seosiions | Office Furniture | 124 179. | ¥x7 yo |arh phd | | 
— | SOfice Machines ms fS¢ 4o, | 920. 632 
LT shop | es 42 | sar “6 | ; ry ] 
Light }] ‘ 4 a4 42a 
Water | " ; ; } ; } ; 
Heat i ++ re ——- 35,1 = ; ; } 
7 | 4 y 
Interest = + : ; ‘ ; + ; + - 
tIneurance Gross Profit i | 2173 } 206 | | | | 
. Gross Profit 33.2 25 
Taxes } a , } 4 , + - ‘ , 
Expenses | 20/6 | 75 | 2 | | 
Unctassified Expenses | 244 | 29 / | 254 
$ ; + ; ' 
Net Profits 42 297 | 9u¢g 
} | | | 
Net Profits | /.¢ | 4.4 i yy 
; ‘ ; ; ; 
Total oe Cash | Charge Cash cage | Cash | Charge Casn | Charge Cash | Charge Cash 
M dum of Charge and Cash Sales | su qq“ $2] 3300 3205 9 0f |! Fe eT | 
Memorandum of Returned Goods | te} ‘2 7] ret 22| T | | 
’ + ‘ ; ? $ 
Memorandum of Cash Discounts Gained on Invoices 6) 76 é3 
smeneens , : t ; } ; + + ¢ ; ; 
| | L. | | l 
These four sheets, according to the merchant who describes his methods in the accompanying article, keep him in touct 
with all the important figure facts of his business. He tells in detail in the article just how he uses them, and what results 
they have enabled him to obtain in his store. 
from the start this diary of sales and profits began ful- Then, too, I recalled the day when the manager of the 
filling its mission, biggest steel office in the city dropped into the st r 
The expenses next demanded attention \ little study some reading matter, saw our oftice equipment line 
J ’ 1 
enabled me to draw up a daily expense record (Fig. 2). the first time and how, a little later, he made the largest 
\nd to receive these totals at the end of the month I drew — single purchase of the year from us as a result that 
up the monthly expense sheet (Fig. 3). The fluctuating casual visit. No, it wouldn't do to drop this feede 
figures from the daily record were first entered, after [ decided, however, to drop the metropolita ev 
which the various fixed expenses were added. These paper agencies, solely because of the troubl ndling 
three records needed to have their results grouped, so | them in connection with our other lines my news 
could see the comparisons | needed, and so that percent- tand days | had kept close tab on the periodical buys 
ages could be figured. For this | made up a form which o that I was able to order right up to the limit, at 
| stvled the monthly sales and recapitulation sheet (1 more. It was impossible for me to do this \ 
4) This became the “monthly balance sheet,” which was we made up a large schedule sheet on whi e liste 
to chart the course of the store of the periodicals, with the number recetved and sold ¢ 
Six months’ use of the statistics revealed some rather month of each magazine Che whole sheet covere a 
startling things The book, periodical and fancy station- period of a vear \fter we had used it a couple o mnths 
ery departments showed lower sales than I had imagined t proved effective as a guide to ordering. We also ed 
and the profits had suffered. Books, periodicals and the’ to this a card list of regular magazine buyers, tiling 
newspapers had been placed in charge of a young man cards under the name of the magazine Thus we h 
who did not exercise the necessary watchfulness. As a double check when in doubt about the “non-returnables 
result the accumulation of unsold fiction and non-return We later extended this plan to cover the popular s 
able magazines was disheartening. ollections on the of fiction, where there w a likelihood of numerous 
news route had been neglected: numerous bad accounts orders over a period of months. The revampe 00 
were now on the books. I ran into other things in the’ periodical department we placed in charge of a 
stationery department which did not look good. My first woman. We also took on a line of engraving ! t 
thought was to discard all of these lines and put in sport the social stationery unde er supervision 
ing goods instead. In the oftice line most of th maller goods made a 
The fact that the cut-rate department stores carried good showing, both in ] e and profit. Printing was 
stationery, together with the amount of detail entailed in not always satisfactory, however, for we did not 
handling it also influenced me Rut I had gotten my work ourselves, but farme t out to a local suse 
original start with these goods and it was hard for me to. determined to place ourselves in a_ better mnet 
see why I still couldn't make them go by improving my position, so we rented some space on our second 
selling methods and givine more care to the department. and put in a small job tft Then we arranged wit 
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se in another ty which specialized in stationers’ ing account, and placu them upon a commission basis 
ndle our larger ruling and lithographing orders until they proved their worth. After that we took them 
ng cabinets d suffered because of the salesman’s off commission earnings and based their salaries on their 
secure tl list price in too many instances last vear’s i1mission incomes. Thereafter, at the end 
re had heen too many unprofitable “trade-ins.” of the year, anded each man a bonus check earned 
We ypted a policy of securing net list on all future sales, v exceeding a specific olume of sales. 
ssing up the order \fter it had been in effect a We cut r delivery expenses by putting in our own 
litt] hile we noticed no loss in business ut the sales equipment and ceasing t ay profits to an outside truck- 
mes d been stiffened appreciably img concert We also instructed salesmen to arrange 
ne ; de a good showing but desks and with their istomers speci delivery days in each week, 
S e ul le Poor profits had resulted from as tar as possible, sot t goods tor one locality could be 
1 } ] ; nol 
to meet furniture house competition on the ul ca fOr a singi I 
eaper grades \nd when repair refinishing and dels We curtailed expenses n places where cutting them 
€1 rges were considered, the condition was still wors« did not harm the business. And to overcome the serious 
nstead of thrown out the entire line ve decided to oss of profits resulti rom over buying goods which 
oe ut to cut down to just a few numbers of a did not sell rapidly, we put in a perpetual stock record, a 
POE, ere oe h-grade desk. all from one manufac- ard containing the story of every item of merchandise 
t stead of carrying more varieties in cheap, me¢ when it arrived, ho g it remained as an investment 
dius nd high-grade lines, made by three different fac and when it turned itself into cash. This placed all buy- 
tovine ing upon an exact plans Guessing was tabu. 
, , ' The next physical inventory and resultant balance sheet 
| Wins our Sk rerorm we holste re | tne abinet ; 
; ; ' showed that we were in the sunlight once more—the shad- 
S vy making a charge for alteration and refinishing : 
; Les ie anil , , vs had departed d since that day, years ago, it has 
wor! somethin vhich had heretofore seldon een done git a ” ie 
kes : : ; eo een our ¢ y practice to throw the rays of analysis into 
\\ «¢ tained numerous protitable outside jops tor yhich : er 4 z 
, ‘ : . eat every project we considet We have built up this busi- 
"¢ rved tor the workmans time on at urly asis hy , : 
ness | eing ever ert for symptoms in every depart- 
This Brought a Profit Instead of a Loss. ment and by applying remedial measures aS soon as we 
eviewing the expenses, I found that we had hired two liscovered any weakness Our present eight-story estab- 
three high-priced salesmen for the office line who had lishment on a corner of the most prominent street in our : 
not made good They had worked on straight salary | town is eloquent testimony of the efficiency of our busi- : 
1 this plan | hiring new men on a moderate draw ness methods 








The Psychology of a Business Home 


fhe surroundings of a man’s office usually Customers and clients are lost frequently be- 
express the personality of the or cupant cause of an external appearance — through 
office furnishings just as much as through 


lhe chara Tr if: fice its a earan : 
lhe haracter ot an ofhce apps irance personal appearance 


its equipment; the impression it creates 


mav have much to do with a man’s success Would you pin your faith to the man whose 


office looked like a vacant loft and whose desk 
\ first impression 1S indelibly stamped on the was a soap box? leven if he told you it cut 
mind of a visitor. down his “overhead” and saved you money? 


As Your Office Looks, So You Are 


What an impression the man makes whose desk is stripped for action—his equipment as 
efficient and trim as the deck of a battleship! 

There is something inspiring in a high-powered executive at work, with a place for every- 
thing and everything in its place. 

Efficiency in office equipment—in these days of intensive cultivation of conservation and 
f waste-elimination—is primely essential. 

By it men of vision conquer 


VARSHALL FIELD & COMPANY 
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The New Molle Typewriter. 


ir new machine is eliminated many part 


The weight of the Molle” 1s 11 } pounds, hence 


easily cart 
cters vitl 
or type C4 
By mount 
ine rollers 
been secure 
machine ts 

The 1 ) 
bon does 
The paper 
commonly 
paper and 
the adjust: 


pencil an 


The \ure 


features re 
Fa rt 
whi t 


ee im a Case The machine has ninety char 


tvre bars so designed that letters do not | 


1 
Oni¢ injured when ! rs than One key is struck 


a sensitive shift touch and carrt: 


d without sacrifice of strength. Work on tl 


visible throughout 

1 tec device 1s so constru ted that the 1 
t ( ( \\ cl s i ir or ta lial ire s¢ 
oldineg levi < eliminates thie paper ineer 
sed and makes it possible to S¢ anv Si 
rds » to ten-inch sheets, without chang 
ent [This teature also acts as rule f 
i i tearin off guide 


A New Upright Cabinet 


ra Metal Cabinet Works of Aurora, Ill, ha 


é upright steel] ibinet \ ny onstructi 
escribed s } ows 
‘ the 1 Se S ‘ ¢ i reinforced shay 
? +1 + 1 
‘ s vith eT rts without the 
ets Strenot rigidity re imsur 1 whe 
n rmanent ‘ , Xygen-acetvi« 


Vacnad, (ct Otert* - 








it noise ver is fitte ‘ , 
} nrevente re nding 
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unlocking vers thie 
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g e1 


A New Wabash Invention. 
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New Addressograph Attachment. 


J. S. Duncan, president of the Addressograph Company, 


Chicago, and inventor of the Addressograph, announces 


new envelope ejector tor the hand operated model ot 


that machine. While the speed of these 


desk machines 
has bee approximately ten to fifteen times faster than 
ddressing wit he typewriter, it is now increased by 






New En- 


velope 







for 





Ejector 
the Hand 







Addrecso- 






graph. 


about 25% by eliminating the motions formerly 
in removing the envelope after the impressior 
placed anywhere within a half to three 


from the guide on the left, and when 


the of the Addressograph is allowed to come up afte 
the 1 ression that little guide suddenly becomes active, 
shooting the envelope over on the pile in the envelope 


The new ejector 1S accurate in operation and places 
pile in the desired 


] ‘ 


the envelopes in a nea order 


Machines fcr Reproducing Facsimile Signatures. 


rhe Signowriter is a new device, invented to print fac- 

simile signatures in writing fluid to resemble an autograph 

ers signature The principle ot operation 1s that of 
efully made signature plate which re-inks each stroke 
linarv ink. the same as used in an ink-well « 

pen It is so designed that the signature can be 





The Signawriter. 


1 lesired on a sheet of paper, the p t 
sight at all times his device 1s 
Writerpress Company at Shelt 


A New Chair Pad. 


Widney Company, 320 South Jefferson street, ( 


new hair pad, t 
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principally the method of fastening 
[his is accomplished by a fibre 


their earlier pads being 
the pad to the chair seat 
of which is a slot fitting over a 

\ method of cutting the felt 


button on the under side 








Latest Fe't Chair Pad. 


provides more depth and width for the slot, thus giving 
lenty of to the forward, backward and side motion 
f the pad when in us¢ The T shape of the nail is de- 

signed to keep the pad from slipping or breaking away 
( S al < 


A New Ink Stand Base. 


The Paragon” is a new ink stand base made by the 
Frank A. Weeks Manufacturing Company, New York. 
The base is made of heavy plate glass, is of elliptical 
shape and has indentations in front for holding pen and 
penci here are six numbers to the line representing 

ere SI 

A New Ink Package. 
The new automatic pen filler is being marketed by the 
Diamond Ink Company « Milwaukee. The distinguish- 
ing characteristic of the package is its “war-like” appear- 








New Ink Package—Cap Removed. 


ance. When fitted with the blunt screw top which acts as 


e packas as the appearance of a shell for 


A New Steel Filing Unit. 


The ©) Ke rds Company, Inc., of Syracuse, N. Y., 
fect ney rporation letter file unit, made en- 

tire te include an easy operation of 
ed extension roller suspensions. 
lrawer tt ure ed to receive guide feet. Each 
drawer is equipped with label holder and pull and has 
und screw front rods r the guides. The compressors 
re o const! ted as t old the contents of the drawers 
ertical positior r reference. Each drawer affords 

t nty our nches of lear ling space. Style No. 827 
the et ¢ ed with automatic unit lock. 
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The locking knob is located on the top of the case, to A New Distributer. 
the rear, at the right. Pushing it in lock’ all the drawers. , — , 
; 3 S . L. Hoffman of New York City is marketing a new 
If any of the drawers are open when the cabinet is locked, , ‘ ‘a 7 ‘ i 
. ! device called the VW e€eKly Work Distributer, t it of 
they are locked automatically when the cabinet is closed , , , ee 
= : ; which appears herewith The frame work of this cab 
A turn of the flat key unlocks all the drawers. Al : aay 
ion , net is of quarter inch cardboard, covered with fine black 
This cabinet is finished in the standard olive green, a 
permanent baked-on enamel 
The cabinets we describe do not intermember with either 
the “200” or “300” lines of upright filing units 
A New Mucilage Bottle. 
A new style bottle ot mucilage is being marketed by 
the Commercial Paste Company of Columbus, Ohio. The 
feature of the package is the manner of dispensing the A “Weekly Work Distributer.” 
mucilage and the protecting cap over the end of the bottle. , , 
tis clotl Kach*shelf has a groove which enables the user 
to grasp the contents readily Each shelf is lettered in 
vold-leaf with the davs week Its outside dimensions 





New Style Mucilage Bottle. 


The opening of the bottle is fitted with a rubber nipple 


which releases the contents through four small apertures 


or slits when the container in inverted and the nipple 
pressed against the surface over which the fluid is to be 
distributed. The mucilage, by this device, can be dis 


tributed in a very thin coating, or deposited in a compara 


tively thin line. A metal cap fits over the end of the bottle, 


protecting the rubber dispens when not in use 


Something New in Mail Distributors. 


The Currier-McCord Company of Minneapolis, Minn., is 
the 


standard, one 


marketing a new mail distributor in which trays are 


arranged in a group on either side of a 





Stee! Letter Distributer of Unique Design. 


such as to use a 


The 


minimum of desk space and easy access to the contents 


above the other arrangement 1s 


features The device is made of 


and is 


of each trav is one of its 
light 


enamel 


weight sheet. steel finished in olive green 


It is provided in four, six or eight tray sizes 


follows Length, 1! inches: width, 93¢ inches 


height, & inches The shelves are one inch apart 


Every Man His Own Binder. 


Herbert D’Eegis of Fribourg, Switzerland, has fa ed 
us with a description and sample of Fixor clips ar 
ers. The sample includes ew numbers o LL’ Alliance 








l'raneaise,” bound with Fix Fixe é re 
rare for this purpose | cover 18 1 ade Oo rd 
board, printed in modern style, with a surface cove esign 
and the title on the front and the back 
The method involves the use of sharps ned wires, the 
dull end bent over so as rm a receptacle through 
which a band of heavy Manila, or linen and Manila press 
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Fixorettes and Fixor Clips—Use Illustrated by Drawings 


board may he passed The Fixorette wires are issed 
through the backs of the periodicals or documents to bi 
hound, leaving the apertures for the bands on the outside 
When several have been thus treated the ba s passed 
through the apertures and held in place by cla s h 
pass over the ends of the ands, Binders are ded 
which are expansible, one end of the band being ached 
to the outside of the binder. When the binder is d to 
capacity, the other ends of the bands are fasten tl 
staples through the back ver The illustrati shows 
the various parts of this device 








For Our Co 
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Brief Mention of Some of the Men in this 

Field Who Have Enlisted and of Other 

Persons and Firms Who Have Contributed 
to the Common Cause. 


4 * 


\ new Remington typewriter service flag containing 531 
stars is now flying in front of the home office building at 
374 | lway The former service flag, which was flown 
to the eezes last January and which since then has been 
a tamiliar sight to the crowds on Broadway. contained 328 
stars. The 203 new stars in the new service flag represent 
the Iditions to the honor roll since the beginning of the 
year. Of these 531 Remington men who are now wearing 
the niform of Uncle Sam, 315 are from the four fa 
tories of the company, and 216 from the home office an 
the \ s branch sales offices throughout the United 
states pressive s these latest gures are, it shoul 
e t ered tl t the, represent the Ye] netor Ty ( 
writer ( npanv's contribution to the common cause from 
the United States only. for its men who are ghting 11 
th ise of liberty and democracy f1 Great Britain 
France, Italv, Canada, Australia and the other allied cour 
tries are nor t e at least as numerous as men of tie 
compan vho are now marching under the stars and 
stripes din all intries, including our own, the figures 
are st | 1 t! 4 

Be \\ Iste vhose nan stil ‘ Ss the 
pace bare e persot nel of the taftt ( )t ¢ \pt 
ances as ‘ ‘ the copy depart t é 
liste ¢ O s ago in the Us 1 States Navy 
wl ( 1c ¢ he reCanie i chiet Vé 1s Ww 
eit he ra ‘ on the ocean We |} vy tha v he 
eve s, Be S S¢ ng his country ith ¢ i¢ ( 
¢ ded di _ 

* * * 

\ I (a i mber ot the stati t _ iv Wall 
¢ { iny i M K ¢ O1 Micl le i \| 
(; s e he has gone 1n ‘ 

Si ( s United States Army elegrap| Li 
is \l Gor had nearly fi ed S . $ 
tra t tine Ss Muske o1 ) ( he r 
‘ ( 
| V.W. I ( Ir ormerly assistal ( 
‘ \ | ( pany oO >) i 5 
[ ( . s Expetitionary | France 
\\ me t about fifteen per the 
pl t M Milla Book i 
S the nited St 
‘ ~ e Stanley Ma ( 
) () S ed the | ¢ 
t nati, wh he is 1 il 
‘ 1 e T piet 
! é 
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\ number of his friends in the trade gathered to give 
I i si send-off when J. J. O’Brien of J. J. O’Brien 
& Si East 1] rd. street, New York, left re- 
‘ ly to j the National Army at Camp Upton. The 
arewell party took the rm of a dinner at Hotel Mc- 


Phe Navy c es and the Army took the other 
’ now that | ert Frank are serving the Flag the 


elde Jonas was associated with his sons in the 
Record Car " York, is kept pretty busy 
looking a e ex e details of the business. 
Edward W urk, a traveling salesman connected with 
the Chicag: anch of 7 Carter's Ink Company, left on 
May 28 for (¢ p Whee at Macon, Ga. Before his 
departure his associates esented him with a wrist watch. 


enlisted in the U. S. Marine 


Paris Island, South Caro- 


Raymond x Nichols has 


( orps ans is now 1! raining at 


lit a 


for Crane 


years a traveling representative 


Mass 
rmerly an employe of Wards, 


nded in the battle of Seiche- 


rey on April 20 Mr. Beal had enlisted as a private in 
the 101st | cers 

Sergeant O'Malley rmerly Chicago saleman for 

ie ©6©.Murp!l Cha any, Detroit, is at Camp 


(;sreene, N. ‘ o go to France soon 
W. S ‘ S anaged the office supply de- 
partment of the H. G. | Printing Company, Little 
ock, At h een called into army service. 
The 18 \er Sa n at San Antonio, Tex., now 
ers H. G. Carste rmerly with the Thaddeus 
Da | Ce ts flyers 
E. Reed, for ly with the Linweiler-Reed Coin- 
iny, Decat iraining at the Great Lakes 
ival Station, Great Lake [llinois. 

Ihe stationery firm of John V. 
luckee & Vo . Cal. has joined the colors 
nd is ne n training at imp lremont. 

e! th the A. R. Holliday Type- 

riter | t sco, has joined the army 
s 7] f lewis 

Bow ak Avenue, Mt. Vernon, 

Ny os hen he was called to the 

] re é 
Clarence C. Fle mn of the former advertising 
ger of Eb rd | as been made an ensign in 
— 

rt Pe3 wn among Pacifie coast sta- 

é e with the Hospital Corps 

\. Re or Dixon, Fish & Co., San 











Office Appliances in Great Britain. 
Exclusive Correspondence of “Office Appliances 
London, May 14th, 1918. 

EW Government departments have been created and 
multiplied in this country during the war. Scarcely 
a week seems to pass by nowadays without the inaugura- 
tion of some new department of this kind with an equip 
ment of clerks and a consequent substantial demand for 
office specialties of all sorts, from writing tables, cahi- 
nets and electric fittings to typewriters, adding machines, 
duplicators and all the rest of the wonderful output which 
the modern oftice appliance business offers to the up-to 
date buyer | have seen from time to time figures of this 
enormous creation of departments and ofthces, but all such 
figures rapidly become obsolete It has been said that if 
the war lasts much longer the people of this country will 
either be soldiers, agriculturists, munition workers, ship- 
Government officials 


builders, workers” or 


Allowing the usual latitude for a jocular remark, there 


transport 


is something, after all, pretty near the truth in state 


ments of this kind 
<--> 


The great and outstandine result is, as | have so fre- 


quently pointed out, the rapid putting into use and circu 


lation of every kind of modern oftice device. Government 


departme: ts in the past have been very slow to move in 
these matters and by “in the past” I mean betore the 
war. Nowadays they move with exceptional rapidity | 


1 


know of one case, for example, where an important de 


partmental head was not even allowed a shorthand typist 


hand ! 


11s 


to himself, but actually had to write out by 
rephes to his official correspondence and then pass these 


handwritten replies down a chute to a central room where 


} 


there was a number of typists who then proceeded to 


type his letters out on their machines. How long this 


extraordinary waste of effort had gone on in this an 


other departments I do not know It was happening, 
however, some time after the war At the same time, as 


| have indicated. once the change begins. things move 
rapidly. In response to a suggestion from the outside, 
the official demanded and secured for himself a shorthand 
typist with a machine, and in the course of a few weeks 


he had moved on te a dictaphone and every ot 


her labor 
saving device that could be tmagined. Nowadays when a 
new Government department is opened all these thing 
are ordered as a matter of course right away and no 
department apparently now considers itself properly ot 
ganized tor starting work unless it has telephones, type 
duplicators, business phono 


Chen the 


} 


writers, adding machines, 


graphs, and everything else that is requisite 


troubl is, Of COUTSE to find the competent workers tor 


them 


The Government, by the way, can still buy all the type 


writers 1t wants, but so tar as the civilian buyer ts con 


cernec in this country the stock is gettine very low 


big concerns are feeling this rather acutely now and there 


(;,overnment trom a 


number of leading business men asking for the removal 


's talk of a united petition to the 


of the prohibition against unrestricted typewriter imports 


A number of typewriter firms are “sold out” here so far 


as the pri ate customer 
stock 


priority 


i! 


1 the 


to 


* business and 


yncerned 


Others reser 


: those private customers who ( 


Nowhere 


} 
t 


tf 


th 


1¢€ 


hung out much more f1 


} 
il 


shown | 


Further indicatio 


ns 


as been in the recent 


r 


{ 


( 


r 


e 


an 


] 


stl 


anything like fre 


sold out” 


past 
<--e—> 
of the scarci 


Sigi 


tv <« 


l 


1 


W 


ill 


vy the advertisement columns of the 


WwW 


e 


moy 


proba 


ne 


iently in the near future 


VS! 


In one case I counted thirty people advertisi 
writers in a recent issue of an important newspa| 
in one of these instances the man offered a 
$10.00 to any person who could put him in tou 
seller of a second-hand typewriter with a view to 
<---> 
In a previous tissue of (fice Appliances I hay 
dealt with the question of the possibility of tl 
being swamped after the war by enormous 1 
Government machines being flung upon it as s 
second hand instruments at low prices lout 
there was room for some agreement amongs 
prevent this swamping happening, and | u 
that already a scheme 1s proposed whereby aftet 
sation of hostilities the second hand machines 
sold back to the makers to rebuild. Makers ar 
would in this way be able to give delivery oi eft 
writing machines to their private customers n 
quickly than they coul it out new machines 
he public convenience t s rendered anything 
rice slump would be avoidee 
<---> 
The d ultv ef gettin ypewriters nowadays 
equalled by the dithculty getting typewriter 
One important typewriter headquarters recently 
a chent who had a ichine that had gone w 
they covld not pro ( repairer under three 
weeks his difticuity getting expert typew 
chanical help for small repairs ts leading to the 
of a lot of ingenutty at st typewriter owners 
hiusimness en are 1 v repairing small detects 
vl es which forme they would never hav: 
( lom In the ol ivs It would have meant 
t! telephone an Please send a man aroun 
N \ the tvpewritet ¢ snatches | s¢ 
irduous duties 1 ect vith signing cont 
hecks gazes lon ind earnestly nto the 1! 
the tvpewritil mac ‘ oes this it ane 
ther thing, with the ] te result that ‘ 
1OW ftecte some S tf COUTS¢ lefy 
of this kind and then 1 se has to be had t 
sional assistance Whilst iting for this to mat 
of our typewritten letters look very strange 
sions. Still, nobody t les in war-ti t 
all the time 
<--> 
Pypewt ter ribbor a Ss Caus!l Si eC al ¢ 
1 ertal quarters 1 ilso [There has ¢ 
espectable shortage already and this is expects 
come greater because the aterials of which t 
ibric is made have so widely commande 
\ material, espe ally y the [ te states 


typewriter 
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ment, it is stated here. Stocks in this country must, how Four Brothers Fight for Italy. 

ever, have been pretty good because imports from Amer- [The Underwood Typewriter Company is proud of its 
ica have ceased for some time and only now is there this agents at Florence, Italy—A. & G. Fratelli Breschi, ex- 
tear of acute scarcity beginning to arise. Still, stenog-  ¢lusive concessionaires for that company for the province 
raphers everywhere are being advised to take more cart of Tuscany The Brothers Breschi, of whom there are 
of their ribbons and concise instructions in this direction four, are all actively engaged as soldiers at the front, yet 


re now being prit ted and sent out. they have thus far been able to keep their business going 
<--> 
Generally throughout the office specialty held 


ness is being circumscribed by the difficu 


here bust 
tv of obtaining 


1 


aterials and the further withdrawal of labor consequent 


upon the extension of the conscription age to 51 and 


the withdrawal of exemptions formerly granted for 
ounger men of certain categories. Many of the firms 

supplying cabinets, loose leaf ledgers, etc., are now com- 
i 


led to restrict their supplies to Government depart 


nents ontrolled firms and certain regular customers 
[he ordinary outside buyer has no chance whatever of 
getting what he wants and there does not see1 to be any 
likelihood of this altering in the near future All these 


firms have been doing extremely well and can now look 
at a very strong and sound financial position as a resul 


Other concerns ere are that made an entry into the 





business late in the war; they look for their profits after $ 
, The Four Breschi Sroihers of Florence, Italy, partners in busi- 


he wat Ouite number of the smaller concerns, whilst 

‘ eee ee ‘ ye eRe SERN ’ ness and comrades in arms. 

aking enough to go along with, actually regard the 
selves only as marking time until the war ends. when successfully and to make Ssatistactory record of sales in 
thev look for a share in the big general burst of pros typewriters, il lating achines, duplicating machines 
peritvy which we all now confidently expect to follow and other office machines and devices. 


the proclamation of peace Readers of Office Appliances will be interested in the 


<—~“-0—> accompanying cut, whi shows the Brothers Breschi in 





e shortage of paper is still with us, although some tne unizorms OF their COUNTEY 
the anticipated drastic effects are not yet being felt 
ith any degree of stringency. Principally the outward Office Equipment Man an Officer of Greek Army. 
ind visible signs are that there is paper to be got if you Che May nut er ot Ihe Y and E” Idea, published by 
pay the price for it, but that price is always rising and the Yawman & Erbe Manufacturing Company of Roches- 
has now become a very serious question for all that class ter, N. \ contains a sketch and portrait of Artemis S. 
trader and manufacturer to whom paper is very largely Denaxas of A. S. Denaxas & Co., Athens, Greece, the 
is chief raw material. Economy in the use of paper is ompany's representative there. Mr. Denaxas ts assistant 
erywhere evident and is shown very largely now in the to the Colonel, General Paymaster in Athens for the 
1st t memorandut forms measuring & by 6 inches 11 (greek Army Che firm of Denaxas & Co. represents sev- 
stead of the ordinary quarto sheet measuring & by 10 eral other prominent office equipment manufacturers of 
hes Further: ore, there 1s a big decline in the use and \merica lhe editor of the Idea saves 
sale of high class notepaper by private buyers WW have the assurance of Mr. Denaxas that office 
<~c-—> 
\ reaso1 for both these developt ents an he r¢ 
ly published request from the Government t 
e effect that the greatest economy, particularly in the 
tter of stationery, should be exercised. It is also 
inted out that ost of the note and letter paper ni 
st ly in use is extravagant in size and quality. 
<*> 
: A. S. Denaxas. 
Mt ! ne Cause OT another the Sstationer trace 1s tee] 
g the economy wave pretty acutely and ali the move equipment dealers in Greece are just as loyal to the Alied 
ts that were in full swing before the war for impro ause as dealers in America.” 
our epistolary communications and our typewritten Office Appliances is indebted to Mr. Denaxas and to 
irculars are in ahevance. We do not hear anvthing members of his company for interesting communications 
‘ vs of “Distinctive Printing” and “Let your letter from time to time with regard to commercial conditions in 
apert ind printed heading he a credit to vour busine ss.” {(;reece 
today s really out after business Eyvervene 
eems to have as much as can be handled, with few ex New York Stationers Meet. 
S d i! ssing, soliciting and circularising are When the N York Stationers’ Association met re- 
{a discount ently at the rkwright Club, it was announced that all 
ii ‘fficers had been re-elected by the board of directors 
\nother thing that will certainly lead to a further dim- Secretary Mortimer Byers of the National Association, 
the quantity of correspondence put out both by spoke with emphasis on the necessity of dealers knowing 


e and business people is the increase in the postage osts nd d ate retail prices, and pointed out that 


ite f1 2 cents to 3 cents. The advance ts not large, it such a knowledge will be of great advantage to the dealer 
s true, but it will be sufficient to give a good many people hould the Federal Trade Commission (as Mr. Byers pre 


se parsimonious times dicts it will) rule against recommended resale prices. 
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PRESENTING THE IMPORTANT NEWS OF THE MONTH 
WITH AN INTERESTING REPORT OF THE NOTABLE 
ACTIVITIES IN EVERY SECTION OF THE FIELD 


Producers Forbidden to Fix Prices. 
'Federal Trade Commission Follows Decision in Gramo- 
phone Case, Refusing Producers Right to Estab- 
lish or Indicate Resale Prices. 


Following close upon the Supreme Court's decision in 


the American Graphophone case, comes an announcement 
from the Federal Trade Commission that it must consider 


itself bound by the Graphophone case decision to torbid 


producers to indicate prices, to secure agreements from 
dealers as to prices, or to refuse to seil to or to diserimi- 
nate against those who practice price cutting 
The that the 


whether the producer ot 


Commission explains controversy as to 


wholesaler has the right to fix 


the price at which his products shall be sold and also to 


maintain that price by refusing to sell to price cutters, 1s 


which has many times been brought before 


It further states that since the precedent es 
first of 


a question 
that 
tablished 


body. 


by the Graphophone case, the similar 


cases has just been disposed of in a manner which will 


govern the disposition of future cases of the same kind. 
The 


“Some of the most distinguished 


statement continues 
lawvers in the United 


States have appeared before the Commission to argue this 


question, as well as many of the leading business con- 
cerns of the country, some of whom have insisted that 
the maintenance of resale prices was proper, and others 
who have contended that it was not Almost all of the 


large department stores of the country have been heard in 
opposition to it. 
“After full 


sion has decided to issue complaints 


Federal Commis 


against all 


consideration the Trade 


business 


concerns who refuse to sell unless the purchaser will 
agree to maintain a resale price fixed by the seller. The 
case just decided is the first formal finding by the Com- 


mission to that effect. 

“When once an article has passed [rom the maker to a 
purchaser, he owns it, and the owner of such article may 
sell it at any price that he chooses, provided he does not 
himself sell it at such price as to be below cost, and thus 
thereby enter into unfair competition with other retailers 
selling the same article 

“This decision is going to be oven to considerable con- 
troversy in relation to the subject matter thereof, and 
the matter will probably have to be settled by an act of 
suggested by Mr. Justice Bran 


Congress in the manner 


deis in his concurring opinion in the Supreme Court of 


States in the case of the American Grapho 
Che bill, 
relation to that matter. but in the 


is thought to 


the United 


phone Company Stephens which is now in 


C oneress is in esti 


mation of many business men and others it 


be broader than it should he It may he that resale 





powet! some- 


prices can be so regulated, by placing the 


unfair prices, as to make it work 


tl od 


against 


protesting 
equitably, and be a fair me 
A. B. Dick Company to Build War Work Plant. 


\ transaction involving the construction of a plant to 


cost in the neighborhood of $300,000 for the manufacture 
of government war material was the most important 
feature t recent Chicago real estate news. 


Dick & Co., manufacturers 
paper, from William 


It was the pure hase by A.B 


of mimeographs and mimeograph 


H. White and wife of the 


property at the northeast 


ner of Lake Street and Albany Avenue, having a trontage 
of 415.75 teet on Lake Street and 209.25 feet on Albany 
Avenue The property, which 1s vacant, contains about 
100.000 square feet, and the consideration is reported at 
about $30,000 The Dick company, now locate t 736 
West Jackson boulevard, will at once begin the construc 

tion of a two story building to cover the entire lot, the 
cost of which is estimated at around $300,000. It is det 

stood the plant is for the purpose of taking care of the 
government work of the company. J. J. Harrington & 
Co. represented the Dick company. and George G. Ne 


bury & Co. the sellers 


July 1 to 6 Is Second Loose Leaf Week. 
Frank R. Welsh, chairman of the Leat Commit- 
tee of the National Association of Manu 


and his | 


Loose 
Stationers and 
facturers, associates on the commiuttee—Charles 
Shafter 


of the Lé 


and James M. Colomb—state that it is the 


carrying out the expresse: 


ae 


ose Leaf Committee, 
desire of the Association, that stationers throug 


United States make special efforts to install appropriate 
loose leaf window displays and do effective advertising 
of loose leaf in other ways during the first week July 
The committee, with the co-operation of the manuf 
turers, is trying to enhance the interest in loose leaf 
vices and increase their sale. Vhe manufacturers will be 


glad to with the dealers and supply wind 


display 


co-operate 


end advertising material to make the week a su 


cess. 

It is hoped and expected that dealers will make special 
efforts during this week, instructing their salespeople t 
talk about the advantages of loose leaf whenever possible 
and by installing interest-producing displays in the 
dows 

Those who made special efforts to push loose leaf de 
vices during Loose Leat week last January tound ther 


sales of such devices materially 
week than they would ordinarily have been 
The ec 


make the 


ymmittee wishes all stationers to pull together and 


week the bigvest 


possible success 


EE  — a 
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Court Enjoins Talking Machine Company. lingame, resign ir. Nesbit has inaugurated a 
determined paigt new members and has started 
Via et seh : é . a movement to put the s finances on an ampler foot- 
Combination in Restraint of Trade in Violation of = Each member of the club has been asked to get a 

the Sherman Law. new 


Federal Tribunal Declares Victor Company Entered Into 


member, or to pay a special assessment of $25. 


Business Show in Alabama. 
Roberts & Son. retail stationers, Birmingham, Ala., re- 


ted States District Court at New York City has 
that the Victor Talking Machine Company 1s 


restraining trade in accessories of talking 1 cently held a “ rd B ess Show,” which is reported as 

es, by requiring wholesale distributors and retail successful ft every standpoint. The affair was given 

rs handling its products, not to use or permit the use local publicity ich bore fruit in the form of a good 

ds or appliances not produced by the mpany. It attendance e store was effectively decorated for the 

is also declare to have effected an agreement wit occasion and space was provided for the demonstration 
s ex prices at which talking machines oj the devices and systems on exhibition. 

eso The followin anufacturers had exhibits at the show: 

ision of Judge Augustus N. Hand states that (, F, Mitchell, of the General Fireproofing Co., Youngs- 

e defendant concern had eliminated competition among town, O.; | rater, of ( igo, representing the Wilson- 

} red and ten wholesale dealers and seven thousat d ones Co., ers oO ‘ se leaf devices; A. Sternberg, 

rs. His order directs the discontinuance of the om the L. E. Wate in Co., and John Sheldon of the 


lained of and the d 


issolution of the ymibat Conklin I ntain Pe ( Toledo, O. 


any asserted in its defense that the St. Paul Firm Changes Hands. 
es complained of were lawful at the time they wert \ wholesale statione department will hereafter be 
in and that they were discontinued after the laws — conducted the J. E. Stilwell Paper Company which has 
h the action was brought were enacted succeeded to the business of the White & Leonard Paper 
Government's petition for a dissolution of the al Company, St. Paul, Miu Che officers of the Stilwell 
E nat made on practically the same basis Paper Compa are Stilwell, president and treas- 
is that of the R. H. Macy & Company, drawn last year, urer; | Rk. Boswell, first vice-president; W. E. Swart- 
at company brought suit against the Victor wood, secretary, and P. A. Beckford, second vice-president 
triple damages amounting to 909/0,00) sul nd manager The first three named hold similar offices 
f alleged unlawiul agreements entered into jy the Minneapolis Paper Company, which also does a 


he V1 tor people and some 7 OOO de lers in various 


th,s I nited Nt ites 


New Advertising Manager for Burroughs. 


Nesbit Heads Chicago Advertising Association. Ware lars is been appointed advertising mana- 


ir D. Nesbit, the Hoosier poet and humorist, vice cer of the Burroughs Adding Machine Company at De- 

esident of the William H. Rankin Cor iny, advertis troit, taking the place made vacant by the death of Edwin 
1 ie ivo, has become president of the city’s \. Walton Ir. Marsh has been with the Burroughs 
Si! \ssociation, taking the place of C. H. Bur advertising department for about three years. 











Red. Cross Workers of the Underwood Typewriter Company, photographed May 13 before the Underwood Building, New 
York City 
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Rochester Concern Celebrates Half Century. eee | ee eran ae, eee: Oe, SAR ee ae ee 

bout 30,000 square feet 
On May 30th the house of Scrantom, Wetmore & Com- — elie : : 
: “ v7; ss ae Few Changes in Firm. 
pany celebrated its fiftieth anniversary. The story of its inibaie tin ie meee & tin Seek fe eens tee 
business epitomizes the history of Rochester and Western een ware Gon chenian to % personnel of the firm. In 18 
New York for half a century. The following sketch of Albert C. Walker entered the employ of the firm, and in 1878 
the company appeared in the Rochester “Post Express” (the firm name was changed to Scrantom, Wetmore & Co., as it 
of Wednesday, May 29th stands toda) Mr Scrantom’s death occurred, as d 
“ . April, 1905 He was hignly esteemed by the people of Roches 

Fifty yeurs ago tomorrow, on May 30, IS6S8, the firm of ter. and his loss was keen felt by his associates in business 
Scrantom & Wetmore first opened its doors, and entered upon Four months later, in August. 1905, Joshua T. Gorslin¢ vho 
the career that has made it the leading book and stationery had been cashier and office manager for several vears. became 
store in Rochester and Western New York The firm included the third partner, with no change in the firm name The 
“ibert Henry Scrantom, who died in April, 1905, and Lansing inal force of one employe has increased to about 100, w 
G. Wetmore, now one of the seniors in the book trade in the half as manv more added for the holiday seaso1 
United Siates The new book store was located at what was The store of Scrantom. Wetmore & (C*% originally sma ’ 
then 10 State street, in the Butts building, on the east side of of comparatively little consequence in the trade, is now one of 
the thoroughfare The partners had previously been clerks the largest, best appointed, and most completely equippe of 
in the employ of Steele & Avery, booksellers and stationers its kind in the United States It has witnessed e development 
whose store was between Corinthian and Market streets. The of Rochester from a city of about 62,000 to one of ppre 
young partners were popular, knew their business and opened rriaite ‘70,000, from a municipality of comparative insignifi 
with a modest but carefuly chosen stock of such goods as cance to one of great beaut) importance and culture ul 
were procurable in a first-class book-store of those days. The this growth the firm has taken a prominent, active and public- 
venture was a success from the opening hour. spirited part 

In the life and progress of the firm is epitomized the his- Upon its fiftieth anniversar the congratulations ar est 
tory of Rochester and Western New York for the fifty years wishes of the people of Rochester for many vears of easer 

Excellent Example of Window Display for Dealers—Good Arrangement of Papeterie Lines.— 
By The Hampshire Paper Company, South Hadley Falls, Mass. 

In 1880, twelve years after the firm was formed, larger quar- prosperity and growth are extended to the firm ¢ 


ters were necessary and the store was moved to 12 State 


adjoining the original store in “L” was later added 


offices and 
and rapidly did the firm’s 


street, 
and space for salesrooms was obtained 
But so 


increase that in IS8S5, five vears after it had 


to the rear 
on the ftloor above steudily 


business provided 





its first increase in quarters, it was compelled by its growing 
business to remove to the E ger & Barry building, on the 
west side of the street, to a store much larger and more modern 


than the one it had occupied 


More Room Obtained. 


The business continued to grow beyond the hopes of the firm 
What had been 
needs soon became too small, and in 
Ellwanger & Barry 
firm 


enough for in 


after the 


thought would be a store lara 


ISS%, four vears 
building and twenty-one 
large 
Mann & Co., and 


west, was leased and 


removal to. the 


after the store in the 


veurs began business, the 
occupied by A s 
Main 


needs of the 


long 


building, 
fronting on both State and 


Powers 
streets 
lessees Shortly 


Wisner 


housing the engraving and 


remodeled for the special new 


afterward it bui d- 


Was necessary to lease space in the 


ing, at State and Church streets. for 


die-embossing branch of the business and for wholesale stor- 
axe 

In 1906 the retail space was enlarged by the addition of 
the store adjoining to the west on the Main stree front, and in 
1908 the growth of the engraving and die-embossing and the 
wholesale departments made a removal of those departments 
to the second floor of the Alling & Cory building in Exchange 
street a necessity In the spring of 1912 continued growt! 
resulted in the addition of a third store on the Main street 
front, and the whole was remodeled into a andsome up-to-date 


Wetmore & Co 


An Attractive Stationery Window. 


The window display shown in the accompanying t well 
illustrates the possibilities of intelligent arrangement 
euided by a central idea. This display makes no eft oO 
indicate everything in the store It makes its appeal in 


writing paper alone. The symmetrical arrangement of the 


feature naturally attracting atte! 


units of the setting is a 


tion in ifself, and the centerpiece above immediate 


veys an impression of refinement, suggesting that s 


| is pre ferred Vy persons of taste 


paper as that displayes 
Effective simplicity is the keynote of this design creat 
for dealers by the Hampshire Paper Company, South Had 


ley Falls, Mass 


consists of but thirteen 


It will be noted that the con 


plete disy 


related units 


Ribbon Factory Moves. 


Ihe Ink Ribbon Manufacturing Company, fort 
(akland and later located on Fremont street, Sar 
CIsct has moved its ctorv to the two-story and base 
ment brick building at 635 Howard street. where a lease 
has been taken for a period of five years. The ¢ 


has a total floor area t 10.000 square teet 


adapted tor its new use 
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Did It Ever Occur to You 


That in carrying some makes of typewriter ribbons and carbon 
paper without any reputation that you were adding to your 
Selling Troubles, expending a whole lot of time and energy 
with only Half Results? Well, no need to do that. Here we 
are with a reputation generous and broad enough to cover 
everything we make. 


Points of Vantage 


OUTUTUPYUTVETENTTTETOVinutinnunenevevdenneonanednanneneecavunnenserQeneentnnedtanunuesuanONOnNENNONUHHNANEOONNHOA4NNNONEDNNNNNLEDONOEDENO;OBOOUOvOVHONUONDEONDUSDUADNNORNORDeNNANONNE Heeeensnennensane 
HAAN HNETONLVORULAUALI ENON HUAN UASOORDUNUOAADUNDENNONDONBOEDOAENINLENNA’ (4: H4DGOUNOENONEROEDOERUADOORNON#DED OUND ORDONNOONDOENNANND ; mocemane : ' 
HENDUNANONENOOOORUONNNOOERL OOEADOANNDOORADOEAOANENOGEROSUOULONROA: 


Quality that Doubles Sales 





Quality that holds trade is worthy of notice; quality that 
brings new custom is a valuable asset; but quality that can 
hold and get the new, that can double your usual sales, is a 
quality indespensable to your fullest success. 


M. & V. RIBBONS AND CARBONS 


have the reputation in almost every community, not only of 
moving quickly, producing speedy turnovers, but making two 
sales grow where only one sale appeared before. 


The M. & V Line possesses that indispensable quality that 
makes extensive, growing sales a certainty. 


Attractive advertising helps supplied on request. Write to-day 
for particulars and discounts. 


MITTAG & VOLGER, Inc. 


Principal Office and Factory 


PARK RIDGE, N. J., U. S. A. 


BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 205 W. Monroe St. 35 Montgomery St. 
CLEVELAND ST. LOUIS BOSTON 
2119 East 9th St. Laclede Building 88 Broad St. 
LON DON 


7 and 8 Dyers Bldg., Holborn, E. C. 
AGENCIES ALL OVER THE WORLD 
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day of typing. 


hand settings. 


These are the five Self Starter Keys 

















by using the Self Starting 
Remington Typewriter 


HIS great Remington improvement cuts 
out an hour of needless motions in every 


The Remington Self Starter is an auto- 
matic indenting mechanism. It enables the 
operator by one touch of a Key to set the 
carriage instantly—exactly where she wants 
it. No more time lost in slow and awkward 


The Self Starter is used on an 
average 12 times for the usual indenta- 
tions in writing every letter and 
envelope. And each time it saves 
four seconds by the watch. Do you 
realize what that comes to in a day of 
continuous typing? An hour saved 
per day is about right. 


This is a Remington invention. 
Nothing else like it. Adds nothing to 
the cost of the machine. 


REMINGTON TYPEWRITER COMPANY 


INCORPORATED 


374 Broadway New York 











Pancoast Heads Davids Ink Company Sales. 
1s H. Pancoast, for some years first salesman and 
southern sales manager for the Thaddeus Davids Ink 
Company, Inc., has been promoted to the position of sales 


anager in chief for this house, succeeding R. R. Rowe, 


Mr. Pancoast started with this company as a salesman 


in the southern territory sume years ago, where he made 


this 


ost careful study of the conditions prevailing in 


1 


field His natural endowments and energy, coupled with 


his experience as a salesman covering about thirty years, 


gave him a thorough knowledge of the entire country. 


Keeping in touch with the developments in his field from 


year to vear led naturally to promotion to the position ot 
southern sales manager. Realizing his capabilities, the 
ompany has gladly promoted him to his present position. 
n his new situation Mr. Pancoast will not only have 


harge of the direction of sales work from the home office 





Thomas H. Pancoast, Sales Manager in Chief, Thaddeus 


Davids Ink Company, New York. 


New York, but will also make periodical trips over 
ind keep in close personal touch with the entire trade 


Mr. Pancoast has been a familiar figure at recent 


of the National Association of Stationers and 


N. D. Concern Adds Minot Branch. 


\ 


Thatcher-\ song Company 


ot, N. D., will give the Globe-Gazette Printing 


ent pur ase of the 


of Wahpeton, N. D.. its third branch in the 
Seve l I izo the Globe-‘ tte npant 
Ss t Far; oO. 
Wahpe ompany has built up a large business 
utors Stationery and office up] lies and it 1s 
ntention to use the Minot store as a distributi1 
the northwestern portior Dal I 
Montana and to this end a large stock will 
there e interior of the ne l 
ely altered to a 
‘ ainece 
ll assume the 
the st 
t ‘ 


Awarded W. S. S. Honor Flag. 


\ 
. 1 OT 




















War Conditions 


Every business man fully 
realizes that today it is 
necessary to accept con- 
ditions as they exist. 


We are still able to fully 
keep up the standard o£ 


PANAMA 


Carbon Paper and 
Typewriter 
Ribbons 


‘‘The line that can’t be matched’”’ 





Manifold Supplies Co. 


Brooklyn, N. Y. 
































3 ) 








Why Take Chances 


WHEN YOU CAN SELL 
YOUR CUSTOMERS 


SANFORD’S 
PREMIUM 
WRITING 

FLUID 


AND ABSOLUTELY GUARANTEE 
EVERLASTING PERMANENCE 


“Superior 


v 
ay) For Fountain oA, 
Sa 


AGO & NEE 


is 





Writes a Bright Blue—Changes to 
Black——Flows Freely——Lasts 
Forever! 


SANFORD MFG. CO. 


CHICAGO NEW YORK 





| 





| 
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Former Office Equipment Men Still 


J. 


equipment field 
built typewriter industry, 
Studebaker Corporation 


I 


E. 


AN 


ager of 


Grady, 


the 
Walkerville, 


ES 


Ont., will take 





as one 


for many 


of 


1 
t 
ti 


ie leac 


ling figures in the 


and for the lIast three 





of Canada, 





“Going Up.” 
years well known in the office 
years man- 


Ltd., at 


on added duties as man: 


of the Detroit branch of the Studebaker Corporation 
| ceeding R. H. Williams, who has been made assistat 
J. E. Grady—as he used to appear. 
sales director under L. J. Ollier, vice-president rt 
added duties placed upon Mr. Grady are by way of rewar 
for the exceptional record he has made in the Canadian 
position. He will make his home in Detroit. 

Charles E. Pelton of Detroit, Mich.. formerly with tl 
Crescent Brass & Pin Company and more recently 
nected with the Barnes Foundry and Manufacturing Cor 

Charles E. Peiton. 

pany, has become sales er and = secretat ot 

Othce Administration C ee of the Timken-Ds 

Axle Company. In one « é ympany’s four pl 
| recently the sum of $434,000 was raised toward the 1 

Liberty Loan, and on May 24 the company did its 1 

in raising $7,000,000 as ity patriotic fund. Mr. Pe 

was one of a committee ho helped in this 
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your Wa 


Via — 
Underwood 


Book keepi 
Machine 


































Customers’ balance ready Statement and Ledger 
at all times for instant can be written at one 
Credit Reference Operation | 


[t works your way 
Doesnt change your 








system 
Perpetual Balance Easy and Rapid of Operation 
eliminates monthly Automatic Carriage Return 
trial balance troubles Experienced Operators not necessary 








Underwood Typewriter Company inc 
Underwood Building , New York City. 
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On Washington’s 
Birthday I watched the 
New York City detachment of our 

new National Army swing down Fifth 
Avenue. There were ten thousand of them 


marching through the heavy, swirling snow. 


for_ victory. 


I wondered 


ld 
i 


We 


may have to send all the young mer 


older men, just as France has done, 


how many more would 


have to go. 
and then call for the 
and just as we did 


during the Civil War. None of us want that to happen. 

The only way to stop the outflow of soldiers is to beat 
the Kaiser and his horde of Huns. 
that is to give our boys in the trenches so much of the 
of such excellent quality—that they 


The only way to do 


munitions of war 
will be as superior to the enemy as a workman witha 
turret lathe is to a workman with an old hand lathe. 


So let us think quickly of better ways to do our work The 
war today demands that we do more t we ever have done 
before. Let us all speed up, with the t ght that we, too, are 
fighting the enemy, even if we can't see Let us hurry our 
work at our desks and benches, and thus keep millions of men 
out of the trenches. 

(Signed) 
President 


The Nationai Cash Register Corapany 

























lf one slows down all are delayed. 























Geo. T. Smith, Treasurer of Emergency Fleet 
Corporation. 

We present here the likeness of one who is quite famil 
readers of Office Appliances. He is one of the big 
business who have been called by the 
Government to exercise their executive abilit 
try of problems to be solved for the common 
George T. Smith, president of the Joseph Dixon Crucible 


Company, Jersey City, N. J., 


he United States Shipping Board Emergency Fleet Cor 


has been made treasurer of 


oratti 
Nf ‘ ssesses in a marked degree the ability to 

¢ sponsibility with little fuss and worry. 

He is a consistently hard worker and knows how to sur 
selt with co workers in whom he can place 

ce. He began his business career with the Penn- 

Syl i Railroad in New York City, at the age of seven 
te By studious application to his duties he advanced 


ame general agent for the company in New 
resigned this posttion in 1909 to accept 


the presidency of the Joseph Dixon Crucible Company 





George T. Smith. 


his quick adaptability made it possible for hin 


remarkably short time the active duties of the 
hief executive. In addition to these responsi 
Mr. Smith is an officer in severa i finan 
kes a keen h 
} teem in which the Mr 
a rs in the Joseph Dixon Crucible 
Compat e N ersey Title Guarantee and Trust 
Company, and the First National Bank, recently gave a 
e ( teret Clt It prov lt ! 
shed g: ¢ ( 
\y é 
S é ] | ilt S ( ( 
, Pati le ( ! 


( is ist ast 
) t 
Ss © idl € 1 
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“THE WORLD’S BEST WRITING MACHINE” 





VICTOR STANDARD 
TYPEWRITER 





with its | wo 
SIMPLE, DURABLE, 
SPEEDY, ESCAPEMENT 


and its incomparable 
INCH WIDE CONE 
Typebar Bearings 


mean better work and less trouble and 
expense for repairs than with any 
competitive machine. 


W rite for Illustrated Catalogue 


Home Office and Factory 


Victor Typewriter Company 
SCRANTON, PA. U. S. A. 


Some territory open for Agents west of 
the Miussissippt and in the South, 
and in a few Foreign Countries. 
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Perfect and Instant 
Reproduction 


The most important part of a bus- 
iness is its records. It is because 
of this fact that business houses 
spend thousands of dollars to 


house their records and safe com- 
millions 

business in 
for 
be 


of dollars’ 
furnishing 

But a 
must 


panies do 
worth of 
protect ion 
record to 
accurate. 


rece rds. 


valuable be 





LETTER COPIER 


will copy your letters exactly as 


they are sent out. The undeci 
pherable blur that is found in 
carbon copies is impossible. The 
mess and inconvenience of the 


screw press do not enter. The 
Roneo produces its copies by a 
simple turn of a crank without 
the use of water or carbon. Not 
only is it more accurate than any 
other copying system but it is less 
expensive. Furthermore, it is 
convenient and two copies can be 
made as quickly as one copy by 


another process. 


Write now for particulars to 


The Roneo Company 
Roneo Bldg. 
117-119 Leonard St., New York, U.S.A. 


which compelled their absence. were read from Charles F. 


re ; 
riez, vice-president of the Emergency Fleet Corp 


| and Charles Schwal 
| 


El Paso Concern in Better Quarters. 


The Field-Parker Con pany of EI Paso, Tex., has re- 
cen tly removed to a1 building and larger quarters at 
125 San Francisco street in that cit) We present here 
with a cut of the new building, where 20,000 square feet 
will be devoted to the dist ution of business equipment 
throughout Arizona, New Mexico and western Texas. 
The company has recently added a complete line of chairs, 
desks and tables to the items previously carried Che 
front of the building is attractively located with reference 
to the business center of the city of El Paso, while the 
rear of the building is on a switch, making it possible to 
handle all carload shipments with the greatest ease. send 
ing goods directly into the basement of the building, where 
the surplus stock is carried 

The Field-Parker Company opened its El Paso store in 
January, 1917. The removal to enlarged quarters ¢ 
dences the growth of the business. Conditions in the 








are regarded as particularly auspicious for the 
that se 


continued expansion of business interests in 


. 
Southwest 
| 

| In the near future the company expects to cover northern 
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Store Front of Prominent El! Paso Concern. 


| 
| 
| 
| 
| Mexico, from which it is drawing some business at 
| present time. The company has a branch at Phoeniy 
| Ariz., and an allied concern at San Diego, Cal., ut t! 
| name of the Field-Austin Company 
| Findex Company in New Quarters. 
The Robinson Findex Company of San Francisco has 
moved to larger quarters in the Call building, San |] 
| cisco. The Robinson Findex was introduced to the 
at the Panama-Pacitic International Exposition and has 
since been adopted by a number of large depart: 
stores, and other places of business where card records 
are used. 
The Findex is an automatic card record system, per 


ultiple and complex classification, subject 


mediate consultation. The 


mitting m 
cards are arranged chronolog 


ically, geographically, numerically and by 


are led in containers of six hundred cards each 





New Addition for Dayton Plant. 





Work has been started on a new addition to the ’ 
of the R« ( ording & Cor Ma ] ines (Company Da 
tor Ohi The struc ¢ l be of reinforced I 

| hree st es in height at SOx 20M 
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The 
“ROYAL” 


Master 
Model 


No. 10 


$100 


‘‘Compare the Work’’ 


ACCESSIBILITY 


In designing the “ROYAL” Typewriter the inventor had the stenographer's 
welfare in mind. So those parts of the machine that the operator must 
change were made easy to get at. 


To change the width of the writing line or to set the tabulator stops on the 
“ROYAL,” it is only necessary to raise the paper table. Then everything 
is in plain sight with plenty of room for the fingers to work in. 


It requires but a minute to set the ““ROYAL.” And, that the stenog- 
rapher may be sure she is right, there is a numbered space-guide on both the 
bar holding the tabulator and the bar on which the line-width stops slide. 


The line-spacer is handy too-~at the left of the carriage. A\ll guessing as to 
whether the space is properly set is eliminated. An indicator points to the 
number of spaces between lines. 


Accessibility is a “ROYAL” virtue. It insures better and more accurate 
work with less time spent in producing it. 


Before you buy a typewriter, investigate the “ROYAL.” Demonstrations 
gladly given---telephone, write or call. 


ROYAL TYPEWRITER COMPANY, Inc. 


ROYAL TYPEWRITER BUILDING, 364-6 BROADWAY, NEW YORK, N. Y. 
MAIN BRANCHES: 


Atlanta—46 N. Pryor St. New Orleans—332 Baronne 8t. 
Baltimore—116 W. Fayette St. Cleveland—620 Prospect Ave., 8. E. Philadelphia—904 Walnot 8t. 
Boston—268 Devonshire St. Detroit—29 Washington Ave. Pitteburgh—Chamber of Commerce Bldg. 
Buffale—76 W. Genesee 8&t. Hartford—261 Asylum St. San Francisco—7-9 First 8t. 
Chicage—32-34 S. Wabash Ave. Kansas City—815 Walnut St. St. Louis—Broadway and Olive 8. 
Cincinnati—Main and 6th Sts. 
Also a Sub-Branch, Agency or Representative in 


Almost Every City and Town in the United States 


wind nnntMUNTK NUNN 





Minneapolis—210 S. Fifth St. Washington—1420 New York Ave., N. W. 














To Secretaries 

and Stenographers 
The Dictaphene puts you at 
your ease, too. You ask the 
machine to repeet “that last 
word or paragraph” just as 
often as you please. But 
usually it is so easy to under- 
stand every word as it was 
dictated that you can type a 
perfectly accurate transcrip- 
tion swiftly and easily. 

The Dictaphcne makes you 
valuable to your employer 
in a number of ways that 
sooner or later must influ 
ence your pay envelope 
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Your Letters are You 


Yes 


Dictate like a streak or hesitate over every word 


machine, can take your dictation, and take every word without falter 


The Dictaphone, 


dictating to The Dictaphone is like a personal conversation with a customer* 
though he be a thousand miles away. 


or complaint. 
Such undisturbed concentration quickly tells. 


are at ease and at your best. 


desk 


turns of thought and expression. 
that are really talked about 
for work at any time during regular hours, at lunch time, 
most productive, most economical system of getting out the mail. 


qe ge . Ke 
We'll give you a demonstration :n your office on your work 


of special interest to you 


Branches Everywhere 


Registered in the U. 


Dept. 119-F, Sachwecth Building, New York City 
Write for booklet, 


There is but one Dictaphone, trademarked “‘The Dictaphone,”’ made and merchandised by the Columbia Graphophone Company 


just as you like. Only a perfect 


; , 
You are drawn out of yourself, you 


It is as if you are facing your customer across his own 
as if you were actua!ly talking to him with al! your pep, punch, and most natura! 
The Dictaphone makes you write the kind of 
The Dictaphone is the instrument of convenience —read\ 


letters 
or after hours. It is the 


Write for informat 


,, DIC TAPAVNE 


. and Foreign Countries 


‘‘The Man at the Desk’’ 





Food will win the war. 


Don’t waste it 











New Head for Safe-Cabinet Sales Promotion. 


‘ause of his knowledge of retail seiling methods < 

pt is, Gee Winter has been called the home 
oO The Safe-Cabinet Company at Marietta, Ohio, to 

he dealer sales promotion department 
vears Mr. Winter was owner and manager 
sus electrical supply business in Indianapolis. 
Iso had a number of years’ experience as a spe 
salesman, part of which time he represented The 

Safe-( net Company in the field. 

s s retail selling methods and pr 
lems, he put into effect many successful plans for news- 
paper advertising, window display and store management; 
he vaadened his knowledge of selling and obtained ex- 
perience in the specialty field by devoting several years 
to n eting various nationally known specialties 

Mr \\ ter therefore. brings to his new siti 1 


subject of retail selling as well as 


orasp of the 





George Winter. 


the elling 
¢ é r his present 
iny’s policy « ( le 
t ~ id as ] yssib'e l { ¢ 
elpful suggest ng 
ents, Mr. Winte ‘ te al 
r Ss ent ¢ Ss i 
in irt his é ( 


Employees cf Boston Concern Unanimous for Red | 


Cross. 
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(1) A REMARKABLE 
TYPEWRITER 


Standard in every particular. Uni- 
versal Keyboard—42 keys—84 charac- 
ters—single shift. From 20 to 50 per 
cent less parts than other standard ma- 
Operating advantages and im- 
Appearance and Finish 


chines. 
provements. 
unexcelled. 


(2) A REMARKABLE 
RECORD 


All Woodstock models have been a 
Success from the Start. 


Woodstock “Group Assembling” 
makes the Woodstock structurally 
unique, and astounds old-timers. 


Dealers handling Woodstocks state 
they find repair calls rare. 


(3) A REMARKABLE 
OPPORTUNITY 


Dealers: 
Agents: 


Be a Charter Member of the W ood- 
stock Organizati GET IN NOW. 


yn. 


The Model 5 is already recognized 
as a Winner. The contract is liberal. 
The time is ripe. Everything is 


auspicious. 
home or abroad. 


yarticulars. 


Woodstock Typewriter Company 
CHICAGO, U.S. A. 


Cable: Woodtype, Chicago 
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MONOGRAM 
CARBON PAPERS 


The pick of our line, and we 
would like you to know all about 
them for your own satisfaction. 


Not new qualities exactly, but 
those with which dealers have had 
the greatest success for years, only 
every essential feature perfected 
to a higher degree. 


Their long record of continued 
heavy sales is proof positive of their 
merit, and this, with their finer 
development, indicates the 
certainty of the success you would 
have with them. 


= 
= 
= 
= 
= 
= 
= 
= 
= 


Our new ‘‘Monogram”’ ribbon to 
go with them is a winner also. 
The best selected imported mate- 


= 
E 


' 


= rials are used, and they are guar- 
= anteed to conform to the judgment 
= of both you and your trade. 

= _—sCOThe special boxes for this line are 
= of tasteful design and finish, and 
= appeal strongly to the consumer. 
= Write us now on the subject of 
= your needs, and permit us to show 
= you the advantages ‘‘Monogram”’ 
= Carbons and Ribbons hold for you. 
- Neidich Process Co. 
= BURLINGTON, NEW JERSEY 
= 

FT LL 
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APPLIANCES u) 


Suggestion to Owners of Liberty Bonds, Second 


Series. 

H. W. Rogers of New York, chairman of the Stat 
Division of the War Savings Stamp Committee, calls at- 
tention to the fact that May 15 the first interest 1 
ment ol the second Liberty Loan bonds was due i l 
suggests that bondholders augment their investment 
buying War Savings Stamps with the interest thus re 
Clive 


New Advertising Manager for Shaw-Walker. 





ee Stofttler, the me advertising manager « 
Shaw-Walker Company Muskegon, Micl hail 
says, “from the good old town of Detroit, where life is 
worth living.” This, of course, is a bit of pardona 
enthusiasm not by any means intended as a rap at 
towns, for he is finding the conditions of existence well 
worth while in Muskegon, too. And as for us, we 

Cc. F. Stofflet. 

Chicago, being quite willing at the same time to gi d 
roit its due 

For t last four years Mr. Stofftet has bee ess 

himself, specializing in direct advertising t 

Stoftilet Direct \dvertisi Service.” He joi 
Shaw-Walker staff as advertising manager on. M 

Mr. Stoftlet 1s a U1 Michigatr 
thirty-one years old 

A New Price List. 

phe | Index Card ( panv of Boston. M 
recently issued Price | 1st N¢ 19 da thi \ tw 
le ( ve cards and supplies The ney lis 
company’s card and supply lines in a way us 
desi nation on the subject 

Not long ago the company increase: s fl € 

p la red and | eiliti < or 
| now Ids 


Willard Takes Detroit Position. 


{ a e of Geo \ Drake & Ce 
: Clyde W. Willard, f 
I !? ting 1 Engraving ( pa 
, ssum ec’ the 1 g ent of the 
} Ge \ Drake & 
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Why are the largest 
corporations buying the 


Barrell Portable 
Adding Machine 


Model 12— Weight 24 Pounds i] 


—Some buy it because it has a 12-dial capacity. 
—Some buy it because it has right-hand control. 
—Some buy it because it is noiseless in operation. | 


— Others like the standard flexible keyboard of 81 keys. 


—Others insist on the Barrett because it furnishes a 
printed proof of all figures in multiplication and division. 


—Many are attracted by the price, but— 








Everyone buys it because it is a 
portable desk machine—simple 
to operate and can be carried to 
the work. 


The smallest concerns buy it 
because they secure an adding 
and listing machine and an 
efficient calculating machine 


for only $250.00. 





















BARRETT ADDING MACHINE CO. 
BULLETIN BLDG. PHILADELPHIA, PA. 


Canadian Representative: BARRETT SALES COMPANY 
88 Victoria Street 
Toronto, Ontario 


Handled exclusively through 
responsible dealers 
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A Catalog that Antagonized Prospect Dealer and M’fr. 


k Ho, “yl. TING the Show-rooms of a modern Furniture Dealer, 
a prospective buyer failed to see the style of Soods he sought. 








oO 


Je 





{ The attending salesman suggested a reference to a certain 
manufacturers’ catalogs. 








A search through these volumes revealed the desired styles. 


Then it was discovered that these particular styles were unobtainable 
because of war conditions, ‘‘but’’ said the salesmen ‘‘l remember have- 
ing had information and illustrations from this manufacturer of substituted 
products, which I’m sure will please you. I'll see if | canlocate them.” 


Search having failed to locate them, the prospect was asked to wait 
till duplicate copies could be obtained from the manufacturerer. 


He could not wait and went elsewhere:— Result:— Prospect offended 
at Dealer: Dealer antagonized against Manufacturer. 


Had the “BADGER” Loose-leaf system of cataloging been adopted 
by this manufacturer, the pages advertising the unobtainable goods 
would have been removed and those showing the substituted products 
inserted in their places:— Result:— Prospect satisfied and sold; Dealer 
gratified and profited; Manufacturer assured of future dealer-Soodwill. 


Manufacturers everywhere are realizing that supplementary circulars 
fail to produce; whereas, loose-leaf additions to a BADGER Catalog, 
costing neither more money nor $reater effort, transform their catalogs 
into perpetually reliable and efficient selling agents. 
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Sales Force Reorganized. 


\ reorganization of the sales department of the Fv 
in-Bassett Company, stationers and printers, Cleveland, 
() as recently been effected. m ¢ Carter, recently 
nager for the Schmehl Printing Company, Cleveland 
ill have charge of sales and sales promotion work, and 
Ss assiste vy James Barker, formerly Gregory, May 
“ae De who will cover Michigan territory, 
( 1) Mille erly with the Columbus Bank Note 
( il vill have Southern Ohio territ ory; R. W. Hall 
erly with a Cleveland bond house, will handle westert 
Pennsylvania and E. M. DeMuth, formerly associated 
Reynolds & Reynolds, of Dayton, will devote hin 
st to Clevel and northern Ohio. James Whitelaw 
and Norman D. McLeod will confine their activities ex 
s ly to the city 


Phillips Takes Important Place with General Fire- 
proofing. 








1. D. M. Phillips, formerly district manager for Thi 
General Fireproofi Company for the New Engl 
States, with headquarters at Boston, has been transfe 

the Michigan and Wisconsin district whe ll hav 

J. D. M. Phillips. 
this important territory for the pany Mr. 
ips after years of experience in the engineering and 
I le business and in system selling, joined the 
ng Company as district manager for New | 
i " years ago. His methods sellis at 
. as e. concentrated selling methods n 
i ition igents so that the nake ney.” 
This secures S I—results Mr. Phillips’ success i1 
Ne England district augurs well for the future 
ess in the new territory 
Stenotypist Exhibition. 
ntest of stenotypists, who hi 1 started ¢ 
igust t year, was recently given at Key Route 
Oakla pecial exhibition was given by Gr 
seven old stenotypist, and her iracy and 
ere the ¢ re f the evening tai ent 
One Hundred Per Cent. 
ge B.H | & Company reports that every e1 
rn ntributed to the present Red Cross vw 
This pe ent e¢ | | 


rr 
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We Give Absolute Proof 


Every buyer wants evidence of the merit 
the purchases. It is only 
natural that he should. We supply evi- 
dence which is positive. The ribbon is 





of soods he 


tested before the purchaser and the 
result shows exactly what may be ex- 


ribb« nm. 


the 


pected of 

















Elk Brand aie Ribbons 


are well established in popular approval 
because of the degree of satisfaction 
they have been giving continually since 
their introduction eighteen years ago. 
They have all the qualities which the 
clear cut impressions, dur- 
self-renewing and 


user desires 
ability, permanence, 
brilliant. 





See the Test 


Our salesn ill call and test the Elk Ribbon 
on our ene ath yotere te upon request, or we 
will make any comparative test you may de- 


you how many sharp im- 


] 


pressions can be made on any single spot of 


interesting line and an interesting 
proposition Let 1 give you further 


Miller-Bryant-Pierce Company 
AURORA ILLINOIS 



































One of a Series of 16 Things No Other TypewritterCan Do 


No Other Typewriter 


Can Do This— 


Enable the amateur to write as neat appearing 
letters from the very beginning as the ex- 
perienced operator. 


The Multiplex does this because of its automatic 
action, giving each letter the same uniform print 


stroke. 


MULTIPLEX 
HAMMOND 
WRITING 
PMACHINE 


MULTIPLEX HAMMOND'S 
Instantly changeadle Lupe 
Many styles, many languages 
Two types or languages always in the machine 


Wot duran the Knot to change 


LATEST MODELS 


To Meet the Demands of Every Dealer. 





Regular Multiplex: Meets the special requirements of 
executives, authors, clergymen, physicians, druggists, pro- 
fessors and students. 
Writes all 
All other 


Mathematical: the characters required for 


Mathematics. this 


type shuttles usable on 


model. 
Occidental 


Reversible: For writing Oriental as well as 


languages; from right to left, or from left to right. 
Variable Type Spacing: The only typewriter made hav- 
ing variable type spacing. Condenses typewriting to from 
usually occupied for loose-leaf manual 


to ™% space 


sheets, index cards, records, etc 


Variable spacing model for writing 


to 24 


Multiplex Copywriter: 
advertising copy. All 
point, “Display” type, with spacing to suit each. 


sizes of type from 6 point 


aluminum model for the traveller, 


Portable: \ 
only 
the 


new 


1] 


weighing pounds. Beautiful carrying case in 


cluded with machine. Has full capacity of regular 


Multiplex mode! 
DEALERS IN TYPEWRITERS 


No Dealer can meet all demands without Multiplex Hammond 
because of its many exclusiy features It cannot interfere with 
any other make of machine which m hand l 

Let us send you free our interesting booklet, full describing the 
unique features of this extraordinary machir Write your name, 
address and eccupation on margin of this page and mail te 


Hammond Typewriter Company, 
69th St. at East River New York, N. Y. 
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Friends Give Farewell Dinner to Pattersons. 


\ delightful farewell dinner was tendered to Mr. and 


\irs. Robert D. Patterson. on Mav 10, in the Daniel 
Boone room of the new Statler hotel, St. Louis. Mo Che 
following persons were present at the dinner Mr 
Mirs. R. D. Patterson. Mr Mirs. ¢ B. Osgood 
and Mrs. F. W. Palmer, Mr. and Mrs. H. A. Vanderslice 
Mr. and Mrs. H. R. Dotterer, Mr. and Mrs. H J. W 
Mir. and Mrs. G. M. Spalding, Mr. and Mrs. W. D. | 
man, Mr. and Mrs. D. O. Row, Mr. and Mrs. G. E. Dvs 
and Messrs. I’. K. Adams, C. S. Severson, W. K. W 
W. J. Kennedy, C. R. Comfort, E. E. Blankemeyer. A. ] 
Bartens James Lacey, \\ Hl. Fisse, John Selden and 
William Schmeaderet \tter the dinner there were sev- 
eral appropriate speeches and the balance of the evening 
was spent tn social interes and dancing 

Mr. and Mrs. Patterson left for their new home in 
Syracuse, N. Y., on May 13 

Keller Bros. In Military Service. 
EC. Keller of the Robert Keller Ink Company, Detroit, 


November as a private in 


service last 


Mich., entered the 








E. C. and George B. Keller. 


the Engineers at Camp Custer Before long he was pro 
moted and was finally selected to attend the Of 

Training School, where he is now pursuing his studies at 
that camp. George B. Keller, secretary of the company 


1s married and has one daughter; but is a member of the 


which he is a 


home guards, in sergeant. 
We Don't Blame Him. 
Death held no such terrors for Frederick Brandauet 
as the prospect of a return to Germany, so he committed 


detention Brandauer was 


suicide in a German camp. " 
manufacturer of pens at Douglas, Isle of Man. He had 
lived in England for thirty years but his naturalization had 


lapsed. He left a letter addressed to the camp command- 


er in which he said that death would be nothing to what 


he would suffer were he compelled to be repatriated as 


the rovernment proposed 





June, 1918 OFFI( 


AN ¢ ES 


KE APPLI 





lt Prints Label 





ri 























. 


é 
®) 



























































Os) 






























































The Multigr 
prints labels . = 


every sort of container, 
receptacle, box, barrel, bag, 
bottle, can, jar, jug or wrapper that 
ever needs a label. 


It prints labels for 


bolts, nuts, screws, tacks, 


brads, nails, and spikes; for 
spark plugs, door knobs, keys, pad- 
locks; for hardware and cutlery 
items of every description. It 
prints labels for canned corn, peas, 
tomatoes, peaches, pears, plums - 
labels for jams, jellies, syrups, oils, 
catsup, vinegar, chilisauce, and any 
other food that’s put up in cans, 
boxes or bottles, Jt prints labels 
for corsets, shoes, stockings, collars, 
ties, handkerchiefs, gloves, laces, 
and a thousand other different 
articles of dry goods and general 
merchandise, 


It prints labels of 
every shape and every 
color—prints them in two or 
three colors or prints them in only 
one. It prints labels of every size 
from the smallest made to one 
that’s seventeen inches long. It 
prints the entire label complete, or 
merely imprints on a label already 
lithographed the special sizes or 
special lots or special dealers’names 
or special instructions or special 
formulas that have to be put on. 
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It prints labels 


without delay, with- 
out red tape, gives them 


to you while you wait—gives 
them to you when you want them, 
not week after next—gives them to 
you in many casesin less time than 
it would take to get an estimate 
from an outside shop—gives them 
to you at a fraction of the cost of 
labels printed in the usual way. 


Anditnotonly prints 
labels, but it also prints 


cire ulars and folders and mail- 
ing cards and enclosures and price 
lists and bulletins and house organs 
and even small catalogs, It prints 
letters and letterheads, envelopes 
and order blanks. _ It prints office 
forms of every kind, factory forms, 
cost cards, work sheets, report 
blanks, factory rules and instruc- 
tions and special information, and 
every other sort of factory or 
office printed matter you can 
think of. 


If you haven't got a 
Multigraph saving time 


for you now, saving profits 
for you now, then it’s high tzme that 
you did. If you realized half its 
value, you’d have had onelong ago. 
Clip the coupon below and send 
it in and we'll tell you what other 
business men have done and how 
they did it. 


You Can’t Buy a Multigraph Unless You Need It 


—_—O 
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THE MULTIGRAPH 





Town 


Geta MU/LI/LARAPL 


#4 3 The Multigrar Dh : oe R 
~ — % si ior is $716 1830 E. 40th St., Cleveland, Ohio 
er 66-—-M ult igrar “4 r . . s 
os Junior handdriver Tell me what other business men in my line have accomplished with the 
$1: Mandup. Easy Multigraph. 
- payments, 
* Our line is ; 
oe Name 
Bee: 2 Official Positior 
Weg 8) 
Firm___ - 
Street Address _ 


State 
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Just What the Accountan 


ERE’S a complet+ line of loose leaf columnar forms 
that gives you practically every ruling prcvided by the 
the bound columnar book. Forms MR 812, MR 9192, 

and MR 1724, are duplex forms, so ruled that 

they can te cut off on the first down line after the description 
column, thus providing a short leaf which, when inserted 
between two long leaves, enables you to increase the number 
cf columns at will. Thus form MR 812, which is a double 

} page 12 column form can be increased to 20 columns by 

| adding one short leaf and to 28 columns by adding two 

| short leaves 


Loose Leaf Methods More Flexible than Bound Books 


' De Luxe Dupl x Columnar Forms admit of many different 
Several styles of ruling may be 
carried in one binde.. They may be used in connection with 
loose leaf ledgers, journals, cash books, sales or purchase 
records, thus facilitating the work of distribution and saving 
the expense of separate binders 


, WILSON-JONES LOOSE LEAF CoO 
3021-31 Carroll Ave., CHICAGO 


>» 


'H 


» MR 1420, 


| 


combinations and uses 








t Has Been Looking for 


Greater Facility in Indexing 
The ease with which special index leaves may be inserted 
to the guide to the several distributions ir Duplex Columnar 
Outfits is a valuable feature. 

Headings may be Printed in 


dized 
slight 


they may be 
expense, thus 
headings over 


standar 
at 


Where headings have been 
printed into the Duplex Forms 
saving the time required for writing these 
and over. 


Send for Assortment Proposition 


To introduce De Luxe Duplex Forms, we have arranged two 
popular assortments covering a small stock of each of the 
forms. With these assortments we furnish free of 
a supply of envelope in two colors and 
See our full page advertisement 


above 
charge 
attractive display features. 
in the June number of ‘‘System. 


MPANY, Chicago and New York 
129-135 Latayette St., NEW YORK 
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Hoey Assistant to Schaaf. 
\ which appeared in the May issue of Office 
wiplanced sisted Gat Seeaee ME bee ae tionnaire: 
er ot the bookkeeping machine department of the ues 10 ° 
d Typewriter Company at San Francisco lhis 
r Of our san | rancisco correspondent, the ract 
it Mr. Hoey is been appointed assistant to Me. a 2) li | > 
. > ‘aipnone. 
O. G. Schaat, who has been in charge of the bookkeeping Name: | he I 
hine department since it was opened. Mr. Schaaf has 
le tal re his department of the business Tk ac i 
4 
Mr. H ) ni : a vee References: Thomas A. 
H has for a considerable time ynnected f 
h 1 sales department of the standard machine, won Edison and the Ameri- 
S ) assistant to the bookkeeping machine depart 
nager by his good work. The error of our cor Can Nation. 
sp ent caused considerable embarrassment to bot! 
tlemet Othece Appliances regrets that 


Training: [:xpert aman- 
We Rechristen One of Our Friends. 
ten ge 108, in the May issu 


\ uensis: forty years ta- 
ec a a Bi e \p- b ab 
ve referred to tl a eee 


1e Accounting Dy 


em on pa 


perience; will write dic- 
tation at any speed, 
ie anvwhere, any time, 


with half the time, la- 














hor and expense ot 





shorthand. 


New ‘Service’? Ledger. 


; e \ccountir Machine Devices Company” by in Available: Ready 1or serv- 
lvertence, in describing the device, a cut of which appears 











icenow. Will take but 


| a few hours to “break 
Stafford a Golf Association Director. ° 









; 99 
‘ which was published fror ——_ in. 
) e last issue of ()ffice \ppliances, re irdit g the 
S ers Golf Association of that city, failed to name 
>. Stafford Stafford Ink Company, as one of 
S issociation. This overs npr 
‘ 


e Appliances’ « 








THE GENUINE > 
DISON OICTATING MACHINE 
Philadelphia Engravers Buy Many Bonds. 





la gravers and allied crafts made a good 
he recent third Liberty Loan i at 
e| ecently issued by the Third Federal BUILT BV EDISON f 
Board e final figures for subscriptions of 
Division B, G 15, Robert N. Fell of the Franklin di | 
Company, chairman, composed of steel and cop Thomas A. E ison, nc. 
ravers, photo engravers, printers, electrots Orange New Jersey 
ographers, amounted to $775.71 . 
Charles H. Marshall, president of the William H. Hos Service Everywhere 
s Company. wl served as chairman of the Steel and Phone or Write the Nearest Edison Office 
ite E ’ Division, and who was ably sup- 
s work by William Blaisee, secreta t] 
Club of ‘hiladelphia, reps $50,0 
el ravers alone 
Need Blue Pencils for Ballot. 
rted that the Attorney General 
arked with 
¢ i Or | 
ial, would sa 
» ey n | 
Ss to eve if 
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The 
AULT & WIBORG 


Company’s 


Silk 
Typewriter 
Ribbons 


write cleaner—last longer—yield 
more carbon copies at one writ- 
ing—and are very much more sat- 
isfactory from every standpoint, 
than the ordinary kind. 


These SILK TYPEWRITER 
RIBBONS are made from the 


very highest grade of selected 
silk—especially treated and 
woven into tape of proper widths. 
This woven edge tape is saturated 
with the and 
when completed and ready for the 


strongest colors, 
machines, the result is a wonder- 
ful ribbon. 


Of course ribbons of this kind 
cost more to manufacture, and 
sell at higher prices. 
durable however that they are 


They are so 


economical to use. 


There is a splendid field for 
high grade ribbons of this kind. 
The established dealer is the logi- 
cal distributor. 


MANUFACTURED ONLY BY 


The Ault & Wiborg Co. 


Cincinnati, Ohio 


Sole licensee to manufacture and sell Silk 
Ribbons under the original patent issued 
April 14, 1914. 

















Purchasing Agents Decide On A Standard Catalog 


Size. 


a standard size for catalogs is old 


The desire to select 
but it has seemed impossible for the various interests to 
get together to agree upon some one size which will ac- 


The National As 


sociation of Purchasing Agents has, for the last year, been 


commodate the needs of all industries. 


making strenuous endeavors to determine upon some on¢ 
size which they might adopt and which would meet wit! 


speedy acceptance by those who issue catalogs. It 


seemed to them impossible to reach any conclusion by 
mail, so the Standardization Committee of that associatio1 
that the 


the interested parties together in a 


successful plan was to get all 
talk it 


determined only 


meeting and 
over where each could hear the claims of the others I 
this that the ; 


could readily be adjusted for the general benefit of 


way it was believed differences of opinior 


nation as a whole, and that from this discussion the 
mittee might choose its size 

Consequently, the committee called a National Catal 
May 22, 1918. This 
was attended by delegates from 23 associations of the i1 
Chamber 


Conterence at Chicago, conference 


dustries, the Department of Commerce and the 


of Commerce of the U. S., as well as a large number 


representatives of paper mills, paper jobbers, cover paper 


ufacturers, the United Typothetae, trade press, pri 


nt- 


mat 
ing machinery manufacturers, catalog printers, filing de 
vice makers and those who issue catalogs. Everyone 


there had opportunity to air his views freely and after the 
smoke cleared away it was found that in a general way the 
after another 


ideas were coming closer together as one 


agreed to give as well as to take. 
\fter the all 


the Standardization 


Catalog C« 
National Associa 


reviewed the argu 


day session of the ynference, 


Committee of the 


tion of Purchasing Agents met and 


ments and results of the conference. The Committee tl 
decided to urge that all catalogs intended for purchasing 


agents be made 7% x 1054 inches. 


It was also decided that to accommodate those who 
issue pamphlets and single sheets, the following would bs 
adopted for printed matter intended for purchas 
agents 

Vamphlets and booklets made in half the standard size 
will meet the approval of the purchasing agent, provided 
they are saddle stitched so that when opened ou 
will measure 7% by 105, for convenience in filing hus 
hbookiets 5-5/16 by 7% or 34 by 105@ will be acceptable 

Single sheets larger than 7 by 1054, such as blue 
prints, maps and charts, will be filed in the purchas 
agent’s standard file provided they will readily fold 
to that size. 

Single sheets or pamphlets of the 74 by 105¢ standard 
size may be folded for convenience in maili 
should be so made as to permit easy unfolding and 
by the purchasing agent 

Phe ymmittee also endorsed the recommendati 
the conference that paper catalogs be confined to the 
sizes 25 by 38, 32 by 44, and 33 by 46, that weights base 
on 25 by 38 be limited to 40, 45, 50, 60, 70 and 8O pounds 
and that colors be restricted to white and natural 

Those attending the conference claim that this 
ment when fully operative will conserve 30,000 
now used on hand processes because of lack of sta 
ization and will save millions of dollars 1 pal 
printing industries 

[The Standardization ¢ ittee of the |] 

Agents’ Association is as follows 

W ( handler, chairn in, Dodge Sale s wW En 

Company: W. V. C. Bulkeley, Columbus Railway, Power 


ymmpanv;: C. A. Woodruff, Saxon Motor ( 


R. KE. 


« Light C 


Company; 


Cowan, Ralston Purina Company 
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Silent Smith Operators 


Are Enthusiastic Boosters 





It is a pleasure to work under favorable conditions. 


It is a pleasure to use a typewriter, mechanically 
refined. 


It is a pleasure to write on the “Silent Smith,’— 
ball bearing, quiet and easy running. 


Its operators are always “boosters”—and with 


good reason. 
Ask one of them. 


Illustrated booklet sent free on request. 





L. C. SMITH & BROS. TYPEWRITER COMPANY 


Factory and Home Office: Syracuse, N. Y. 


Branches in all Principal Cities 
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The Encyclopedia of, 
we usinessLificiency 


ADDRESS 


IRVING-PITT MANUFACTURINC C0. 


KANSAS CITY MISSOURI 
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rnia Gas Company; F. W. 
L. Winters, La Favorite Rub- 


’rest-O-Lite Company; G 
] Company. 


Safe-Cabinet Company Appoints New District 


Manager. 

Mi ff vely to co-operate with their dealers in the 
\liddle West, The Safe-Cabinet Company has appointed 
E. } es as district manager for the states of Illi- 

Minnesota. Nebraska, North and South Da 
kota, Wisconsin and northern Michigan 

Mr wes is particularly well fitted training and 
ex e for his new position. For a number of years 
he was a dealer in fice equipment and supplies in the 
Wes It was here that he acquired his knowledge of the 
line on which he now concentrates his energies 

Having opened at office for the company at Cleveland 
Ohio, he doubled the previous year’s sales at this point 
putting into effect n any successful sales plans and becom- 
ing thoroughly posted on the company’s sales and tratn- 
ing methods 

Be St his interest in the dealers and the sales pos 
S s he sees for them, he has been promoted to his 





E. M. Hawes. 


new position, that he may better serve the company by 
their de rs through personal visits, educational 
\ sales training 
N ves will have his headquarters at Chicago. but 


spend most of his time out in the field establishing 
relations between the company and | 


iild up their sales o1 


Over 3,000 Remington Employes Subscribe to Lib- 
erty Loan. 


res, practically complete. trom the Ret t 
the United States, s v that 3,024 
the ny subscribed t 
I _ subscription amounted $28 1 30% 
Ss re the subscriptions sé 
£ ti ompa 
of s tions of emploves 
‘ es 
é ide ¢ ery eft t a 
c¢ ( S the Ss imon the S 
S they have eve é i 





























Problem 
387 lbs. @ 28 
less 1|O& 2 7%. Find 
net cost; MAYS wv hat 
total selling price 
should be to | 
profit a4 he on 
Selling price. 

Yee cere | with a fen 
turns of crank~in 
Stolz Seconds 


ndke 





Sit Down to a 


Cue 


yourself, Mr. Executive, and 
without previous training do 
the above problem. 

A LL you ‘do is set the numbers on 
4 4 the Monroe flexible keyboard and 
crank. You don’t have 
to be a ‘“‘figure shark.’”’ You don't 
need nimble fingers. You don’t need 
special qualifications nor special train- 
ing of any kind to operate the Monroe 
Calculating-Adding Machine. 

Your work is always right—and remarkable 
speed comes with a little practice. For this 
reason the Monroe is also the machine on 

t long training enjoy doing 





turn the 


1 aaa 
WOTK 


The MONROE not only Adds, but 
Subtracts, Multiplies and Divides 
all DIRECT operations. 


Reciprocals and complements un- 
No complex rules; mental 

















nece 
work juced to a minimum be- 

2 “eR. £ i To 
cause the machine ears the Monroe 
eae Calculating 

1 Machine Co., 
Woeolwerth Bidg., 
L New York, N. Y. 
: Please give us (check the 
item desired) : 
‘ : Further infcrm ition con- 
. cerning the Monroe Caiculat- 
ing Machine and how it will 
Save time in the igure work of our 
USI D@ss 
A Cclconstration in or own office 
I ul 
Send the — 
Coupon me 
Today ere 
wT trTit TT ere tT ae 0. A.6 


























56 OFFICE 


Aras & 


> 


June, 1918. 


IANCES 


NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 








OFFICERS: 


President, WILLIAM HENRY BROOKS, Philadelphia, Pa.; First Vice-President, WILLIAM PITT, Kansas City, Mo.; 
Third Vice-President, R. S. BAUER, Lynn, Mass.; Treasurer, HENRY W. ROGERS, New 


WILLIAM G. WHITTEMORE, New York, N. Y.; 


Second Vice-President 


York, N. Y.; Auditor, J. OGDEN PIERSON, New Orlears, La.; Secretary, MORTIMER W. BYERS, New York, N. Y.; Chairman Catalogue, 
Commission, R. D. PATTERSON, St. Lois, Mo. 


DIRECTORS—STATIONERS 
ay. 
wey idly: Recimend, Vos Us Or Broil, Srrecens, m. 
Heary W. Stacy pce Angples, Cal. no. P. Black, Balumere, 
CMe ‘ettus, St. Mo. 
A. H. it, Mich. Jno. F. Cha sa tancisco, Cal. 


SECRETARY'S OFFICE—4] Park Row, New York. 


That Hundred Dollar Diamond Again. 
The Membership Committee of the National Associa- 
tion of Stationers and Manufacturers, of which Charles L. 
Mitchell of Topeka, Kan., is chairman, hopes that the 
young men of the stationery trade and perhaps the older 
ones as well, especially traveling salesmen, or anyone who 
has opportunity to obtain new members, will find an in- 
centive to get busy and try to earn the diamond trophy 
which the association will give to the person who obtains 
the most new members for the association this year. It 
is said that the value of this trophy will be $100 as a 
but it is hinted that its worth may not be lim- 


minimum, 
is pointed out with considerable 


ited to this sum. It 
force that the possession of tis diamond trophy will be 
no small honor and that it wiil prove to every stationer in 
the United States upon whom the winner calls that he is 
a live and energetic man and that what he says is worthy 
of a hearing. It will show that he is interested in she 
association himself, in the welfare of stationers, and be- 
cause of that interest he was willing to put forth an extra 
effort to build up the only organization which has it in its 


power to better conditions in the stationery and office 
supply field. 

Mr. Mitchell says with regard to this matter “T am 
free to admit that a salesman coming into my office and 


showing me a diamond stickpin he had won as a trophy, 


as a result of getting more memberships in the National 
would have mighty favor- 
connected 


one else, 
were | not 


Association than any 
able consideration from me 
this Membership Committee in 
would consider him a friend of the 
feel morally bound to try to help him make good, 
would feel that I, as well as every other stationer, 


‘serious consideration.’ ” 


with 
whatever, for I 
and would 
for I 


owed 


any way 
stationer, 


him 
The winner of the diamond, 
personally. It can be mounted in a ring for a lady if cir- 
cumstances make such a procedure desirable. 
In this connection it is interesting to note 
manufacturers are taking up the proposition of soliciting 
members for the National Association through their sales- 
men and are giving the association wonderful help. The 
Dennison Manufacturing Company, through Lewis Be- 
ment, who is a member of the Membership Committee, is 
working out a plan of publicity through their selling or- 
ganization of 250 each of whom is being 
equipped with a copy of the “Association News,” a copy 
“You Can Be So Helpful,” and a supply 
The committee hopes that every 


of course, need not wear it 


that the 


salesmen, 


of the booklet, 
of application blanks. 
manufacturer will have such an interest in this organiza- 
alue of taking this propo- 
similar way, 
salesmen 


tion that each one will see the \ 
sition up in the 
for anything the 


in some 
their 


manner, or 
through 


same 
mannfaciurers 


DIRECTORS—MANUFACTURERS 
Charles C. Davis, New York. N. Y. Wa. H. Redington, Chicago, Ill. 
Ebaherd Faber’ New York NY, bey fm mm Framingham. Mam 
William Pitt . Mo. Wa. O. Day, Sosingets, Mon 
Chas. S. Breve Herkimer, N. Y. Geo. E.. Parmenter, Waltham, Mass. 
Carl J. Weisbrod, Greenfield, Mass. Edwia C, Ryals, Richmoad, Va. 


TIME AND PLACE OF NEXT MEETING—RICHMOND, VA., Oct. 14-18, 1918. 
INFORMATION BUREAU—4I11 Olive Street, St. Louis, Mo. 


Manager of Information Bureau—W. D. PITTMAN 


can do to enlist new members in the National Association 


have earned the benetits of the moral influ- 


will certainly 
ence which the 
all of those engaged in the stationery and 
To bring that business up to a higher standard 
and there is no 


association is endeavoring to extend to 


office supply 
business. 


is eventually manufacturers 


to help the 


good as by personal visits of sol'ci- 


way of doing so much 
tation on the part of representatives of the manufacturers 
caliing on the trade. 

More Join National Association. 


members have been added to the 
National Association of 


since the 


The following new 
membership roll of the 
ers and Manufacturers 
Of these new members eleven were secured by 
bership Committee, one joined direct, one was 
hy Charles N. Bellman, one by James T. 
J. G. Shaw Company, three by W. A. Housten of the 
Joseph Dixon Crucible Company, one by E. Allen Mead 
Mead & Wheeler Company, Chicago, two by 
Wolcott of the Manufacturing 
Pacific Coast Division, Dimond of 
one by Charles A. Stevens of Chicag 
Niedecken Company, Milwaukee Phe 
Charles S. avenue, 
Combe Printing Company, St. Joseph, 
Mo.; International Roll Paper Company, North Manches 
ter, Ind.: St. Johns Table Company, Cadillac, Mich.; 
Utica Office Supply Company, 230 Bleecker street, Utica, 
Main 


Station- 
our last issue. 
the Mem- 


obtained 


date of 


Lacey of the 


of the 
Irving-Pitt 


George H. 
one by Mr. 


Company, 
San Francisco, 
and one by H. 


new members are: Turner, Mason 


Cape Charles, Va.; 


Company, 67 


N. Y.: MacGreevey-Sleght-DeGraff 

street, Batavia, N. Y.; Andrew Logan & Company, 137 
South Tenth street, Philadelphia, Pa.; Morgan & Walter 
Otfice Equipment Company, Aguiar No. 8&4, Havana, 
Cuba; Lamson Paragon Supply Company, Ltd., London, 


(mail to be addressed to their representative, 
Potter, 268 Poplar Plains Road, 

Netherwood Printing Company, 
Wis.; William Freeman, 
Richmond, Va.; John W. 
Company, Baltimore, Md.; Baldwin 
ing & Stationery Company, 316 South La Salle, Chicago 
Ill.; R. E. Dunbar, Manager, Vancouver Stationery Com- 
611 Main street, Vancouver, Wash.; Thielke Station- 
905 First National Bank Bldg., Milwaukee 

32 Clay street, 


England 
Charles E. 
nae): Fi..(. 
Madison, 
Company, 
15 South Gay, 


Toronto, Can- 
24 N. Carroll 
Norfolk, Va.; 
Kennedy 
Print- 


street, 
Hunter & 


pany, 
ery Company, 
Wis.; Mysell-Rollins Bank Note Company, 
San Francisco, Calif.; The Bennett Printing 
avenue, Short & Kaufman streets, Paris 
Christi Book & Stationery 
Tex.: B. D. Rising Paper Company, 
Mass.: Pliny L. Allen Company, 115 Columbia 
Seattle, Wash.: Joliet Book & Stationery Company, 206 


W. Chicago avenue, Joliet, III. 


Company, 


Grand Texas; 


Corpus 
Christi, 


Company, Corpus 
Housatonic, 


Street, 








IQIs. 
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She draws it onadark-blue 
stencil—and quickly Mimeo- 
praphs it. A thousand tracings of a 
design or diagram ready within a few 
minutes! Think what that means. Pic- 
tures! What an opportunity to put punch 
into your sales letters, also organization 
and factorycommunications! Lotscheaper 
Typewriting, 


than blue-prints—and more effective. 
The Mimeoscope makes the 



















on the same sheet. 
Mimeograph immensely more useful—and important 


Let us show you how it will help you. Get booklet “T” 
today. A.B. Dick Company, Chica}o—and New York. 











° 
Caution - The Mimeograph, and our supplies for 
it, are made to work together. Upset that relationship, 
the work suffers, valuable time and materials are lost, 
and our responsibility for quality and output ceases. 
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THE ONE MOTION MACHINE IS THE 


Smith Premier 


Typewriter 


HIS term “ove motion’’ describes 
the triumph ot the Smith Premier 
as a time and labor saver. 
One motion only 1s used in printing 
every character. 
One motion only 1s required to bring 
the carriage sstantly to the desired 


Starfl ng pc int. 


hese great features, the «“Aey for 


every character” and the Se/f Starter, 
are combined 1n only one typewriter 
—_the Smith Premier. 


Smith Premier Typewriter Co., Ltd. 


6 and 7 Queen St., Cheapside 








London, E. C., England 











OFFICE 


Brief History of Typewriter Invention. 


Office Appliances is indebted to Charles E. Weller, sec- 
of the National Shorthand Reporters’ Association, 


Mr. Weller’s book, 


Typewriter.” This is a small book- 


for an autographed copy of “The 


Early History of th 


let, bound in gray buckram and boards. It contains eighty- 


and gives a most interesting review of the 


itham Sholes, 


pages 
pak 


work of C. I 


riter, with a 


seven 
the inventor of the first prac 
illustrations The 
booklet is 
Annual Con- 
\ssocia 


the recol 


number of 
Mr. Sholes. ‘The 
the Tenth 


Reporters’ 


tical typew 
frontispiece is a likeness of 


the substance of paper read at 


National 
the 


Shorthand 
hook 
only person now living among 
little 
construction of the first typewriter from its inception to 
fall of 


vention of the 


tion The narrative of grows out of 


one who is the 


lection o! 


those who composed the group who watched the 


essful completion in the late summer and 


its suc 
1867. This gentleman relates that some time during the 
month of July, 1867, while he was employed as chief oper 
ator in the office ot the Western Union Telegraph Com 
Da of Milwaukee, C. Latham Sholes, whom he _ had 
known for several years, called at the office and asked for 
i sheet of carbon paper, something which was rarely used 
in those days except in making duplicate copies of Asso 
ciated Press reports received by telegraph. He then told 
his friend that if he would call at his office the next da 
i] t 1 n, he would show him something he thou 

would interesti Knowing the inventive genius 

Mr. Sholes, the triend was promptly on hand at the ay 


les at that time occupied a govert 


found at 


ment position in the Federal building and was 

his oftice explaining a little piece of mechanisn another 
man Chis little machine had a base consisting of a pine 
boar ove which, supported by wooden pegs. was a 
ring rudely fashioned with a jack knife out of wood. ©)n 
the edg of the rine was set four other pegs supportin 

a circular piece of glass. On the side of the ring was 


pivoted a small brass bar about two inches in length, on 


the upper end of which was cut the letter “W.” Beneath 


and on the wooden base was affixed an ordinary 


Morse telegraph key arranged in such manner that bv 


striking the round button end of the key a smart tap witl 
the finger the type bar was quickly thrown up against 
the circular piece of glass above, striking it exactly in the 
cent I holding a piece of carbon paper with a thin 
piece ot white paper against the piece of glass and mov 

git slowly with one hand while the key was being struc] 


rapidly with the other hand, a regular and perfect line of 


w's was produced. This was apparently Mr. Sholes’ basi 
idea for his subsequent invention. He had discovered how 
he could print one letter and it then remained for him to 
I nest of keys, all striking at a common center 
bsequently became the first typewritet The 
ooklet describes the various steps through which the 
nvention passed until its completion, and then goes on to 
ber of misstatements which have appeared 
type from time to time. 
Che iutl or pays tribute to Mr Sholes’ hi | pers nal 
haracter and to his honesty in public and private life 
( ri ( iginal models of 


les himself 


Paper Companies Consolidate. 


apital stock of the Martin & Wm. H. N 
per < pany, Philade Iphia, has been | I I the 
nll & Collins Company, paper manufacturers of Phil l 
Just what the iture policy of the company 
been ant nced, for the prese ever, the 
, ecutive staff of the ' 
t s retail New York office remains ope: 
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A few good, protected city 
and suburban territories 
open for 


SALESMEN 


who can sell the 


MALS & 


ACCOUNTING MACHINE Compan 


The $35, 6% lb. 
Portable Adding‘ Machine 


which has been adopted by thou- 
sands of representative concerns, 
large and small, among whom are 
the following:— 





Eastman Kodak Co. 

Standard Oil Co. 

United Cigar Stores Co. 
Pennsylvania R. R. Co. 

Midvale Steel & Ordnance Co. 
Fidelity & Casualty Insurance Co. 
American National Red Cross. 
National Cloak & Suit Co. 

Best & Co. 

Seaboard Air Line R. R. Co. 
Pyrene Mfg. Co. 

Cleveland Press 

L. E. Waterman Fountain Pen Co. 
American Agricultural Chemical Co. 
Colorado Fuel & Iron Co. 

Otis Elevator Co. 

American Chicle Co. 

S. S. Kresge Co. 

Fels & Co. 

Earl & Wilson. 


This is a good proposition for a 
good man. 


Model No. 7 
Capacity 99,999.99 
$35 


districts still 


Model No. 9 
Capacity 9,999,999.99 
$45 


A few open for responsible agents 














Dept. O. 


Accounting Machine 
ry, 156 B’way, New York City 


Co., Inc. wa 








Right Figuring Machine 


Supplies the 











A clientele of satisfied customers 


determines the success of a 


business. 


The hope of making the transient 
a permanent customer is the desire 


of every dealer. 


Olds Hampshire 
Stationery 


customers are Satisfied customers. 


They come again. They realize 
they receive not only full value in 
their purchases, but a paper with a 
the business 


prestige. It is you 


want. Carry the 


Old Hampshire Stationery 
Bond Vellum Lawn 


and get it. 
Samples upon request 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 
SOUTH HADLEY FALLS 
MASSACHUSETTS 


Makers of Bond-Vellum-Lawn 


“a 


“Ola * 


Mampshire 
oy Hond &: 


Ms NY 


s 


A 
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Addressograph Plans Meeting for July 

\ddressograph 
have their ig 
July 


the 
will 


that 
{ hicago, 


It has just been announced 


Company, home office in 


“Hundred Club” meeting during the week beginning 


1. A program committee, under the direction of W. K 
Page, sales manager, is planning an unusually attractive 
week, and it will undoubtedly compare very favorably 
indeed with the 1917 meeting 

The Hundred Club is composed of salesmen who make 
100 per cent of their quotas during the fiscal year. Each 


salesman has an opportunity to elect himself to member- 





J. A. Bailer, President, Hundred Clut, 
ship by making 100 per cent of his annual quota Che 
1918 Hundred Club has about fifty members and _ thes¢ 
men will be brought in for a meeting the first weel 
July, when the discussien of sales problems will be inter 


spersed with pleasure. 


in 1917 the steamer Theodore Roosevelt” was char- 


ra three days 


tered by the company and the men went fo 
cruise on Lake Michigan, holding meetings on the beat 
and being entertained in a general way. This was one of 


features of last year’s meeting 


there will 


the big 


Mr. Page savs that for this year 





A. R. Porter, Jr., Vice-President. 


thing entirely different It will be kept unde: ver until 
verything is set tor springing it as a surpris¢ 

() ers for the H ed Club elect themselves to their 
oO es bv lea g the sales force at the end e €a 
The man having the highest percentage of his quota be- 

nes the president, second highest vice-president, third 
nd fourth highest s« and treasurer riley 
is president of the 1918 club, A. R. Porter, J presi- 
dees A'S GWaedensd accrateey: i. K. Marcil ré 
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Complete and Practical in every Detail 


—- 











rn nn 





The Noiseless Typewriter 


100% NOISELESS 











Highly commended by well-known representative concerns 
after exhaustive tests, resulting in repeat orders and standardiza- 


tion of equipment. 


The practical Noiseless mechanical construction not only 
insures a permanent noiseless result, but also increases durability 
by preventing the usual excessive wear and strain caused by the 
hammer method of typewriting. 








Our catalogue will interest you. Send your address and 
we will mail you a copy at once. 


THE NOISELESS TYPEWRITER COMPANY ] 


General Sales Offices: Factory: | 
253 BROADWAY, NEW YORK, N. Y. MIDDLETOWN, CONN., U. S. A. 
Sales Offices: 
MEW YORK CHICAGO PHILADELPHIA WASHINGTON BOSTON BUFFALO 
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The ACCO FASTENER 


with the Prong Shield Washer 





binds your loose papers in book —— 
form---a perfect binding at little cost 25 


ajoaee tage ares rags 





The ACCO FASTENER comprises a metal base 
having two flexible prongs that fit into the shield 








+ 


washer which holds and protects end of prongs. It 
fits flat on papers, takes up no room in files and has 
an unlimited capacity; it is the only inexpensive 











The ACCO FASTENER is made, as 
shown in cut, for standard arch file punch- 


: a etine F < > > ’ ¢ r 4 r Hline ’ bi ine. 
ing (2% in. center to center of holes). practical fastener for any kind of filing or binding 


Acco Steno Book Holder 


makes stenographic work 


No. I, capacity of 1 in., $14.00 in M lots 
$1.50 a hundred 

No. 2, capacity of 2 in., $16.00 in M lots 

$1.75 a hundred 


It is also made to fit all standard gauges easier. 
of binder punchings 24 in., 4% in., 5% in. It is a 
and 7 in., with capacities from one to six 
inches. Specials to order. ACCO FAST- 


combination of a 


strong book cover to hold 


ENERS packed in boxes of fifty. 
Samples and full details upon request. 


The ACCO FOLDER 


standard note books, instantly 
convertible into a convenient, 
transcribing. 


rigid stand for 


Also has a bar which opens 


book at right page. Covered 
ina rich, black cloth and made 





is equipped with the Acco Fastener 
and is the only folder with a holding in four sizes: 


device from which contents can be re- 


; ; . No. 50—for books 434x 9 in. .... 75e ea. 
moved intact in book form and another ee i : 
: ; : ; . ~ ae 9TAx 9 in. .... 80c ea. 
fastener inserted ready for immedi- . 
: 60 " _ 6 £9 m:.c.2 Bee ea, 
ate use. ¥ = 
“ 65 " “ 6 xiZ in. .... Se ee. 


The ACCO FOLDER is made of heavy pressboard 
with strong cloth hinges and will last as long as the 
Just the thing for individual 
Made 


in Note, Letter and Cap sizes, and 1 in. and 2 in. ca 


filing cases themselves. 


and special files where permanency is desired. 


pacities, to fit standard letter filing cabinets; choice 


of side or top opening, and of fastener at side or top. 
Letter size, 25c ea.; Cap size, 30c ea. 


Can be furnished with tabs for indexing purposes. 





Specials to order. 








DEALERS should stock these ACCO PRODUCTS. Liberal Trade Discounts. 


(() THE AMERICAN CLIP COMPANY 








| 
+ LONG ISLAND CITY, N. Y. | 


PRICES GIVEN NOT GUARANTEED AFTER THIRTY DAYS FROM DATE OF ISSUE OF THIS PUBLICATION. 





























A. S. Woodward, 


= 


‘esident will preside 


ore, 


their Ow 


portant 


ie 
Ld! 


avs conducted 


lvisory way to the product 


it the ¢ 
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the plans 


n meetings u 


angle of the H 


ompany, in addit 


usine ss-building 


Murrill, 


Treasurer. 


wil 





Secretary. 


by 





| —— 


at the coming 
l ill for the 


| for ° * 
nder the guid- 

«| War Emphasizes Necessity 
ed Club For modern business weapons. Every 
' man and labor saving device is being 

commandeered today. 
PATRIOTIC DUTY 


e Supplying of Your Trade with 


1 
i 


Demands th 


Purns Telephone Brackets 


These clever adjustables make the telephone a 
real convenience, add 100% to its efficiency, 
keep the desk in fighting trim, and permit each 


man to work at his fullest capacity. 






TELEPHONE 
BRACKET 
ADJUSTABLE 
IN-AND-OUT 
UP-AND-DOWN 





MANUFACTURER 


/; e S. / iy e 
COMPANY 
State and 64th Sts. CHICAGO, U.S. A- 


Regular JUPTIS Bracket 


IN-AND-OUT ADJUSTMENT ONLY 









ere patents Infrinee 
” ’ he meorou y ore 
' é é Financial respon 
‘ j ’ 
/ thle guarantee 
\X ‘A | 
= a we i 
Arrange 1 r stocl ipply. Installa Furns 
Telephone Bracket o1 ery desk. Liberal trade 
discounts and sales « peration make handiing 
the € 
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FLEXION 
EXPANSION BINDER 





LEATHER AND CORDUROY 





FULL CANVAS WITH LEATHER 
CORNERS 





<SOQ2Mm—Q = nme = 2125 WES ]=—S Se 


FULL ADCO FABRIK 


MADE ANY SIZE ANY CENTER TO 
CENTER, ORDINARY 5 16” OR 3 8” 
SLOT HOLE PUNCHING 


ACCOUNTING DEVICES COMPANY 
564-570 W. MONROE ST. 
CHICAGO, ILL. 
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Chicago Stationers to Play Golf at Wheaton. 


R. B. Wilson, president of the Chicago Stati 


Association, announces that the first tournament the 


1918 season will be held at Wheaton Golf Club, W 
Ill., Tuesday, June 11 Che Wheaton Club has an eighteen 
hole course which is 1 as splendid by professionals 

Other announcements by Mr. Wilson, concerni 
tournament are as follows 

As the qualifying round will be started at 

sharp from first and tenth tees, players who ¢ ma 
chine must be at Otto's, Washington boulevard and | 
lem avenue, Oak Park, at 7:30 a. m. Those 


go by machine may take the Chicago, Aurora & Elgin 


trains at Fifth avenue, near Jackson boulevard [rains 
leave 7:55-8:10 and &:30 a The 8:10 limited arrives 
Wheaton at 9:05. There are also trains leaving at 12:05 
and 12:25 p. m., reaching Wheaton an hour later 

‘The Committee has arranged for luncheon to be served 
at 1:00 p. m. and dinner at 7:00 p. m. Refreshments s 
able to the occasion will be served as require 

‘Four ball matches will be made up for the afternoon 
play, in accordance with scores in the qualifying 
Prizes consisting of Thrift Stamps will be awarded to the 
winners of the first three flights and of the | es 
in the qualifying round.” 

Philadelphia War Chest. 

The “War Chest Campaign” inaugurated in PI 
phia a four surrounding counties of Pennsylvai 
May 20 to 2/7, vielded the War Welfare Cour 1 a lar 
sum of money 

The War Chest is a community fund to provid ney 
or approved war relief. Such war vities as tl \ I 


can Red Cross, the Y. M. C. 
C. A. War Council, the Knights of Columbus 

Men's Hebrew Association, the Commission on Tra 
Camp Activities of he War and Navy Depart ents, the 
Salvation Army, National Jewish War Relief, the Boy 


S Ss « Ameri Cor inity Recreat S< 
t the with simil ( il and local i 
relief activities will benef 


Charles H. Marshall, president of W1: H s 
Com 

ply Deals rs’ Division 

Philadelphia under his direction gave a g 


any, was selected to act as captain of 
d 48 of the best known stationers 


of themselves and their employes 

To illustrate the operation of the War Chest idea in 
the store, the Wm. H. Hoskins Company prepar« 1 W 
Chest chart, showing a picture of a chest in 
to each circle. At the top ina square 1s the name 
Chairman Charles H. Marshall The rs 


name of Mr. Welsh, who will handle the cont: tions 


é st floor, rear M Drake oO € S ! 

( Ml Rearden, € g, first tioo e: é \ 
Heisl idvertis s nd flo ir, balcony M 

t vy. fourth floo M Martin, stock re t 

M Keiser, shipping, basement; Mr. Lane s 
east. ont for fountain pens and novelties: Mr. Sne 

for loose leaf devices, irst floor, east, al M 
Hoskins, printing, first floor, east, bal 


Johnson Chair Co. Moves Display Rooms. 
[he J hnson C} iir Cor? pat . the tact ry al 1 ext 


West North avenue, Chicag 


es f which are at 440 


| 

re g their display rooms from the Kary | 
1411 Michigan avenue, where they will occupy the e1 
tire side « S 1 fleor the Na 
ture Ex ange buil c i he expe st S | 
piete e ready r s 1 e new S 
; 
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ME | et 
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Little Stories of Success 
No. 40 


Without any previous experience 
y at selling, having spent practical- 
ly all of his time since school : 
y days as bookkeeper and auditor, : 
: Knowlton started to sell Elliott- 
: Fisher Billing and Bookkeeping 7 

machines about ten months ago. 3 


During the first three months of this D 
year he earned $2,050.07 in commissions 
and bonus money—more than many fel- 
lows of his age make in a year. 





=). 
mlm am 


> 


To make his record more interesting, Knowlton 
accepted a salesman’s contract only after failing to get 
the job he applied for—office executive. He did not 
think he could make good at selling. Didn’t think so! 


y 
: 
: 
: 
: 
: 
Ny 
: But while this is being written envelopes containing 
: 
Y 
Y 
: 
: 
Y 
Y 
Y 
tS 


*\S=)<-\ <=) 
FEF LI FLIP OOS OID IO 


more orders from him are being opened. 


PEFLIOFLILI LISI 


We have room for more Knowltons. 


Elliott-Fisher Company 


62 Elliott Parkway, Harrisburg, Pa. 


Branches in All Principal Cities 


DOPLIPLIAP CDP CDEP CDP ODD DD 
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Holyoke Minute Volunteers. 
To F. B. Towne, treasurer and general manager of the 


National Blank Book Company of Holyoke, Mass., is due 
the credit for having evolved what is said to be the most 
practical and workable war-chest plan which has as yet 
been adopted. The basis of the minute volunteer move- 
ment is the giving of time in place of money—the equiva- 
lert of one hour a week overtime for the duration of the 
war. 

While many employees are unable to make cash con- 
for funds, all are will- 
This amount is cred- 
the equivalent in 

Men on salaries 
earnings 


tributions to the various “drives” 
ing to donate a little extra work. 
ited in the time keeper’s office, 
money turned into the general war fund. 
per cent 


and 


and piece workers give 2 of their 
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connection with the launching of this movement, 
small reproduction of one of them is shown herewith. 


Defense Council Campaigns Against Waste. 
The Council of National Detense about to launch a 
campaign seeking to cut down extravagance to the 
that bonds 
and savings stamps. 


is 
end 
be invested in government 
And although the Council urges the 


to 


money can 


more 


curtailment of useless expenditures, no attempt is made 


distinguish between essential and “non-essential” indus 


for careful investigation has made it evident that suc 


Phe Council 


be called 


tries, 
a distinction is impractical if not impossible 
found that there “was nothing which might ab- 
solutely non-essential,” and adds, “If the people themselves 


will refuse to buy things whicn they know are luxuries to 










































Where overtime is not possible, a subscription of 2 per them, and conserve their money instead, this voluntary 
cent of salary and wages can be made. action may solve the problem. 
The fund so created is divided as follows: Fifty per “This campaign applies to the very rich, as well as to 
cent to the Red Cross, 25 per cent to the Red Triangle, people who have not so much money to spend, and we 
Are you with | 
me; friends? 
5 
' 
You] a - 
MUST HELP THE FIGHIER~ 
WIN THE FIGHT 
JOIN THE HOLYOKE MINUTE VOLUNTEERS pee =~. ————— 
—- | Ee 
+. & 
; rt) 
£ | NATIONAL BLANK BOOK CO. 
---4 
, = 2 
Back up the boys | 
in the trenches } | 
| | 
NATIONAL 
ws 
‘ ’ ‘ Stree, 
—— — 
Some of the Printed Matter which Helped Along the Minute Volunteer Movement. 
15 per cent to the Red Anchor and the remaining 10 per hope that it will prevent a condition which might be caused 
cent te such other war activities as the factory commit- by compulsory curtailment of industries, which would make 
tee may decide many things available only to the rich, because the supply 
rhis plan avoids cutting down an employee's income; would be suddenly cut down. If all practice economy and 
it makes him a sustaining contributor for the duration of the curtailment of industries is the result of the falling off 
the war; it saves the time and energy demanded by many in the demand for articles, there would not be the « 1st 
ditterent drives; it relieves the clerical force of an endless for a jump in prices which would follow the suspensio1 
amount of detail work necessitated by the collection of of the laws of supply and demand 
cash installments on various subscriptions: it prevents 
he loss of time arising from rallie l lies 
t a Q allies and solicitations: it 
Wuerst Makes Change. 
puts every one on an equal basis as a contributor. . , 
. . . \tte res ning as s es manarer ot! the U nite rape! 
\ Holyoke minute volunteer button is issued to each , : 
™ salt : ‘ ‘ ; vaard Company, New York, Gustave Wuerst has 
volunteer and his pay envelope bears the same honorary . ; ‘ 
Destsedian the sales force of the Seaman Paper Company of tha ty 
Veliti ! j } 1 1 and will devote his time especially to the sale oO x ards 
In addition to the funds thus raised, the National Blank 
R : . and kindred grades M Wuerst began his work in this 
00k Company will add 50 per cent to the total sum as : “ee 
its bit. line mm hicago in O08, with the Americar st 
P = , , Company He jo e United Pay ( 
While this plan was designed by Mr. Towne for his ; a 
; ; in JODO 
own company, the idea was so good that it was at once 
adopted by many of the leading Holyoke manufacturers, 
and at this writing is being considered in manv other in- Calendar Company at Aurora, III. 
dustrial centers There 1s no copvr»ri rht on the plan am It s announced that the Gerlach Blan hard Cale lar 
Mr. Towne is verv glad to pass it alone for the good of Company Aurora. Ill.. is about to begin ma , 
, ‘ 7 
the cause Ma ery is in place raw material has beet 
Some very attractive two-color folders were issued it The president of the company is King H. Ge 
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Listing, Names With 








Hand Machine 





LISTER ATTACHMENT on-the Hand Addressograph 
gives the user of this little desk machine many of the same 
advantages of larger equipments. Names and figures can 

be listed on large torms taste! than ten clerks could do the same 

work by hand. 


notice she ets, 


Filling in payroll sheets with names, amounts and occupations 
is one of the very popular uses of this attachment. ‘The same 
machine without the attachment imprints time cards, pay envelopes, i 
addresses mail matter, puts address and date on statements at a tast 
speed, and dor s all the othe \\ ork CX PE’ ted of an Addressograph. 

The Lister Attachment has a particularly good application in | 
Banks for listing trial balance sheets, journal sheets and dividend 

| 


If vou have a list of a hundred or more names which must be 
written and rewritten, the chances are the Addressograph will 


effect a big saving in clerical work. ‘Try it for ten days and see 
for vourself what it will do for you. Costs less than a type- 
write! No obligat on to trv it. 


ressoO 


TRADE MARK 


PRINTS FROM TYPE 








CHICAGO, ILLINOIS | 





903 W. Van Buren St. 
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Interchangeable Carriages 


A WIDE CARRIAGE 
MACHINE ON A 
i —H MOMENT'S NOTICE 






For FIELD 
TRAVELING 
HOME 
OFFICE 
USE THE 


Fox Portable 


Fox Typewriter Co. 


GRAND RAPIDS :-: MICHIGAN 
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‘ .  s . -elluloid ‘hoo » fron ve . as 3 > 
“Better Business Show” in Los Angeles. celluloid notebook, the front page of which was adorned 
‘ , op with a portrait of the President and a quotation from 
One of the most successful of the Better Business a 
, ee , , of one of his speeches. On the back page was a calendar 
Show series staged throughout the countr. inder the ; ' 
ind the illustrations of the insignia and hat cords of all 
auspices of the Art Metal Construction Company o : ; ; 
te ‘ . ‘ the branches of the army The second souvenir was a 
lamestown, N. Y., was that held recently at ss Angeles, ; , & . 
ats > celluloid blotter and contained no advertising of any kind. 
Cal., by the Cunningham, Curtiss & Ws Company, un- es : gre 
, , ; CG) Printed on the celluloid was a reproduction of the flag 
der the personal supervision ot! ‘ “P irmi ‘ as ‘ 2 
. , ear P ; , :. anda complete text of the “Star Spangled Banner.’ Out- 
\ V¢ ganized ampaign ot pu LICITT \ Su eer ( 1 . be 
nat ae : side representatives of the company were given a supply 
thoroughly stimulating local interest an rou t the at 7 é ; = ie 
of the souvenir cards and a prize of $5.00 was offered for 


the territory turning in the greatest number of cards. 
Throughout the week the store windows were used very 
effectively as display mediums for the lines demonstrated 


Red, white and blue were the colors completely domi- 
iating the. interior of the store and patriotism was the 
keynote of all the decorating. The display booths were 
arranged along the two main aisles of the store which 
formed a promenade of unusual interest and attractiveness. 
Cleverly arranged guide posts, similar to those used by 
automobile clubs, were placed aLout the store to direct the 

ublic to various departments and booths. 

In the house organ of the Cunningham, Curtis & Welch 
Company was printed a cut showing “an average business 
office” under the caption, ““What’s Wrong With This Of- 
fice?” Below the picture the announcement was made 
that the Art Metal Company would pay $200 in gold for 
the best twenty-eight answers. The sonbinied had simply 
to check the articles he criticised in the picture and make 
his suggestion in an article of not more than 200 words. 





This feature aroused keen interest from most visitors. 
The list of exhibitors included the following firms: 


The Addressograph Company, The Burroughs Adding 
Machine Company, Boorum & Pease Loose Leaf Book 
Company, F. & E. Check Protecting System, Cushman & 
Denison Manufacturing Company, Commercial Duplica- 

—— tor Manufacturing Company, L. E. Waterman Company, 

The Conklin Pen Manufacturing Company, The Moore 
Pen Company, Mabie Todd & Company, The Wagemaker 
Company, The Art Metal Construction Company, Sanford 
Manufacturing Company, Carter’s Ink Company, S. F. 
Stafford, Inc., McMillan Book Company, Irving Pitt Man- 
ufacturing Company The Stenotype Company, Eaton, 
Crane & Pike Company, The American Lead Pencil Com- 
pany, Joseph Dixon Crucible Compay, Eberhard Faber 
Company, The Eagle Pencil Company, The Blaisdell Pencil 
Company, Th \utomat Pencil Sharpener Company, 
The Boston Pencil Sharpener Company, The Acorn Brass 
Manufacturing Company rl Underwood Typewriter 
C « i et 





- | Rerey-ane Company pers Property. 


Two Views of the Interior of Portions of the Store of the om wer 
Cunningham, Curtiss & Welch Company. The upper picture rite é y building, sheds and office 
shows part of the Main Store, with Office Machinery and Ap- ructures—property with dimensions of 102x143 feet, as- 
pliances on View. The lower picture presents a Scene in the : ve . . t 
Furniture Department. sessec 4 > ‘ las een a quired from Charles N. 

; Francis by the Blaisdell Pencil Company, Philadelphia. 
te ( 1 hi lard Artist ers 
at r eve il d 11st t] é F - 
“7 : Huns Running True to Form. 
tiled out to the companys customers at these were : 
‘ aor ae is 1 ' a According t 1 recent ar ncement, peiucils of Ger- 
supplemented by small business cards pri veeks ‘ 
; ee Se ; , , man make have en found t ontain explosives, and the 
advance and given t istomers, wrappe: ndles, 11 
P , | tant , P uartermasters’ Headquarters at Camp Devens, Ayer, 
Ss ( é ele r ( entering re r - . ‘ sie 
| | 1] ' : Mass., has issued a warni » be careful of lead pencils 
cuest vas inde¢ i ird to be ft e’ 11 I ( 

‘oe , ee : a (german ma vhi explosives may be concealed 

ess é , of ( 
, the ' ve Q 
thes oes ; - Ink Man an New York Central. 
{ S é ere Chief of the Land, Title and Right of Way Appraisal 
{ 1 T k Central Railway System,” 
s s ‘ s ¥ al designating the position of 

‘ the . erit , net ( Lou P. Moore, formerly associate manager of the Chi- 

vere arietic One consisted of a neat four-leaf ico branch of the Thaddeus Davids Ink Company, 
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A Pencil of 
Unusual Quality 


You can tell by the 
way it glides over 
the paper, smooth- 
ly, evenly, without 
scratch, scrape or 
smudge, that here, 
indeed, is a pencil 


of unusual quality. 





aster drawing pencil” 


is chosen by artists, 
architects, engineers, 
bankers--by all con- 
noisseurs of real pen- 
cil worth. An 
ELDORADO 


sale is a service sale. 





JOSEPH DIXON CRUCIBLE CO. 


Dept. 98J Jersey City, N. J. 
Dore ESTABLISHED 1827 << 
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Timely Suggestion from New Zealand. 

The following letter refers to an article which apy 
in the January number of Office Appliances, signe 
‘A New Zealand Business Man,” th 


and 1s by ne 
ething which it would 


respondent. It suggests son 
for Americans to consider very caretully indeed, 

matter of vital importance in the distribution of 
in Australasia. The writer suggests as a title 
present letter, ““Australasiat \gencies and How Not 
Do It.” He says: 

‘In my letter of the &th of October I referred 
certain machine the agency for which I was recomm« 
by a friend to consider—that was two years or more as 
The reply received was that a New Zealand agency had 
been referred to their ‘Australasian’ agents 

“The following is an extract from a letter receive: 
January, 1917—13 months ago—We have negotiations 1 
pending and are not in a position to take this matter 
at the present time.’ From that time until now 


further lias been heard of that machine in New Zealand 


\ short time ago, however, the following advertise 
| appeared in our local paper: *™ ” ‘Type 
Agents wanted Address “Representative,” P. O. Boy 


1053, Auckland.’ 

“This is Gilbertian. Consider the follow 
‘Australasian’ agency is established more thai 
ago a Thirteen months ago a ‘New Zeland’ age 
referred to their ‘Australasian’ agents 3 
land’ sub-agency is 
Auckland. 4 Auckland City is 1,000 miles 1 

fre 


Dunedin, 600 miles frot 


apt rently and at last esta 


cargill, 800 miles 
400) miles f 


Wellington All that has 


is to insert a small one 


church, and 
done by the Auckland maz 
h advertisement asking for applications!!! 
“Meantime and for two years the ‘Australasian’ 
ignored New Zealand altogether and now Auckland | 
holds the agency against the large bulk « 


Add to this The ‘Australasian’ agent 


this dominion 


his adva of 10 per cent from the Auckland 
his turn adds his 10 per cent or 15 per ce 
cost to him—plus freight 1 other charges S 
How is it possible for the user in towns out of 
get the a S ata re nable ne i 
selli s fixed, w is left as f ‘ 
nt has he to s r 


Sicilian House Takes Woodstock Agency. 


The important office machinery and equipment USE 
\. Capra & Co. of Palermo, Sicily, announces t 
has recently taken the exclusive agency "\ 


stock typewriter for Italy and the colonies 


Mr. Giacomo Gambini Serafini, a partner 


manager of the business, says that while 
ment is hardly propitious for the introduct 
new ma hine, since pra t ally every man pl 
to bear arms is now a _ soldier, nevertheless 
1 es f su ng termine 
| \ est, no i \\ it n ndi S 
l se of A. Capra & ( which Cavalier A Ca 
i e head, was I n 1875 to deal 
Ss d ral ily i] i ext¢ s Ss ¢ 
ss 1intained eT 
} Se However, s etl g tha i 
( Capra took Mr. S 4 ngineer 
ind a as t 
1Ca spe ialt es a u 
age the ne i 1 A. 
| i ba m 2g 2 i 
S ess is a W 
I inv \ i! i 
experice Sa the & rT 
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Brown’s Insures Permanent Legibility 


|S ames inscribed on poor quality of ledger paper are like 
annals written in the sand. Brown’s Linen Ledger Paper 
insures rock-like permanence to important business records. 
Recommend it to your customers. It is the paper of absolute relia- 
bility. No other ledger paper has ever undergone equal hardships 


without signs of weakening or discoloration. 


Printers and ‘stationers will find it profitable to keep Brown’s Linen 
Ledger Sample Book in a handy place for ready reference. 

Since less than 10% of the cost of a ledger is in the paper, your 
customers can’t afford to use anything but the best-- Brown’s Linen 


Ledger Paper. Write for Sample Books. 


L. L. Brown Paper Company, Adams, Mass., U.S. A. 
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Linen Ledger Papers 


OS, 

1 

Established 
1850 


J 
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C&CcC TOPLOCK 


Sectional Post Binders 


Users of sectional post binders are quick 
to appreciate the fine points of Cesco 
Top Lock Binders. They require no 
separate key—simply a slight turn of 
the thumb nut to lock or unleck. lor 
current use they are equipped with 
metal hinge and metal end caps—prac 


tically indestructible. ‘Three grades of 
bindings, for current, semi-current and 
storage purposes. Twenty-nine stock 


sizes—any special size furnished on 
short notice. 

The above ts only one of the many pepu 
lar items comprising the Cesco Line. [1 
represents an assortment of ledgers, 
Post Linders, Commercial Forms and 
Accounting Outfits, so extensive that 
every possible requirement is provided 
ror. 

Dealers should send tor the Cesco Cata 
log and tull information regarding 





discounts. 


THE C. E. SHEPPARD CO. 
C&CC LOOSE LEAF @@cc 


303-311 Hudson Street NEW YORK 


PHILADELPHIA BRANCH; 422 Lafayette Building 
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New Haven Stationer Boosts Liberty Bond Soles. 
\\ hz it 


Taking Liberty Bond 


and it 
be ma 
é 
If 
is uc 
} 
i 
th ‘ 
t 
ne sit 
Ty 
to e] 
et ¢ 


‘ ( 
1, 
+1 
e 
t the 
¢ 
alre 
1 
the { 
+: 1 
t10 
‘ T ft 
time t 
t s ¢ 
' ot 
is +} 
t 
times 


New England stationer did to adv ie 


Third Liberty Poe 


one 


of America in the recent 


s related in the following item published in the 
ven, Conn., Register of April 
idway Bri s Men's Association ¢ 
1 of Libert Bonds was opened last Sa t i 
by the enterprising sales force of Whitlock’s Bool 
All the ‘ pany’s officials and the ead of all 
sa de\ eve! moment that e spared 
nding to « t ers to the active ‘ \ 
estal he on the sidewalk in front « the tore 
h ar ‘ with flags and bor poste-s 
c depart ent has helped out | naing a p 
h attr attention of the pas-ver-! wit! 
iirs It is very doubtful if even the 
W hitlock’'s de of Elm street without owins ! 
Having demonstrated the right way to get the } 
bonds, W tlock’s has accepted a cri ller 
vee of a neighboring merchant to a tes 
he sidewalk next Friday, May 
eading in patriotic effort, Whitlock’s 
nds all pa ents on accounts rece ad 
next This a great opportunity to help t 
payment ¢ \ ur account on that rhe s é 
t en gh y committe s r 
i wis! 
é \ s have expressed tl ippro\ ‘ 
ampaig: nest the tudents who carry 





Whiticck 


Subscriptions in Front of 


Bookstore, New Haven, Conn. 


to bonds through Yale su 


were 1 ir business esta ent doing 
hone the city and the welfare of the nation 
ne vhich is directed by one of our n | 
ps ne oungest, of our su f busir 
.. i r WwW i} vw be flyin st | ! S . 
ds having closed with eral over 
Sit the ebove was published, we are glad 
t thr he personal subscription and sales 
tlo Is and employee s $13,650 was 


total. 


Dennison’ s Service Bureau. 


ncisco branch of the Denni I 
ny nile the manage ent t 
te 1 1 eature The ne 5 the 
S¢ é Sit lar te the 
\ | ters. The new I 
é he ve oO Mrs ] 
ec lled to install the syst 
i stores wofwrt Is ¢ tire c 
te ‘ nent in its re stead 
go de st tions at va cs . 
e Mrs. La explains and t 
< ceé s,s espeo! le t . > 
S pos ¢ se « the K SI 
‘ ‘ cf + ‘ ¢ + r ) t sf ? ? 1] 
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WV orks like 
a human 
arm 


$5.50 


taint 


ma k € 1 c 
ne ana ¢ 
ther ‘pl ‘ 

the omece 


want this 
Liberal pr 


The Equipoise 
Telephone Arm 


from the elbow and wrist 
human arm. 
this that 


that your arm can do; the 


just like a Up, down, 
way — all 
tele- 
phone itself moves around even bet- 
Swings clear 


desk 


‘stays put” in the most convenient 


ter than your wrist. 
on the -always 
vith the "phone perfectly 
upright—cord out of the way, too. 
attached to any type of desk, 
on the window frame, 


floor — any- 


where. 


HoutzerCasor ExecrricCe 


BOSTON, 


6161-65 GO.STATE ST 10) PARK pe. 
Cun IcACgO Oo NEW YORK 
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Are Used by Uncle Sam 


War time requirements are exact- 
ing. The thousands of men and 
women daily handling our Govern- 
ment millions in coin require every 
aid to efhcient quickness and 
certainty. 

To expedite this work Uncle Sam 


has chosen 


The Bemis Coin Bag 


“Counts as it Stores” 


Every business should place itself 
on a war-time basis of efhiciency. 


Manufacturers, Railways, Banks, 
Department Stores—every busi- 
ness handling large amounts of coin 
—should employ this universal time- 
saver. Each Bemis Coin Bag, 
hlled to capacity, contains an exact 
amount according to denomination 
of coins. Each carries a given 
total, determined at a glance. A 
convenience and a necessity. 


Write for Catalog, Prices and 
Special Dealer Information. 


Bris Hro Has (©, 


Cupples Station 
St. Louis, Mo. 
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The Opening Game of the Season. 


J > , 
June, iG] 





Club 


ted 


It rained during the forenoon, but when Old Sol lo 
down at noon on the links of the Marine and Field 
Fort Hamilton, L. I., twenty-six valiant contenders 
leadership in the New York Stationers’ Golf Associatio1 
were ready to “tee off,” and although the cup do: 
by the White & Wyckoff Manufacturing Company 
yoke, Mass., is still some distance away, Ralph Kenne: 
the Eagle Pencil Company carried off first honors 
nitial tournament game of the season and thus 

e large step toward the goal Others of he 


ranked in the order of their names, given in the 
low Roget Taft's gross score, doing the co 
ed a leade 


uncheon served preceding the game 


h that w 


cided that the course was 
prevail and all handicaps were cut 25 per cent 
Che score was as follows 
(;ross Handi 
Kenne 86 22 
Paret S3 Z 
lseri 85 l¢ 
Taft 7/7 5 
H R] 8 
4. C. Ba idg OX 0 
( M. I i\ : 24 
Pr < 24 
Williams &7 3 
Staveley 82 5 
(; wta Pas Z 
Faber R6 9 
| t 102 30 
lacks G5 20 
Brundage YY 25 
Whittemore 101 25 
Morris 113 36 
Sheppard 113 36 
Hamlit 107 24 
Jonas 114 36 
Spring 124 36 
Kimy 130 36 
Popper 132 3 
Goriffe 134 36 
Grant 148 36 
Clarence Williams 162 36 


The Score Was Not an Accident. 
the New York office of the Boorun 
+1, 


Iministered a rather 


ntly 


Company a severe “trimmi! 


yncern when 


Br ykIlwn « ce of the same c« represe! 
the two offices met as c mpetitors in the atiol 
‘ Bi the revenge hoped for by the Brook 
led to materialize. On the theory that the t 
is me an accident and ould be duplicate é 
Yorkers eeded to wall their opponents to tl 
“ f 
le B 1 he game. 


Reorganization in Domino Concern. 


inter rules 


w 


Li P. Harris has disposed of his interest 11 
PH is Compan, 61 Clymer street, Brookl 

ikers Ino chess pieces and c« Ositior 
nd has heer ized with a view 


ee! in Eberhard Faber pret aie paperenent. 


H« B. Ward has iade advertisi! 

Ol re 7 ete Faber Ce mpany, New York 
ire e ( Fler ing, who has resigned to take a 
ica afte irty years’ service with the con 
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6 Non-Protruding Sectional 
Salim Post Binder 





This top cover CAN’T slip off 


Note arrows showing how top cover grips around groove in top knob 


The cross-section at the right shows the mechanism in 
the top binding iron. Turning the key to the night 
moves the locking bar slide to the left, as indicated ! 

the groove, until the slide engages the top knob in the 
eroove at the point shown by arrow pointing down. 
This locks the top cover so it can’t let go without using 

the key. DBelow the locking mechanism and top oer 9 
the illustration shows the operation of the sectional 





posts—made in ™% inch sections. 





The Groove in 
Top Knob does it! 


\nd the Tatum is the only binder that 
has it—it’s a Tatum patent—and the 
one Non-Protruding Post Binder that 





is absolutely satisfactory. 





—-— = 
Do you know of another Non-lrotruding Post Binder that you can fill with sheets 
to fullest capacity and the top cover will not slip off? Look at the handsome finish, 
the substantial construction of this Tatum Binder. It’s a permanent binder—not a 
transter—suitable for ledger or any other permanent loose-leaf book. 


Get busy! Investigate this binder—ask for new Catalog 34. Keep in touch with 
Tatum Activities! 


New York Office and Factory 
54-60 Lafayette St. 


Main Office and Factory 
Cincinnati, Ohio 
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Plate Glass in the Office Field. 


By Gerard Elshout of the Chicago Mirror and Art Glass 
Company. 


The introduction of plate glass in the office equipment 
field is of recent times, but it has been received with more 
favor than many a first class piece of furniture. 

[The most popular specialty is the plate glass top now 
so universally in use. Indeed, few offices are to be found 
without plate glass tops on at least the better grades of 
desks and tables. A plate glass top appeals to the eye, 
since it most strikingly improves the appearance of the 
furniture on which it is placed. As a matter of fact, the 
use of the plate glass top not only enhances the appear- 
ance of the furniture but well, and is 
therefore a fine investment from the standpoint of econ- 


preserves it as 


In no sense can its purchase be classed as buying 
and on the basis of its utility and appearance, 


omy. 
a luxury; 
and the added beauty which it imparts, the office appli- 
ances field has given its generous approval and acceptance 
of the plate glass top. 

\nother popular specialty is the glass desk pad, which 
is adaptable for use on any desk in any office. It is, in 
beneath its 


deed, a handy visible file ready to receive 


transparent surface important charts, maps, time tables 


or other data. Such 
sight and ready for instant reference, are nevertheless out 
soiled. In 


papers so placed, while always in 


of the and cannot get lost or become 


addition to the advantages already 


way 
mentioned, the glass 
desk pad provides a hard writing surface, is pleasant to 
work upon, neat in Since 
the introduction of these glass desk pads, which are made 
has in 


appearance and inexpensive. 
by several reputable manufacturers, their sale 


stocked by 


consequence Se 


creased amazingly. They are now nearly 


any 
Like other 


every commercial stationery louse of 
in the country and find a ready market. spe- 
cialties, however, they sell 
strated, though their demonstration is by no means a difti- 
cult matter. 

The 


known in the glass lines, but plate glass is finding its way 


best when properly demon 


foregoing glass specialties are among the best 


into many other places in the office. It is now used as 


shelving for books, and is made into letter trays, ventila 
ters, etc. 
\s a result of the quick and general adoption of plate 


found its into 


has easily way 


othces, it 
homes, where its field of 
The man of the house, who had a fine plate glass 


vlass dev ices in 


the usefulness is very wide in 


deed 
top for his desk at the office, with its lustrously finished 
surface and finely ground polished edges, carried the idea 


home, where his wife found that her dressing table and 


her dresser top would be improved and protected by the 
same treatment, and that plate glass tops are appropriate 
for the buffet, the dining table, the library table and many 


other places. Many a home is now completely fitted with 


plate glass accessories—homes in which they were never 
thought of before the plate glass top came to cover the 
office desk. 

In a very short time every up-to-date stationer and of 


hee furniture dealer will be prepared to handle plate glass 


accessories for all purposes for which they can be success 


fully employed. 
Canton Factory Manager Resigns. 


It is announced that L. R. Kesper has resigned his po 


sition as factory manager of The Canton Art Metal Con 
pany, with whom he has been connected for over ten 
vears. Before taking this position Mr. Kesper had charge 


His 


of the Chicago branch office of the same company. 
plans for the future have not been announced. 
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Remington Man Wins Praise in Liberty Loan 
Work. 

The month of the Third Liberty Loan was a strenuous 
one for George H. Richards, manager of the Foreig: 
Department of the Remington Typewriter Company Phe 
plendid service rendered by Mr. Richards in connection 
with the previous loan caused his selection as chairman of 
the Hardware, Metals and Allied Trades Division of ¢] 
Rainbow Division embracing trades and industries. Under 


the chairmanship of Mr. Richards this division organ 
zed itself to make a record. So valiantly did they work 
that the results more than exceeded their expectations 


Mr. Richards was most ably supported by a committee of 


twenty-six members, and a complete corps of fifty-fom 
expert salesmen, some of whom were called to war durin 
1 


the canvass, but the majority stuck to the 


the course of 

end. So intensely did these men canvass that they soli 
ited 4,458 distinct possible subscribers, within the limits 
of Greater New York, in many cases not once but fre 
quently until a definite answer was obtained. When all 
the returns were in they found that 3,427 actual subscrit 
tions had been taken, representing a grand total of $61 


735,450. 
During the month of big drive, the Hardware Co1 
the Stewart buildi 
Richards arranged to have the 
Wednesdays and 
the 


the 


mittee maintained special offices at 
280 Broadway. Chairmar 
Friday 


( lub 


committee meet on Mondays, 


at noon in the governors’ room of Hardware 


where new plans were submitted, discussed and acted up: 


by the entire committee 
In addition to the enormous subscription obt 


through the efforts of this committee, much other 


able data was obtained bv the canvassers in the course of 


their work, some of which is likely to be of service to 


the government. 


Troy Concern in New Store. 


Paul D. Owen, office outfitter, Troy, N. Y.. has recentty 
opened a new store at 409 Fulton street, that city He 
ommenced business two years ago on the second floor 
of the Weed building. On April 1 of this year Mr. Ower 
rented a vround floor store, twenty feet wide by fifty feet 
long, with a twenty-foot ceiling and an excellent show 
window The store ludes cellar of the same dimer 
sions, havin 1 ten-foot ceiling \ mezzanine floor ex 
te s from the rear of the store toward the front and upon 
this floor the office is situated. 


Advertising Manager for Sundstrand Company. 

The advertising and service departments of the Sund- 
strand Adding Machine Company, Rockford, Ill, have 
been placed in charge of J. LeGrand Smith, an advertis 
ing man who has held various important positions in the 
central west. Mr. Smith has been with the M. W. Savage 


Company, Minneapolis; Great Western Printing Company, 
Minneapolis, and the Lewis Knitting Company, Janesville 


Wis. 


Salesmanager for Pennsylvania House. 


JT. J. Urigh has been appointed salesmanaget he 
Roaring Spring (Pa.) Blank Book Company Mr. Urigh 
had beer ro ofive ye S past manager of the wholesale 
stationery cepartment e H. & W. B. Drew Company 
Jacksonville, Fla.. where he has been succeeded by Ralph 
Loop. » has been wit the last named comy or 
several years as manager the wholesale paper depart 
ment. 
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» Office nein Sediion 


yr 


Ci. a) 
AK 


us 

Es The sixty-six pages which follow in this section are devoted 
BS almost exclusively to office furniture — practical sales sugges- 
BS tions, arrangement of stock and general survey of prospects 


V2) 
\ 
\ 


> 
4 
4 


sersless uss 


of leading manufacturers. 


Some Psychological Aspects 


4 
\ 


Es of Office Furniture 

ae Being a Few Suggestions as to 
BS the Effect of Office Fittings and En- 
i vironment on Working Capacity. 
Sa The Office Furniture Stock 

ie ) Care, Arrangement and Sale — 
a by Harry A. Tompkins, Manager 
ZS Office Furniture Department, 
Bas Scrantom, Wetmore & Co., Ro- 
See chester. 

e The Office Desk and How to Use It 
ae By R. M. Nicholson, Advertising 
BA Manager, The Berger Manufac- 
BES turing Company, Canton, Ohio. 
se Goods and Service Chief Factors 
Sa in Success 

S-2 By Herman H.Cast, Vice-President 
KS of the Western Lithograph and 
o Office Supply Co., Wichita, Kans. 
<a A Historical Sketch of the 

2 Office Desk 

2 By K. R. Dunton of the Doten- 
Sm Dunton Desk Co., Cambridge, 
a Mass.—being the Substance of an 
BS Address before the Boston Office 
ie Furniture Association Delivered 
oes Last March. 

S Getting Results from the Window 
ae By J. William Clark, Manager, 
BS Office Furniture Department, John 
xs P. Morton & Co., Louisville, Ky. 
Sa Opening an Office Furniture 

7 Department 

ie By John M. Cooper, Vice-President 
2 and Sales Manager, Foote & 
<7 Davies Company, Atlanta, Ga. 

mK 

—_ 

as 

Es 

aes — a 
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of the industry, etc., with the advertising announcements 
The articles presented include: 


And in addition: A story showing valuable ideas obtained from personal 
interviews with several well known Chicago dealers. 





Observations on Steel and 
Office Furniture Generally 


By C. R. Thomas, Jr., of A. Pom- 
erantz & Co., Philadelphia, Pa. 


Modern Steel Files Find Ready Sale 


By T. H. Tyler of the Richmond & 
Backus Company, Detroit, Mich. 


Some Timely Hints on Office 
Furniture Selling 


By H. Langdon Pratt of the 
Brown-Howland Company, Bos- 
ton, Mass. 


Qualifications of Office Furniture 
Salesmen 


By A. D. Mead of the Office Equip- 
ment Co., Huntingion, W. Va. 


Displaying Office Furniture 


Suggestions on Effective Stock 


Arrangement. 
By One Who Anows. 


Suggestions on the Sale 
of Steel Furniture 


By George B. Wray of Geo. A. 
Drake & Co., Detroit, Mich. 


Steel Furniture the 
Coming Leader 


By William M. June, Sole Owner 
of the June Office Equipment 
Company, Syracuse, N. Y. 


Getting Results from 

the Sales Force 
By L. H. Raber, Sales Manager, 
The Mitchell Publishing Company, 
Mitchell, South Dakota. 
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Dont overlook 





Yes—we know you prob Le ANKLY, have vou ever stopped to figure the profit 


Tae a a eo ‘de ‘ 
ably doubt the si possibilities which lie ina drive’ on steel lockers to \ 


market | hat Is why We . 
; established trade: 


have printed a  DOOK 


‘Locker Engineer , . 
You merchants who make good sales of steel ofhce equipment 


which vives vou all ti . 
are you stopping just short of another generous item? 
necessa4&’ry arguments Na 
nutshell. 
It’s not only the mammoth factory or big retail store that ¢ 
It is by all odds the livest buy lockers— it’s the little plant and the small office that can 
human-interest document take a bigger total of lockers than you have ever sold. 
on the subject of locker 
ever written. It's good Three lockers here five there—and twenty in the next plac 
business to Write Tor l | ' 
it soon means a fat total because each locker is a wort! 
COpV. 9 ’ 
while sale by itself. Now read the column just to the lef 
of this. 


THE VAN DORN IRON WORKS COMPANY 


STEEL 
CLEVELAND : OHIO 


OFFICE EQUIPMENT 











‘ ( after the locker business on the right basis—that’s with H 
J Van Dorn lockers, and here are the reasons: 
First, vou can’t secure a better line or a line that offers a wid 


variety in easy-to-sell stock goods 


cond, it's a well-advertised line backed up by attractive 


mailing tolders and a straight-forward catalog 


Third, it's a mighty satisfactory clincher to be able to pound 

, : ( 
home Van Dorn quality and over-ride your co Ol 
with the simple statement—‘There are more Van Dorn 


lockers in use in the United States today tha 


eason for prompt action ee the 


THE VAN DORN IRON WORKS COMPANY 
CLEVELAND OHIO 


ICK action sug- 
how to tatten 
summer _ sales- 
luly magazines 

the Van Dorn 

) attractive 

Phe “Locker Engt- 
book will be fea 


erest will be 


this publicity 
il drive on 
part—by sales 
phone, and by 
printed copies 
K W rite today 


tio! and get 


Can 


STEEL 
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$500°2 a Month 
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One salesman can sell enough 


National Typewriters in month to 
give you, Mr. Dealer,a gross profit of $500. 


At the same time you can make many more sales from 


your store through your display window and through direct adver- 
tising. We supply sales helps for dealers which will help you put the 
National over in a big way in your territory. 


Write For Dealer Offer 


on the New Model No. 3 


National Portable Typewriter 


Here is a portable typewriter, of standard typebar construction, non-folding 
with rigid, durable frame of cold rolled steel—built to stand rough usage— 
full size universal keyboard, full width carriage; has every essential advantage 
of the big $100 typewriters; yet stands only 634 inches high and weighs a 


little over 9 pounds. 








Seeing Is Believing 


Show the National and demonstrate it. 
War conditions are bringing the porta- 
ble typewriter into greater prominence 
every day. Cash in now on the wide- 
spread, rapidly growing demand for a 
low priced, handy, durable typewriter 
that can be carried anywhere and that 
will stand hard usage. The one type- 
writer that combines all these qualities 
in the highest degree is unquestionably 


the New Model No. 3 National Port- 


able. 


Write for our extremely liberal dealer 


offer TODAY! 
NATIONAL TYPEWRITER DEPARTMENT 





REX TYPEWRITER COMPANY 


180 North Wabash Avenue European Representative: 
CHICAGO, ILL. 


Piero Castelli Della Vinca, 
9 Via Revere, Milan, Italy 
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Some Psychological Aspects of Office Furniture 


Being a Few Suggestions as 
tings and Environment 


7. vas When tne human factor in production 
vas little considered insofar as the relation be 


tw s ding conveniences to humat 
ductiveness was concerned. The facto nd the 
ottics ul na period vy 9 : 
produced in homes, first for the use of a family, ther 
for sale neighborhood, and finally for larger dis 
tribution, when it became necessary to organize their 
ia ( | r¢ uct 1 
| Tac ( | vat s¢ \ n 
t gs od farmed out and taken home b 
workers to be finished and turned in at an appointed 
time: but such methods can be successful only in a 
CO vely Va 
life cannot be understood exXce gras 

it as an evolution from everything that has gone be- 
fore t is a step-by-step process which, in material 
ways, has advanced more rapidly during the last cet 
tury than at any other like period in the history of 
the orld; but these advances, when viewed at a 
near range, seem surprisingly slow. It is when we 
view progress over a period of fifty years or more 
tnat wv begin to get the perspective 

Despite the r, our modern world is practicalh 

uisti Our forefathers settled certain fu 

ntal social and political principles. That s their 


( 
| the foregoing : lo 
( le but hun I 
cos : ng bears upor! a4 
; ; 
, ; 1 the last few ; : 
yiedge ¢ uman elt 
m 
the : t of industt g 
S gives us quan 
= i 
S i 1 the ma 
+ e | 
st final results 
~ ‘ Tt i yon t O 
’ 
\ rie vin , 
\ men wv 
| » 
for vent ag em But g 9 
‘ ‘ see that he 
1 ‘ t {J 
‘ 
Ve have for our tact é 
Oo ro y+t ect — 
g g I 
oO ] r } ¢ o 
( es are S ( 
5 
< ’ \é¢ 4 as ‘ gy 





to the Effect of Office Fit 
on Working Capacity. 

expressive ir st rapher sits in a properly 
structed r, beca a chair prevents a cer- 
ie. The filing cabinets 
re situate ise them can reach what 
they re r t « raining muscles. We like 
y that e1 rk smoothly, because good 
temper i part of We even go so far as 
ist that equipment shall be harmonious, even 
o the lor t hich t valls are tinted and the 
indirect light hich . softened daylight effect 
even to remote rners. We consider the nerves of 


the people who rk beside us—for exhausted nerves 


d bungl re brothers—and bungling adds to 
the overhead We have regard for the floor to see 
that it 1s prope rly cared for, and where feasible, cov- 
ered v ge gs t harsh sounds and spell 


velcome t tire i feet. ro! the comfortable person is 
‘eadiest to receive and to impart those mental 1m- 


pulses whici re the soul and essence of effective 


the furniture of our of- 
es should be made comfortable—made to help the 
persons who use it, so that they will more easily con- 
rate upon ft r wor ind more readily forget the 
conveniences and ant inces which are to a certain 
tent imseparable fror r daily tasks. No man or 
effective work with a 
toothache Not ould one be expected to be 
best th ar ng back made so by an 1m- 
const ted chair—nor with a headache from 
trained e) nor with 1 es on edge because of a 
desl n unworkable file or a machine that 
ain ik ciate ts functions properly. 

vorking unit. Every faculty is re 
ery othe a bundle of reflexes—an 
legraph system in which 
impression frot thout is telegraphed instantly 
It is the problem of 
hat the several umpires 
he f ls of his help and of his 
he kind of impressions 
he commands which go 
red in all the many ways 
essarv fot ; be unclouded by pre- 

b] the mental gear box 
re destructive and than that which cuts the 


ade 


fn easel daieet ad 











Interviews with Several Chicago Dealers 


Some Successful Office Furniture Men Favor Us With 
Valuable Ideas. 


T SO happens that the man who is credited with 
originating some of the cleverest office furniture 
windows in the United States, is also head of the 
office furniture department of Stevens, Maloney & 
Company, Chicago. If LaMott Atwood were deco- 
rated for every prize he has won in window trimming. 
his chest would present the appearance of a brigadier 
general who had seen service in several campaigns 
\twood doesn't talk about himself unless he does it 
incidentally after you have persuaded him to talk 
about windows. And when he discourses on win- 
dows, you can well afford to watch the blue haze un 
furled from the business end of his cigar—which con- 
tinually goes out—and listen. 

“Our office furniture is not displayed on the main 
floor,” said the window wizard, “so when we began 
seriously to build up this end of the business, we had 
to devise some consistent policy on which we could 
depend to make passers-by not only stop, look, and 
listen, but realize that we had a furniture depart- 
ment. We put our faith in the display window and it 
has not been misplaced, as the development of our 
business has testified. 

“It is not so very long ago,” he continued, “when 
office furniture was regarded as a freak line to go 
with the stationery business. Subsequent develop- 
ments have proved that the two dovetail very nicely. 
Office furniture is one of the strong spokes in the 
wheel of this business, and it can be made to and 
usually does bear its share of the general burden of 
business success in this kind of store. The office fur- 
niture man is a specialty man, however. He has enough 
to do to learn to serve the men he sells. To properly 
lay the foundation for a growing business, he must 
thoroughly understand how best to render that service 
upon which return sales and continued up-building de- 
pend.” 

\twood smiled. “It seems to me,” he said, “that 
stepping out of the conventional furniture display rut 
is frequently regarded as a serious breach of business 
etiquette.” You could see that conventionality for 
its own sake did not have Atwood particularly awed. 
“So I get away from the conventional if I can. | 
don't believe in being unreasonably freakish, though,” 
he added. And then he explained that good though 
the “usual” window may be, it will fail to stop people 


unless it has something “different” about it. “And 


our window is not very large,” he continued, “so I ve 
got to make it take a pull at every one who sees tt. 
“Two desks and a typewriter are all right in their 
way, but they are so familiar to the business man that 
just these useful articles in themselves will fail to 
attract attention and their effect is negative. What is 
needed is a fresh note—something to put kick into 
the display.” Here Mr. \twood digressed long enough 
to say that the man who fails to make his local adver- 
with 


] 
i 


tising, including his window display, hook uy 
the national advertising of the lines he carries, is fat 
ing to cash in on an investment made in his behalf. 
‘The thousands of dollars spent on advertising by 
the firms we represent, 1s money spent in our behalt 
as well as that of the manufacturer, and it is up to 
us to co-operate with the manufacturer if we are sut 
ficiently awake to make the most of his advertising. 
“Why not use the brains employed by the trade 
journals and periodicals of national circulation?” 
questioned Atwood. “I’m inclined to believe that the 
men emploved on these publications and the advertis 
ing men employed by the manufacturers we repre- 
sent are some of the keenest men in business and | 
want all of their help I can get. [| don't mean that | 
depend upon them for ideas; not for a minute! but 
by watching the manufacturer's campaign and know 
ing in advance (when possible) what his advertising 


As 
t 


icy will be, | can so plan my own campaign that it 


poli 
will produce greater results by virtue of its ‘hooking 
up with his.” 

\rranging window displays comes easy for At- 
He likes the work and has made a study of 


it. And he has a most remarkable fund of ideas 


wood. 
riginality is a hobby with him. He has no objection 
to letting others use his ideas after they have assumed 
tangible form in the Stevens, Maloney window, for 
one idea never serves him twice, but he has a horror 
(an unreasonable one) of “copying.” 

()ne of his recent ideas was what he called a “hip- 
podrome window” and it was a rather remarkable ex 


ample of effective timeliness in window work 1 


haps it did not conform to all the rules of window 
decorating: the critics may have thought it just a 
little “assorted,” but as its originator savs, “It stoppe 

the people and it sold the goods”’—what more can on 
ask of a window? “Doug” Fairbanks was in town 


ssisting in the local Liberty Loan drive, and “Doug” 





red 


ee 





appeared in life size cut-out against the glass in the 


Stevens, Maloney window. “Everybody has some of 


the kid in him,” said Atwood, “and that explains the 


Circus posters in the background.” Then 


Ringling 
there was the day of the arrival of Billy Sunday with 
his famous “sawdust trail,” and this event too was 
noted in the window by a trail of sawdust which made 
nassers-by stop to wonder, and then grin, when they 
(nd 


stopped that did not also note the filing cases and 
the 


on.” there were probably few who 


“caught 


the safe supported by them. Certainly “hippo- 


drome’ was as brimming with human interest as well 
7 
could be. 


has 


a window 


\lr. Atwood made most effective use of wax 


APs bee 


LN ¢ 83 


ES 


i 


, ‘ 
shatter precedent 


g an office furniture depart- 
department and its contribu- 


by starting 
wth of that 
of the ledger is the strongest evi- 
Although limited 
to display complete lines on 
oor, the firm makes a practice of keep- 
ing les, especially filing cases and filing 
cabinets, on the main floor where they will have an 


Lhe gr 


ment 


tion to the profit side 


dence of the wisdom of the move. 
space makes it impossible 
the ground fl 
some 


sam] 


opportunity of registering a suggestion with the man 
purchase a lead pencil or a fountain 


who drops in to | 


pen. The furniture stock itself is located on the third 


flo yr. 
i ae 


a man with a wealth of experience in this particular 


Phong of the office furniture department, is 





STEVENS, 


STATIONERS 
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A dispiay which is an excellent 
advertising. The circus had 


‘saw dust trail.’’ 


photograph was taken Mary Pickford reached the city to help 
in cut-out against the glass. 


paign, and she too appeared 


hgures and with them has been able to produce some 
astoundingly realistic effects. To one of such dis 
plays, was directly traceable the sale of more than 
g 
| getting people inside the store is only half the 
game he said in conclusion. “If you do not give 
them service they will never come back, and your ef- 
fort t tract them has been in van You must know 
t | of device best suited to the needs of the pros 
pective purchaser. You must get the buyer's confi 
( ind vou lity to make good must temper your 
omises. Cutting prices destroys confidence; it 1s 
st isvy to sell high grade good s it is to sell 
Si iw che d vou can saft satis 
I rom O grade goods ot ( } é 
hall-Jacks Company, Clark stre stationers 
Chicago, did what they could some six vears ago t 


‘“‘come to town,”’ 
They are all represented in this 


illustration of the timely use of current events in window 


so had Douglas Fairbanks and Billie Sunday’s 


‘“‘hippodrome window.” Shortly after the 
in the local Liberty Loan cam- 
line. He it as his belief that although the ¢on- 


] - 7 
SIderavie Space necessaTfy 


for a proper furniture dis- 


play make ground-floor location frequently impos- 
sible for this department, that this handicap may. to 
some extent be overcome by the display of samples on 
the ground He believes that it is advisable for 


a first-class salesman to make it a practice of getting 


down freq on the main floor where he can be in 
contact h that I of the public which enters 
the store fi Sct us purchases. The salesman 
and the sa displayed form the connecting link 
between the furniture department upstairs and the 
le tractive literature will not 

‘deliver the good office furniture phase of the 
iness,” declared r. Phong. “I confidently be- 
eve that er the required degree of service to- 
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What About Your 
Desk Profits? 





No 


960 


Desk Profits very 


largely upon desks. 


depend 
The kind 
of goods you handle will large- 
ly govern your sales. Business 
men, today, buy for utility and 
durability and they are at- 


tracted by reasonable price. 


Its price, its construction, its 
finish, make the Imperial es- 
sentially a desk to attract Bust- 


ness Men. 


Imperial Desk Company 


Evansville, 
Indiana 
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purchasers, it is absolutely necessary to carry a larg ‘ 
and complete stock so that deliveries do not involve 
delay. Furthermore, the actual exhibiting of — th ' 
goods concerning which the prospective customer in 
quires will land the sale where a catalogue merely pro : 
longs the inquiry. I believe,” he continued, “that ! 
even if a concern finds its trade most profitable 


worth while to 
; 


e samples 


a medium priced line, that it 1s 


‘sweeten’ that line with a few high-gra 


ven if you do not expect to sell the expensive goods, 
themselves in advertising 


Ne €X] resse 


they more than pay for 


The 


intention of purchasing a medium-priced or 
i s I 


man who enters your store with t 


article likes to feel that he is buying from an institu- 


tion which also grade goods ind 


handles high 
a point that 1s well 


that unless y 


this connection | might emphasize 


known in salesmanship and that ts, 


are thoroughly acquainted with the prospective 


iat his wishes are, it 1s 


tomer and know absolutely w 
appreciated compliment 


first Even 


always a subtle and generally 


to show him your high-grade goods 


1 


though vou have something stronger than a lurking 

suspicion that his wants would be met by a fifty 

desk, take him to the hundred-dollar article first.” 
Mr. Phong is a firm believer in developing the ser\ 

ice phase of the business. In fact, he goes so far as 

to state that much of the money spent in circularizing 


| 
| 


might well be spent in perfecting service facilities. i 


course, the degree of actual service the firm is 


to render its patrons will depend to a great extent 

upon the class of goods handled and particularly upon 
This 

in the case of the busy man who ‘phones at the last 


desk or a chair and is highly incensed 


the stock carried. last point is well illustrated 


minute fora 


finding that it cannot be delivered until the following 


day. He probably has emploved a new stenographer 
that morning and he wants the desk for her at once 
It will obviously be impossible to render expected 


service 1n this instance unless the stock on hand is ade 
1, 


quate to the demand. 


said Mr. Phong, “that it is a very « 


salesman or 


“IT believe, 


matter for an enthusiast a zealous set 


ice department to do much toward damaging that 


fidence of the public so essential to your business su 


cess. For instance, one ought to be particularly cat 
ful about promising deliveries which cannot be m 
on time and in the event that it is possible to forese: 


or anticipate a delay in delivery, you can do much 


} 1 
\\ 


ward retaining the confidence of your trade and 


1 
} 


ypreciation of the man at 


ning the aj the other end 


the wire by merely calling him up and court 


explaining that an unforeseen delay will make 
possible for vou to make delivery on time. [ cannot 


** ‘ . 1 7 
emphasize too strongly,” he continued, “the abso 
: ats tens lodce tl ee 

necessit\ ot a thorough } ow ledge on 1¢ pa4©t 


- * . ‘ . a a» 
salesmen of the various ite in stock. 


“We have found,” he 


the furniture display 


“that it pays to 
floor. 


asst rted, 


he 
quently rearrange on the 


vn eee 
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Saddle Seat ArmCha\+ ttee Upholstered Arm Chair 
. Officers ev Dicsetors PReow- for Officers or Directors Room. 


The “Masters’ Line’ 
of Office Chairs 
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The Advantage of Variety 


The Dealer who handles the Masters’ 
Line possesses the advantage of re- 
markable variety—such variety that 
he can fill high class ‘‘special orders’’ 
from his regular line, while his 
competitor communicates franti- 
cally with outside factories. The 
‘Masters’ Line’ of Office Chairs 
meets the exacting requirements of 
Banks, Court Houses and splendid 
institutions as easily as it fills the 
needs of the ordinary office. 





; sine nities Pee 


Service, Durability, Beauty are built 
into every chair we make. 

















The Taylor Chair Co. 
Bedford, Ohio 
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House Your Transferred Records 
This Way—Conserve Space 


Efficiency and economy are imperative now. Quick, 
accurate methods are demanded in business as at the 
front. Keep your records accessible and in order. 


Conserve your office space. 


The General Fireproofing Company 


Youngstown, Ohio 


New York Chicago Boston Washington Atlanta Seattle 

















THE KRESGE CO, DETROIT. MICH. 
COMO FTE Allsteet TRAN SFE} CASE 


LRQUWIPNEN Fox 





Transfer Cases 


Take up less room than wooden ones, are more easily 
adjusted to your office layouts, and above all they keep 
your letters Safe in Steel. Weather doesn't warp them, 
rodents cannot gnaw into them, and they last forever. 
There is an excellent dealer proposition in open ter- 
ritory. Ask us for details. 


The General Fireproofing Company 


Youngstown, Ohio 


New York Chicago Boston Washington Atlanta Seattle 


I tS DRA Weep mit DORN 
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\ certain kind of desk kept continuously in one spot 
will, to a trade which passes in and out of your store 
regularly, become so- commonplace as to appear al- 
most insignificant. If, however, you move that desk 


le room and surround it with 


to a different part of t 
new goods, it will suddenly loom up as a part of new 


stock. 





“Outside salesmanship is almost a necessity in this 
business,’ continued the speaker, “however, | cannot 
escape the conviction that a great many salesmen, par- 


ticularly in this line, approach their prospect too ag- 


gressively. As a matter of fact the type of man who 
buys office furniture is most frequently a man whose 
time is valuable. I know that it is frequently the ; 
policy of a salesman to ‘stick’ and refuse to take ‘no’ 


for an answer. Undoubtedly, this method gets re- 

sults, but I believe that when you find a business man ; 
concentrating his attention on some matter that pet 

(ains to his business and he tells you that it is not con- 

venient to grant you an interview, the best policy is to 
courteously withdraw, leaving a blotter or card whic 


will serve as a reminder sometime when he finds him 





self in need of the goods you sell. It is not a dithcult 








proposition to go too far in taking up a business man’s 

j time. The ‘sticker’ will probably stir up the business, 

People believe in ’ but he generally succeeds in provoking a mood in the 
prospective customer which does not augur well for 

. | his return. If you then come back with your quiet 

Karpen Furniture j offer to be of service, the probabilities are that you 

: will soon strike the psychological moment when it will 


be an easy matter for you to go into detail with refer- 


They know that the name “Karpen” ‘ 
. ence to the merits of the line you handle. 


stands for something definite and de on oo eee as - 
[The ordinary salesman,” continued M1 hong, 
sirable in furniture. Karpen” has | “follows the line of least resistance. If a man has 
always been linked in the minds ot heen interested by a competitor in a certain kind of 
buyers with goods of distinction, de- tile and enters your place of business with the idea 
ps ee of comparing prices, the chances are he will ask for 

pendability and general satisfaction. er 4 —— | a 
i the identical file which he priced at the house of your 

Qur name on office turniture means ms 

contemporary in busines If vou believe that some 
just what it does on other turniture. other kind of file. for instance. a three-drawer file 


rather than a four-drawer one, will serve his interests 


What’s in a Name? best, it is policy to call his attention to the article you 


believe best fitted for his purposes. This serves 
We have devoted our energies to the double purpose. It not only indicates that you 
building a ‘that | Tr t far- anxious to render him a real s« | but it draws 
ullding Of a name that buyers ot tur al ‘ i Mi at Peal ryice, put raw 
. ‘6 . ” 7) ‘ . rey } rticl our competitor | e | 1) 
niture could “believe in. \nd dealers him away trom the arti pour ee oe = 
: pe o exhibiting, with the incidental result that his 
find that “Karpen” quality, variety ot ge 
. ; ; is distracted trom the other house and focused 
stvles, and range of prices sell goods ; 
- ad ahs > , the goods you are snow Ing 
to customers who appreciate depend Thos "a il , ‘ 
! i Che ( is ONIV One kind of FOOUS to 
ability. that is the proved, dependable kind,” said this man 
whose experience |] I im much \t 
May we send that catalog? ie ‘ papapiiea 
do not Cile ( 1 1 I ny, it is orten ( 
of wisdom to offer ‘bargains’ in some goods o1 
@ e vou can attord to just break even This s 
stimulate vour trade and will often draw pe 


Designers and Manufacturers 


Chicago Michigan City New York vorth while to get them there whether or net ' a 
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“801” 
In the Lead! 


A Sure Winner 
For You 
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Why We Believe in “8or 
Because through fire hazards and durability tests of nearly a decade it has estab- 
lished an unexcelled reputation for quality and lasting economy at 
moderate price. 


77 y TT] 5) . ‘aa . i¢ : 9” 
Why You Will Believe in “801 
BECAUSE it’s a natural leader, creating prestige and new friends constantly, and 


proving a favorite for reorders in large quantities. 
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STEEL EQUIPMENT CORPORATION 


STEEL 
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PROFITS TO RELY UPON 


Ave found in the 
Furnas Line of 
needed office fur- 
niture specialties. 
They fit in with 
any line you may 
be carrying 
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STYLE 330 


This accounting machine desk is an unusual sales winner, 
and so is our new “No. 340” which is much cheaper 





HE FURNAS LINE 
grew to meet a well 
defined need in mod- 


ern business offices. Our 
wardrobes, stationery supply 
cabinets, accounting machine 
desks, costumers, telephone 
tables, etc., are essentials in 
up-to-date office equipment. 
And no matter what Furni- 
ture you handle, the Furnas 
Line will be a source of profit 
to rely upon. May we send 
you our catalogue? 











STYLE 300 





FURNAS OFFICE FURNITURE COMPANY 
INDIANAPOLIS 
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Opening an Office Furniture Department 


By John M. Cooper, Vice-President and Sales Manager, 
Foote & Davies Company, Atlanta, Ga. 





tear ¢ rticiuilarl . hy 
iture, pa ularly filing ca 


te othce furniture 


] . | . > 
ed by any concern holding 
uipn lealers 
- So Hh stpphec P 1 
le ( ipphes and 


7 , 
uestion the advisability 


] +1 ‘ ] 
CK Is stationer who 
tee . ] ¥ } 
putt hy t StOCK of oft 


been for several y« 


mpiete Outhtting of ottices 
lealers—that 1s in the han 
to use a term which ts rat] 
* 

rs e tendency now s¢ 
} 


er than this, and to con 


¢ 


ent, not on the lines previ 


ned th them printing 


uestion as to wl 


ndard tour drawer verti 
ve | me such a necessat 


eT 


book nd loose-leaf manu 


erent parts otf the countni 


‘The susiness Man's |] 


is entirely feasible for tl 


concentrate 


( ulpment, supplies, 


( ( at this qu ~ 
' 
stt settled in ea 
- | 
{) ( Sucn a lime 
etre] ind fami! 
ous in it, and part 
, 
( ne use of | Is ¢ 
\ ( _ ) | ot Mm 
' 
‘ ig to employ 
S e business fi 
} 1] 
ess cerns ind 
g tivities as 
; 
( eT ind office 
~ usiness 
cle ( 
. ~ 
( etul to m 
' 
hy + ’ 
~ _ ' 
T¢ Tes 
1 
i¢ ~ Té { 
S orenat le 1; OT 
+ 
~ i i ft 


grou n buying his original 


\ few day visit t evi leading factories and 


he incident training to be found at the factory mak- 


pre yfitable invest 


f lealer ( going into the steel furni- 


re line is manager or sales- 
back | thai formation and en 
usiasm it oul lire years to accumu- 


the new line should 

e an analytical tur le should be famil- 
with off e can enter a man’s 
e and e il vent ful recommendations 
ystemat le to sell service first— 
then the n ns ot aintaining that service. The 
stomers needs and 
ymends a plat se needs, after care- 
gent na them, has more than 
rendered almost cer- 

i contre f futur " to and supplies for 


y mail ' terature furnished 

he manufactu ndow displays, con- 
g t paper of the home 
attention of local 

spect! pur I t ] received stock. 
| possible until it 

ng t ivoid is the making 


~ 


ig t ms ! 1s files. etc... being 


reproot tter t, practically all of 


etter clas f factoris form the dealer and 
‘ad their advertising 


t‘fireproof”’ but is 

resisting and that not gy but the higher classes 
gf i r above the standard 

should be termed 


d the stock care 
of a perpetual or 
not only will enable 


he rapidly moving 


~ 


gainst overstocking 
e made a distinctly 
ness, particularly if 
e idea of giving a 
price si ire t over and above his 


doing | n stick to that price 


RH ay 

















WHY DO RATS AND MICE 
EAT PAPER? 


Invariably they pick out the most important 
records Fhousands of valuable records 
stored in wooden or paste board files are an 
nually destroyed by these pests. 


Why not insure your customers against this 


loss by selling them AURORA STEEL 
TRANSFER CASES at about the price of 
wood 

It is real economy to use steel The orig 


investment They last 
adapted to any 


inal cost is the only 


a business lifetime and are 
onditions, Fire resisting, 
han: 


ii 


business under all « 


climatt ( res, rodent. 


unatiected by o 
vermin and dust 


mum filing capacity and 


proot they give maxi 


occupy minimum 


space ' 
They are strong and rigid, no matter how 
heavily the drawers are loaded or how high 
the cases are the drawers will not 


bind but operate smoothly and easily. 


stacked, 


steel transfet 


\re you prepared to supply 
cases for the midseason transfer period ? 


] 


Our and discount will interest vou 


Aurora Metal Cabinet Works 
AURORA, ILLINOIS 


368 Broadway 


pt Ces 


New York Office: 
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Care, Arrangement and Sale.—By Harry A. 
Tompkins, Manager, Office Furniture De- 
partment, Scrantom, Wetmore & Co., 

Rochester. 
inion that office furniture stock s 


IS our 0] 
located in the most favorable space to be 


else, well and good 

the stock ought to be displayed Im thie 

space in the store 

Simply from the standpoint of attractive 

othice furniture should be arranged 
possible showing 

costumers, etc., as 


ng cabinets, safes, chairs, 


will appear in a regular office. But fron 
indpomt of selling we think they ought 1 
ranged so that like goods are grouped; that 

together, chairs together, filimg cabinets together 
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Mv ’ 5 r For Direct-Name Guide. Made of gray prees- The Direct-Narme F r. I } there red tab ‘‘out’’ guide or folder 
t rd with ceiluloided t Last 4 is able r I ss removed correspondence 
I we as ¢ ary manila N or a - check against lost papers. 
N . T . ft bers are in seft rows, even nun : against nm « Tabe are ,ir t « nd that these guidcs or 
f rs actas guides in transfer rig unbroken row « used where there are more 
or two persons in the office. 


The Right Way to Sell Filing Equipment 





\ * When you have 
' ; ect mers select a system 
hem to attain the 

‘ é é iency in their work 

' “Y and E”’ filing 
W ippearance is essen- 
method nuine mahogany, or 

ve finished steel. If 

ca It ZA of records to file, 

g ‘“‘horizontal’’ sec- 

‘ 1S é ( yu be the best type. If 
a ~<A ae ng and help REG.U.S. PAT. OFF. the e ri i igh you should recom- 
| le whether an Alphabetic, a Nume ; Direct met either ‘‘Super-Wood r “‘Fire-Wall” steel cabinets 

ited al I 1 other type of syste best We offer all tl ‘ pment for ry kind of record keeping. 

Tell them about 1 lifferent If you haven't “VY and E italogs of both filing 

oy nd E” guid nd folders—varving in strength, equipment and tet pp! ; i them today. Also 

e, so t every detail will conform exactlh ask for special literature f ning any of the following: 








Vertical Filing Systems 
Steel Shelving Systems 
‘‘Safe Files’’ for Blue Prints 
Wood Filing Cabinets 


Shannon Arch-File Systems 


Efficiency Desks 


Card Index Systems 


Machine Accounting Equipment 


Record Filing Safes 





Stee! Filing Cabinets 
Card Record Forms 
Transfer Cases, Etc. 


YAWMAN-ADFRBE MFG.(. 


655 St. Paul Street, ROCHESTER, N. Y. 


Makers of “ 


Branch Offices: Boston, Spr field, Mass., New Yo 


Follow-up Folder 


Y and E”’ 


tk. Alba Newark, Philadelphia, W 


cies and Dealers i f an 120 her A Bg my remtige The Off Sr alty Mig Lt 


Filing Devices and Office Systems 


Pittsburgh, Buff Cleveland 


Optional Styles of Individual Name Folders 


Binder Folder 


Pressboard Expanding Foider 
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Kansas City, Sa 


Newmarket, Ont, 


n Fran- 
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Expanding Vile Pocket 


Expanding Folder 








Laat e 


sod 


ee ae een 


- 


TB eee ee gee OY, 


enimbne 





O4 














— owe eee ee 





r-~- Eee 2 ay - 7 Send for our New 


OFFICE APPLIANCES 





THE ARMOR 
PLATE OF 





great question was whether we should 
build wooden ships to meet a temporary 
emergency, or durable steel ships for per- 
manent use in competing for world trade. 
But when you consider your filing problem 
there is no question of expediency—steel 
cabinets are as quickly secured as wooden 
and | their durability makes them a per- 
manent investment. 


BERGER 


Steel Filing Cabinets 


—will be as good fifty vears mounted on roller bearing sus- 
hence as they are to-day. Their pensions which will operate 
construction guarantees perma- smoothly and silently through 
nent protection for your valu- years of constant service. Fin- 
able documents and correspond- ished in neutral olive green and 
ence—keeping it safe from fire trimmed with brass hardware- 
—rats and mice —dust and they will be an attractive addi- 
time. Berger files do not split, tion to your office. The cost 
warp or rot—drawers are is reasonable. 


[ the recent shipbuilding controversy the 





The Berger Mfg. Co., Canton, Ohio 


Boston New York Philadelphia Chicago 


St. Louis Minneapolis San Francisco 


Export Dept.: Berger Bldg., New York City, U.S. A. 


Branches: 





Catalog H-48 


(Mail to nearest office) 


The Berger Manufacturing Co. 

Gentlemen: As advertised in June Office 
Appliances, please send free copy of your 
new filing equipment Catalog No. H-48. 


This cat og shows 
our complete line. It’s 





Name . rr , 
—_— 1 mine of information 

Address for the buyer and user 

City f filing cabinets. 


State 
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Steel Filing Cases 
and the War 


During the past year the 
manufacture and distribution of 
Steel Filing Cases has been car- 
ried on nudcr ever-increasing dif- 
ficulties. The withdrawal of in- 
dustrial workers into the ranks 
of the army, together with the 
demand of war industries for 
skilled workmen. has_ brought 
about a scarcity of labor. This 
labor shortage will be more 
keenly felt during the last half 
of the year. 


\t the present time there is ¢ 
great scarcity of steel sheets,an 
plates owing to the Governmen 


l 
1 
t 
requirements, which will con- 
sume the greater part of the out 
put of all the steel mills in the 
country for months to come 


Transportation facilities are 
till being taxed to the limit | 

handle shipments of war orders, 
and it quite frequently | 
that filing cases cannot be shippe 


ippens 
1 


tt r 


; . - 1 P we 
laor several Weeks Lite?! e of! 


ders are completed. 


Owing to these conditions 
dealers should anticipate their 
customers’ requirements 

to carry at least a small stock of 
the popular sellers on their floors 


While we have not been able 
to give our dealers the service 
they are accustomed to receive in 
normal times, we are giving the 
best service that is possible, 
under present day conditions. 


It is manifestly impossible 
for our country to carry a war ot 
such magnitude to a successtul 
conclusion without a general re 
adjustment of business. 


Many of our dealers, realiz 


ing that delays in filling orders 
are bound to occur are now cat! 

rying larger stocks. ‘he deal>r 
vho has built up a filing equip 


1 
} 


lent business and who is an <1ous 
to give his customers tl 
possible service, wei oO se 
his business to existing condi- 
tions and place his stock order 
now that he may be al » take 
care of his customer’s requirement 


1 


in the best possible 


The Berger Mfg. Co. 
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The Office Desk and How to Use It 


By R. M. Nicholson, Advertising Manager, The Berger 
Manufacturing Company, Canton, Ohio. 


QO * NEARLY every desk is a telephone and, 
therefore, it may practically be considered a 


1 


unit of the desk. In a large percentage of cases the 


telephe ne is not used as it should be and the total 
amount of time and temper lost during a_ business 


dav thru careless telephoning is astounding. 


ot 


1 
I i 


The writer recently made a stop watch test 
telephone conversations noting the time required by 
different speakers in delivering the same message 
Figuring the difference in time consumed by the 
inefficient user against that of the efficient user and 
multiplying by the average number of telephone calls 
United 


made each day over the Hell lines thruout th 
States it was found that every day there is a total 
waste of several years thru the incorrect use of the 
telephone or example compare the two following 


conversations 


The Wrong Way. 


Is this the Blank Mfg. Co.? 
“Yes 
‘Well, I want to tell you about our new billboard 
preservative. It is the best stuff on earth—’”’ 
‘Just a minute.” 
“The price is almost nothing and 


“Hold on a minute, will you? You 
want to talk to our Mr. Smith.” 

“Oh! Will you please call him?” 

‘I suppose so.” 


The Right Way. 
“Blank Co., Advertising, Wiggins 
talking 


‘Lam Mr. Carver of the Billboard 


Supply Co 

“You want to talk with our Mr 
Smith. | Il call hin 

You may feel that the above is ex- 
aggerated Hlowever, if vou will ob 
serve you will note many conversa 
tions eq S pe handled as our 
mrst ¢ 1 ( 

\nothe strati iken from life 
- — ~_ 1 good 
custome ( yg it] otfended 








thru a few words carelessly spoken over the telephone. 
The customer called up a manufacturing concern to 
find out when his goods would 
of connecting him with the head of the service depart- 


be shipped. Instead 


ment the operator gave him a connection with the 
shipping department. When the customer inquired, 
“When may I expect to get my goods?” the answer 


know, Louie ain't here?” 


received was, “llow shou 
This particular customer was very much disgusted as 


he felt he had a right pect a more satisfactory 


and intelligent answer fro 


is source of supply. 
It should be the rule in every office, large or small, 
g 


that every telephone inquiry must be answered cour- 
teously, clearly and concisely. If the one receiving the 
message does not have f information he should 
diplomatically and courteously refer the inquirer to 
the proper person, or better still, see that the proper 
person gets on the tine 

No matter how irritated may be the attitude of the 
customer you cannot afford to lose your temper or 
show irritation in any way, otherwise you will never 
know how much business you have lost thru care- 
le Ssness 

The Desk a Working Tool. 

Each desk should be ; rking tool, not a storage 
bin or filing case. If you have a chisel and use it for 
driving screws her a good chisel nor a 

good scr iriver. It is the same 
the desk, if you use it to store 
sorts of plunder and junk you have 
her a good storage bin nor a good 

sk f ise it for a filing case 
good filing case 

ur office should be 

or useless accumu- 
ns dis | and all papers which 

g filing cases placed 

e im the desk of 

sa s. or any other articles 


seldom, is ineffh- 


smallest concern can 

e for such stor- 
es that it will be 
get up from your 


s place to find the 
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sample or the book will be many times offset by the 
added service you will get from your daily use of 
your desk. 

Every desk should be standardized with places 
provided for everything and everything in its place. 
While different sorts of work will require different 
standardizations, we give here a model sample as 
a guide. 

On the desk there should be two baskets, an in- 
coming and an out-going. [Everything coming to the 
desk should be placed in the “In” basket and not laid 
on top of the desk, perhaps to cover up important 
work or perhaps to be unseen for some time. Every 
thing going out should be placed in the “Out” basket 
and not on the corner of the desk where it may get 
knocked off onto the floor or into the waste paper 
basket. 

Double, triple and four desk trays may be necessary 
for some desks but these should not be used for 
storage but should simp!y be used for facilitating 
distribution of papers going to other people in the 
department where it will not be practical to use the 
general out-going basket. These trays should be 
empty most of the time as their purpose is to keep 
papers moving and not to store them. 

The middle drawer of the desk should have a com- 
partment across the front divided to hold small clips, 
large clips, rubber bands, pins, etc. If your desk does 
not have it a carpenter can install it in a very few 
minutes. The advantage of having the clips, pins, 
etc., so located is that this drawer can be kept open 
about three inches while working and clips can be 
taken without either bending forward or hitching the 
chair. If any are spilled they drop back into the 
compartment and no harm is done. 

Back of this divided tray should be one long com- 
partment the full width of the drawer and about three 
inches wide to hold rulers, pencils and such tools. 
The remainder of the drawer can be used for the 
storage of material used less frequently or record 
books or miscellaneous property. 

The upper left hand drawer should be used for live 
current work. Where necessary the second left hand 
drawer can also be used for live current work but in 
the majority of cases the top drawer is enough and 
the second drawer can be used for current work not 
quite so live or what might be termed pending. That 
disposed of. It may be something such as_ the 
is work to be taken up after the urgent work has been 
preparation of a catalog which you work at from day 
to day as opportunity permits. The third left hand 
drawer can be used for the same purpose. 

The upper right hand drawer, front half, can be 
used for scratch pads, form pads and such blanks as 
you use constantly. In working this drawer is kept 
partly open so that you can conveniently find the pad 
you want and, in fact, by keeping pads piled properly 
you will soon be able to locate the proper pad without 


looking. 
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The rear part of this drawer can be used for what 
might be termed discards; papers that you think you 
might want and hesitate to throw away, such as extra 
copies of letters or other records. No copies vital to 
the business or belonging in the file should be kept here. 
This space is merely for the peace of mind of the man 
who hesitates to throw anything away because it might 
come in handy some time. In actual practice the 
drawer is probably not referred to but once or twice a 
year for looking up a record and some men will not 
bother to save the discards. 

The lower right hand drawer can be used in two 
ways. First for the storage of catalogs and reference 
books which are constantly vsed and which you want 
within reach all the time. The back part of this 
drawer can be used for dust rags, etc. The other way 
to use this drawer is to fili it with folders properly 
labelled carrying such records and information as are 
necessary to your work and which do not belong in the 
files. As a rule, however, too much of this material 
is carried in the desk and a frequent review of the 
folders will show some papers that can be discarded 
and others that could go to the files for permanent 
storage. Where there are any number of folders 
required it is far better to have a one or two drawer 
transfer unit or filing case |ucated beside the desk. 

The top of the desk is the working surface and 
should be kept as clean as possible. If all urgent work 
at hand is put in the upper left hand drawer as recom- 
mended, then you can take out that which you wish 
to concentrate upon, dispose of it, and go to the 
drawer for more work. When you reach the bottom 
of the drawer you know that you have cleaned up the 
immediate work and are ready to drop down to the 
drawer below for the less urgent work. 

By having the desk clear and working upon one 
subject at a time your mind is not distracted, your 
papers are not misplaced and you accomplish more 
and do it easier. Furthermore, by having a certain 
place in the desk for the different papers, materials 
and tools, it saves confusion and gives you the com- 
forting feeling of security in knowing where you are 


at all the time. It is not necessary for you to plow 


thru every drawer of your desk, perhaps a four tier 


tray and a heaped up desk top to feel secure that you 
are not overlooking anything. Your live work will 
always be in the same place 2nd your second important 
work in the same place. 

Your desk then should be charted. That is a small 
map drawn indicating where you keep things and this 
can be fastened, by means of thumb tacks, to the left 
hand slide. Then when you are absent, on account of 
sickness or otherwise, an assistant can locate papers 
wtihout disturbing your entire desk and you can feel 
sure that current work is being taken care of because 
he knows where to find all of it and no doubt is left in 
his mind and you also have a feeling of security that 
your desk insures proper attention to work at hand. 

The papers on each desk should be weighted down 
at noon so that they will not be blown away should 
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Filing Desks 


Have Drawer Arrangements For 
Most Any Filing 
Requirement 


ry” ‘ oat ° . . & 

These varied arrangements are accomplished by selecting from an assortment of ten 
kinds of drawers designed for the filing of different sizes of index cards, checks, 
vouchers, folded and flat Letter and Cap Size papers----in fact any business papers 
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that are to be filed and classified for quick finding. Desk illustrated here has the 
new built-up, five-ply, cross veneered top, 54x30 inches in size. This new length in- 
creases the distance between pedestals to 21 inches. Left Pedestal is Letter Width, has 
slide shelf, storage drawer, drawer for filing cancelled checks and large drawer for 
correspondence. Wide deep storage drawer between pedestals. Right Pedestal is 
Letter Width, equipped with slide shelf, drawer for filing 3x5 record cards, one for 
4x6 record cards and large correspondence or catalog filing drawer. All drawers are 
223, inches deep inside; operate on indestructible fibre rollers; cannot be pulled out 
accidentally but may be easily removed when desired. Regular finishes are Golden, 
Natural and Weathered Plain and Quartered Oak or Birch Mahogany. We will be 
glad to send any dealer Catalog showing many other arrangements in both single 
and double pedestal desks as well as our dealer’s proposition. 


The ffs Manufacturing Co. 


162 Union Street 
Monroe -:- Michigan 


New York Office—368 Broadway Chicago Display—511-515 S. Wabash Avenue 
Also made in Canada by Knechtel Furniture Co., Ltd., Hanover, Ontario 
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Sf Fibre Boat 


Light 
Practical I 


Fibre Board Office Specialties angpeasing 
where Card Systems, Filing Dele. are 
various departments, etc. Ovwileir low 
ness, they fill many wants espahere fi 


z 





Fibre Board Vertical Transfer Cases 
These are strong and durable files, made of tough fibre board, with cloth re-enforced corners and 
covered with mottled Agate Paper. Hold the entire contents of an ordinary vertical letter filing 
drawer. Made in two depths- 20 inch and 25 inch. Shipped K. D.~Folded Flat, in packages 


approximately 2? inches high. Get quantity prices. 
Fibre Board Vertical Letter Files 


Are made in three capacities— 4 inch, 5 inch and 
6 inch, and in Letterand Legal Capsizes. Cloth 
re-enforced corners, drop front, cloth hinged top. 
Have ring pul! on end foreasy handling. These 
are exceptionally handy files for orders, bills of 
lading and special inter-department, correspond- 
ence, etc. 


Sfee Security 
Mailing Envelopes 





= Are made of tough stock, which bends but does not break. The lock 
= _ works automatically, so that contents cannot be removed without destroy- 
= ing the lock or tearing the mailer. Made in a large variety of sizes to 
= accommodate all standard sizes of photographs and other mailable materia! 


Put up in handsome display boxes for retail sale. 





Ufc Wood-Back Invoice Books 


A large variety of sizes is included in this line, all being made with 
wood backs, into which the leaves are wlued and riveted. Leaves cannot 
be pulled out, backs cannot break. A variety of bindings make this a 
very desirable line. Sizes 114x16} and 123x116}. Get #& Catalogs ot 
Office Specialties for complete information regarding these salable books. 


solid 


ifs Box Letter Files 
There are 16 different kinds of Box Letter Files listed 
in the Yes Stationery Supply Catalog. There is a wide 
range in price to take care of almost every Box File re- 
quirement. "Easy Clasp" and "Modern" Files shown on 
FAS i this and opposite page are 
——— | ee leaders in this line. 
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Ask for the Cataloy now! 


att 


The Sf ito Manufacturing Co 


162 Union Street 
Monroe -:- Michigan 
New York Office—-368 Broadway 
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isptationery peclialtles = 
= 
S 
1 Economical = 
€s ampeasing demand especially in offices = 
g e. are first being introduced for the = 
Owbeir low cost, strength and compact- = 
espfhere files are not to be permanent. = 
= 
; ~e = Pe 
Fibre Board Card Index Trays = ia 
We offer 3x5, 4x6, 5x8 and 4x9 sizes in these substantial trays for Index Cards, Cancelled Checks, Ete. = b 
They are very substantially constructed of fibre board, with cloth re-enforced corners, covered with = fe 
Black and White Marble Paper. Covers are separate. Plated pull and label holder oneachtray. = : 
1 The steel, self-locking follow block operates on round counter-sunk rod. They are very practical = is 
i files of immense popularity. = t 
’ e . . . ; , = ti 
| Card Index Cabinets with Fibre Board Drawers = rt 
= +B 
f lhe drawers of these cabinets are constructed like = er 
the trays described above. Thecabinets are made = ui 
of Stained Hardwood— = ; 
a serviceable and attrac- = 
"a tive in appearance. Made = 
\ uf ‘ . a = 
“e intwo, fourandsix draw- = 
4 ° ~ —S 
4 Fé ersizes for 3x5 cards, and = 
re two drawer size for 4x6. = 
, ¥ Document Transfer File This substantial fibre board file has a tapered = 
ae tray which holds papers up to 48x10 inches. 
ie Capacity about 114 inches. Cloth re-enforced corners and covered with 
ih Mottled Agate Paper. Has metal label holder and drop handle. FEasily ac- 
cessible for transferred Documents, Envelopes, Collection Papers, Ete. 
2 @ “ 
¥fz Wood Back Scrap Books 
| Three sizes each of nine kinds of Scrap Books are listed, offering a large variety 
in bindings and sizes. Manila, white and grey leaves. Also made without the = 
i words "Scrap Book" for use as albums, ete. Solid wood backs from which the = 
| leaves cannot be removed, except by tearing. Space is provided for expansion. = 
| *--* | 
Get Hz Catalogs 
of Filing Devices, Specialties and Se 
tional Bookcases Our lines are most 
complete and varied to meet almost a! 
needs. ur co-operative advertising a 
' service is valuable and greatly appr = 
ciated by our dealer friends. We offer: = 
attractive values and advertise our goous = 
at retail selling prices which provide for a liberal margin of profit. == 
If you do not know all article n the #s& line, write now for = 
information = 
oe. . = 
The ¥/2@ Manufacturing Co. = 
: 


162 Union Street Monroe, Michigan 
New York Office- 368 Broadway 
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Compact and Horizontal 
Filing Sections 


Meet the Demand for Various Filing Necessities 
in the Offices of Executives and Department Heads 


ural but any of the 
other listed finishes 
may be had. Com- 
pact Sections are in- 


Compact Sections 





Are made 18 inches 
wide and 15 and 24 
inch depths. Are in- 
terlocked by an invis- 
ible device which 
prevent sections from 
toppling or moving 
when drawers are 
withdrawn. Also pre- 
serves accurate fit and 
perfect alignment. 
Thirty kinds of sec- 
tions enables one to 
arrange a stack that 


=I) 
= will provide filing 
= 
= 
= 


expensive consider- 
ing their excellent 
workmanship, con- 
struction and hand- 
some finish. 


Horizontal Sections 





Are the result of a de- 
mand for filing sec- 
tions that will inter- 
member with We 
Receding Door Book 
sections. Made in 28 
styles, capacities and 
sizes to meet almost 


space for almost all 
of the standard sizes 
of business papers 
and record cards. 
The fronts of the 
large drawers in all 
sections are of five-ply 
veneer, a recognized 
durable construction. 
Sections align with 
but do not intermem- 
ber with the Horizon- 


every business and 
professional office re- 
quirement. Are 34 
inches wide and 15 
and 24 inches deep. 
Beautifully figured 
Quartered Oak in 
eight stock finishes, 


Combination No. 2049 





Height 52'/4 Inches 





tal Line. Made of Conatete of io. 68 Tup, Se. 65 Sas Cond Section, Be, 98 favete also Birch Mahogany. 
solid, seasoned, Quar- page te 7 eewcad cg peor chen teesraar merle soggy As a present or pros- 
tered Oak and Birch the Sing of Catalogs. TheCerd index Section pective Sz dealer 
Mahogany. Regular pers f all the poeta irae sg you want to become 
finishes of the Oak a = — Citcutns familiar with these 


are Golden and Nat- two sectional lines. 








The Sf Manufacturing Co. 
162 Union Street 
Monroe -:- Michigan 


New York Office—368 Broadway Chicago Display—511-515 S. Wabash Avenue 
Also made in Canada by Knechtel Furniture Co., Ltd., Hanover, Ontario 


Till mrt ttt ttt mm TTT 


SVUAIANDANUNAAUAUNAUAN DUUUAAUEAUAAD EAU EAD EAU EAU AU TAA EUAN EA EA EAD EA EATEN 

















June Igis 


a window be opened. \t night every desk should ec 
clean. Nothing should remain on the top of the desk 


but the distributing trays and ink wells and perhaps a 
Chis 
work in the morning and find an inviting looking desk. 
You 


will find too that work which looked very formidable 


daily reminder pad. means that you come to 


You are not immediately jammed into a muddle. 


the night before does not seem like so much if it has 
been properly distributed and you can take it accord 


process 


ing to its urgency and dispose of it, which | 


will be assured by a proper desk arrangement. 
Furthermore, in case of fire, a sprinkler head will 
burst and papers exposed will be destroyed. If they 
are in the desk they are protected from water and to 
a considerable extent from fire. If it is necessary to 


remove furniture while a fire is in progress the house 


= 


is in order and when the desk goes out all papers go 


1 
| 


and are not knocked off onto the floor to 


» or otherwise destroyed. 


with it -“ 


soaked, burned uy 
\ll of this seems obvious but its simplicity is its 


The 


originator of all these plans. 


water 
recommendation. writer does not claim to be the 
He simply has gathered 


information from all sources coming to his notice and 


for nearly a year has had these methods in active 
] ers who handle off 
7 ipt da prominent feat lvertts 


101 


ractice with most satisfact results. 


At first study 
different suggestions from different sources 


¥ ] 
or tnese 


it hardly seemed 


method. It 


to change from the old 
was like learning to drive an automobile 
a little awkward, and there was doubt in our mind 


as to whether anything ha n gained. However, in 
a short time the new w became habits and we 
found them easier than the old. Movements in con- 


k became automatic and 


nection with the use of the 


we were able to find things without looking. 
\ lawyer who tried out this system upon the sug- 
gestion of the writer wrote a letter stating that he 


with his work to know 
An insurance 
nished at the amount of 


had not really been cz 
w he re he was al wo years. 


man stated that he was ast 


time and eftort saved As 


1 


retary of a club advised 
preparatory to stan- 
ncovered papers and records five and 


in a desk which was 


irs Ol l I 
being used as a junk box. Other men in different 


occupations have, to the riters knowledge, put 


these plans into operation, adapting them, of course, 
to their particular needs have found the results 
most excellent. 
} pf Mars 

| ‘ ( riunigt 








Goods and Service Chief Factors in Success 


Ey Herman H. Cast, Vice-President of the Western Lith- 
ograph and Office Supply Co., Wichita, Kans. 


W BELIEVE that a complete line of  ofhee 
furniture, such as desks, chairs, wood and steel 
fling cabinets, is absolutel necessary for the stationer 
who w ( ( ost there is to be made out of 
his bus Our re for saying this is that most 
large Ss prete have their entire ccount with 
one houst We ha found that when we obtain 
order 1 e fur naturally brings with 
ce order for oftice supplies, without any competi 
tu I IES 
Our re for s ng in the office fur ; 
Nes se Si of our custo t 
ot tl I ( t 11" ind the or 
: Css Wt e same concern 
thie ed their f re. From our 
rniture business, 
the s bet uipped to hand 
1 the Id furnitt 
Phe oe in kes ve 





ito a de store that does not 
specialize in certain lines The household furniture 
eal . furniture as a side line, 
ne reason that it not carry such a large 
margin of profit as | r lines, and in most 
nstances, a ry low pi grade is carried. This 
‘ r furniture dealer more 
he carried 1 ft furniture at all. 

\ large ley t! nt stor our city, who Carry a 
t 1st furniture, attempted to 
ess a few years ago. 
yg afterward told us 
department store to 
furniture department, 
was also carried; 
s due to the average 

s Aichi ‘ : on tment store. 
\\ oner carry desks, 
ing cabinets and a 














APPLIANCES 

















Makes a Work Chair 


A Rest Chair 





A felt chair pad, plus a thick, soft 
cushion! It makes an instant hit wher- 
ever shown. 

Prevents the shine on clothes and 
saves wear. 

Does not wrinkle up between the 
legs, and yet slides easily on chair seat 
with every move of the body. 
sine Biach or Bpanteh arti: A real cushion 
ficial leather on bottom and its soft comfort fits 
Top covered with best quale the form, and pre- 


ity felt in brown or green 


eatin Saiet rere, vents that “sitting- 
ae on-a-board’’ feeling. 

The Economy Cushion keeps all the 
pep and go in action—no running down, 
because there’s no physical strain to 
cause it. 

Adds a tone of elegance, success and 
luxury to any office, and yet the price 


is within reach of all. 


Get A Sample 


Examine the Economy Cushion at our expense. We'll 
send samples on memorandum, carriage prepaid, to dealers 
properly rated. If not satisfactory, return it at our expense 

but you won't want to return it, after you've seen it, 
and you'll see the profit possibilities—and go after them. 


Economy Seat Company 
3132-36 S. Canal St. CHICAGO 

















complete line of filing supplies. In our filing cabinet 
department, after a good many years of selling files 
and taking orders for filing supplies, we woke up to 
the fact that we should reverse this way of doing, as 
the customer should first be sold the filing system, 
and then we find we have very little difficulty in seiling 
him the kind of files we think he should have. 

We are endeavoring to create a feeling with our 
trade that they may come to us with their filing 
troubles, knowing that we will take care of them, and 
as a result our filing cabinet and filing cabinet supply 
business has about doubled. 

It requires a great deal of floor space to display 
office furniture properly. If we had only a limited 
space we would study the trade conditions in the ter 
ritory we hoped to cover and then put in stock a few 
patterns that would take care of the greater part of 
this business. Regardless of how fully stocked an 


1 


ofthce furniture department is, it cannot get all the 








— 





Herman H. Cast. 


business, and we think that sometimes some concerns 
invest too much money in cftice furniture. Unl 
this department is watched closely it will show a 
loss at the end of the year. 

In order to make the office furniture department 
success, the newspapers must be watched tor 
arrivals and announcements. The managers of ofhice 
right with them, will give 


buildings, if a firm is 1 
valuable information It is also a good idea to be 


on friendly terms with traveling salesmen who 


the territory adjacent to the city in which you are 
located. Transfer companies and elevator boys 
also help out in keeping in touch with new offices. T! 
city salesman’s eyes must always be open and he 
report any changes that are being made immedi 


to the house. 


ld 


\ competent man should be in charge of the 
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“Protect Your Records— 
Your Fire May Come Next” 


“Caution,” as here characterized, is carrying this message of warning 
to thousands of business and professional men everywhere. 

He is awakening a realization of the true worth of business records and 
documents. He is proving the constant menace of fire hazards—many 
risks few men know to exist. He is preaching the gospel of protection. 
But it is not enough that men be impressed with the importance of these 
| vital facts. It is not enough that they make a hurried, unadvised effort to 
safe-guard these priceless possessions. They must know which container 
offers the best possible protection combined with those other features 
which make for efficiency. 


THE SAFE-CABINET 


**The World’s Safest Safe’”’ 


And so “Caution” tells of the evidence that 
has made THE SAFE-CABINET the foremost 
protective device—“The World’s Safest Safe.” 
He offers proof to back up every statement—not 
mere claims of superiority. 


| Where Do You Keep Your Records? 
This question is for both you and your cus- 
tomer—the men who depend on you today and 
to whom you must answer after the fire. 


“Caution” says: ‘ ‘Investigate THE SAFE- 
CABINET now!” 


THE SAFE-CABINET COMPANY 


Originators and Sole Manufacturers of THE SAFE-CABINET 
MARIETTA, OHIO 


= a Caution Says: 
| 
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KEEP UP TO DATE 


Write for our new Price List No. 19, issued May 25, 1918 


Bicco Vertical File Folders Every Dealer and Consumer 


ae a Should Know 


Thieds . ‘ ‘ . 
t—_—_—— that the quality and workmanship embodied in BICCO 
i ~ <1 folders represent the experience, foresight, ingenuity, 
and knowledge of men who pioneered in the upbuilding 





| "Samana dana seinen of modern business system. 
Vhen you deal with Boston Index Card Company, you 
are served by men who know—men who were the first 
successful progenitors of the Card System and the Ver- 
| tical File. 
| : , 
Manila—four grades: Pressboard—two weights. 
| | Straight-edge—tabbed—expansion. 


Letter, Legal, Invoice, Order, Document, Checkfile. 
Plenty of stock for prompt delivery. 


For All Vertical Filing Systems Behind “*Bicco’ , Service 


Is a courteous and efficient management 
— 2 ; —— equipped with the knowledge and experience so 
YOUR SECURITY essential to the manufacture of filing supplies of 
PO any the highest character. | 
A modern plant equipped with the latest types 
[QUALITY(B| (0) SERVICE} of special machinery, where every method pos- 
sible is employed in cutting manufacturing costs 
ball to a minimum. 
REG. U. S. PAT. OFF. An experienced and well trained force imbued 
with the ideals of the management and thor- 
oughly capable of maintaining its standards. 














Bicco Vertical File Guides 


The Difference in Price | ana 
































is not great between the high grade guides supplied by J otrirds SZ 
Boston Index Card Company and the cheap grades often Bl, Mithagils Lili.uhs 
rs ; : : ye : PSR ~ ~\ SSS 
furnished. But there is a decided difference in the wear- GASSER = = 
ing quality. Our guides are made from the best raw \ S = 
material available and are manufactured under the su- a, HO Lh ] 
pervision of men of long experience in manufacturing 
vertical filing supplies. When you buy Bieco guides you 
buy more than pieces of cardboard with projections cut 
out of them. You buy guides especially designed to fill = | 
filing requirements. 

Manila—Pressboard— Plain—Celluloid — Metal Tipped 
Letter—Legal—Invoice—Order— Document — Checkfile. “| 

LO 
Special ruled and printed forms to order For All Standard Vertical Filing Systems 


Tab cards of every description. 

Cards in four grades, seven colors each, and four thicknesses. 
Every card cut accurately, ruled accurately, printed accurately. 
Insist on our trade mark for your protection. 


BOSTON INDEX CARD CO. 


113 Purchase Street, Boston, Mass. 
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furniture department becaus» the head of the concern 


buying ofhce furniture usuaily takes care of the mat 
ter in person, and the salesman in charge should be 
in position to talk intelligently to these men becaus« 


often times they are impatient and their time is worth 


real mone’ The quality, construction and 


points of the goods should be brought to the cus 


tomer's attention in a very few words. 


othce furniture department 


i 


The service end of the 
many dealers We believe a competent 


and finisher should be employed by 


is neglect 
cabinet mat every 


stationer who handles office furniture. Customers can 
then be given service that pays 


I 
We hav« obtained Somme 
our customer about our service department. We 


telling 
call 


etition 


ery large ore 


to mind one instance where we had keen com 


on a complete bank equipment. The prices quoted 
were about the same, and we were called | ack the 
second time before the committee buying the furniture, 


when the chairman of the committee asked us if we 


had any ‘special to ofter. Wi rephed 


that if they referred to the price, we had furthe 
iN f ( I 
, } ( Ce rf? , 
test help 7 } 
} Iepartn ni 
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but that we would like for them 


inducement te 


to consider the service that 


e could give, today, to- 


morrow, or next year, whenever they needed us— 
locks 


dithcultt s s ould come up. 


drawers should stick, the refuse to 


All that 


lo was to telephone our 


if desk 
WoO! k. or 


it was ne for them to 


Cssa&y 


partment, and our man would take care of 


I 


7 
them without charg 


We consider our furniture service department very 
essential, because we are often called upon to repair 


furniture sold by our competitors. If there is a good 
live man in charge of this work, it will result in obtain- 


Ing many furniture orders that might go to the com- 


petitors. The expense of this department is charged 


’ 


to advertising. 


\ll prices of office furniture should be marked in 


plain figures, and no deviation should be made from 
this price lo make a success, one must hold the 
customer's complet confidence, and this can be lost 


most quickly by cutting prices or telling the customer 


; 
that vo an make special discounts. 
” this 
j } 4 iT jiven 
§ / } + tall 





An isweieal Sketch of the 





Office Desk 


By K. R. Dunton of the Doten-Dunton Desk Co., Cam- 
bridge, Mass.—Being the Substance of an Address Before 


the Boston Office 


Furniture Association 


March. 


Note [ aA l] iy t ! that Mr 
the invent f the roll-top 


emplo, f Stephen Smith in 


Dunton credits 
desk to a man in tire 
Boston between 1875 
Wr. Dunton’s information 

for while he credits the 
ed hus idea from t 


and 1878. Ile believe that 
in this particular is at fault 


inventor with hazin 


Venetian blind, we 


Burwell H. Cutler that 


Struction and operation the 


have it on the author 


N GIVING a brief history of the desk business, 

owing to the short notice which I have . 
been impossible for me to obtain any a dat 
other than what I could derive from memor 
experience im connection ith the desk busines 
since 188 

Pre R78 879, a man by the name of 
ote ( ~. nat ired the evlinde es 
and he | eon 1. Patterson & 





Delivered Last 

his grandfather, the lati bner Cutler, founder of 
the Cutler Desk Compan Buffalo, oy a applied 
the Venetian nd idea to the manufacture of roll- 
top desks, turning out the first one m 1872. Mr. 
Cutler, it appears, mbined his own ideas with a 
ertain type rtain, a description of 
/ he had found ina ft ation of Hepplewhite. 
said that top d since that day have 

followed the essential features of Mr. Cutler's desk. 
had a ice on | hill, likewise manufac- 

re 1 2. 3 ( OT es 

\fter the great Boston fire of 1872, when the new 
lings beg be erected, somewhere between 
875-78, there v man in the employ of Smith 
onceived t O ng the “O.-G.” arm 
the roll te th the flexible roll, he having 
tained the idea from tl peration of a Venetian 


a out tl | think it was in the 
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Why Every Dealer Should 
Handle Macey Office 
‘Equipment 


The Macey line includes filing equipment 
in wood and steel, filing supplies, steel safes, 
office desks and sectional bookcases. This 
complete range of office furniture constitutes 
the bulk of your total business. To be able 
to secure all these lines from one source is 
of first importance to any retailer. 


EASY TO SELL 


Macey equipment is absolutely standard. 
The Macey trademark is known as a guar- 
antee of quality and long service. Macey 
filing appliances in wood and steel are made 
right, sold right, and allow the dealer a 
good profit. Nationally advertised, widely 
used, favorably known— Macey office equip- 
ment is 


EASY TO SELL 


If you are not already a Macey dealer, it 
will pay you to write at once for catalogs 
and dealers proposition. 


he Macey Co 


GRAND RAPIDS, MICHIGAN 








year 1878), that George H. Derby (formerly origin- 
ator and largest owner of the Derby Desk Company), 
began the manufacture of roll top desks in a loft on 
Beverly street, with a very small capital.* (See note 
at head of this article.) There was a demand for roll 
and flat top desks for the new buildings which were 
being completed after the big fire. He manufactured 
these desks one and two at a time, but it was some- 
times difficult for him to sell them even in_ these 
quantities ; they often had to resort to auction rooms 
to dispose of them and get money to make more. 
However, the business grew, and some time in 1879 
or 1880 Mr. Derby built a factory in Somerville, 
about 100 feet long by 50 feet wide, with four floors, 
and the company was known as the “George H. 
Derby Company.” 

I became connected with the company in 188s, and 
at that time all the desks were made in cherry and 
black walnut. The price of the 4’ 6” roll top desk was 
$64.00 and there were very few flat top desks made 
in comparison with the amount of roll tops. Some- 
where about 1886 the manufacture of oak desks was 
started. It was quite an event at the time as no desks 
had ever been made in oak and it was quite a question 
whether these would sell, but after being put on the 
market it was only a short time before the manufac- 
ture of cherry and walnut desks was abandoned. 
Then shortly after, began the manufacture of desks 
in mahogany. Practically only one grade was made 
during all this time and the price always remained 
the same. 

The first attempt to manufacture any high priced 
desks was at the close of the first administration of 
Grover Cleveland, when he began to practice law in 
New York and the company had a call for a high 
priced desk. The writer remembers very distinctly the 
manufacturing of these desks and chairs for Cleve- 
land's ofhce ; and this led to a higher priced desk being 
placed on the market, whici sold quite readily. The 
George H. Derby Company were practically the only 
large manufacturers of desks up to somewhere about 
1&g0-92 when the Standard Desk Company, of 
Herkimer, N. Y., was formed by some young men 
in the employ of the Remington Typewriter Company, 
who had charg. of manufacturing typewriter desks 
for this company, whose success today is well known. 

All the manufacturers, who started during that 
time and after, practically copied and manufactured 
the same style of desk, which, as you all know, was 
the full pedestal desk, up to the time after the Balti 
more fire, when the Baltimore & Ohio R. R. Company 
erected their new office building, which was the first 
to be furnished with the so-called “sanitary type” 
desk, and this style of desk has been growing in 
favor, although it was looked on rather unfavorably 
by some manufacturers at the time. However, as 
you know, it has become universal in use and the full 
pedestal desk is practically obsolete as far as its 


manufacture is concerned. 
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Your Sales Must Go 


“Over the Top!” 


this year for big gains, because the Boys in 
France are depending on business at home. An 
established line of known merit may be depended 
upon to take your sales record “over the top” 
even tho your salesforce be reduced—for quality 
goods sell easily. 
Englewood Desk Sales 

are quick and consistent because men who buy 
desks know that “Englewood” stands for lasting 
desk service which may be depended upon. 

Handsome photo cards illustrating our complete 


line are being made up by the photographer. A 
set will be mailed to you upon request 


Englewood Desk Company 


5816-20 Lowe Ave. Chicago, Illinois 
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Security Efficiency Portability jg} Compactness ] 
} 
JOMES, SMITHS CO. DFFICE QUITFITTERS. 



































It Will Pay You to Make a 
Uhl Steel Window Display 


Our national advertising for the Uhl Steel Typewriter Table-Cabinet—and all other 


Uhl Steel Office Furniture—in The Saturday Evening Pest ani System is being seen 
by all the progressive, worth-while business; men of your community. 


The first page advertisement in the Post that it draws into his store interested pros 
of May Ilth produced many inquiries which ects who were remind I of the Uhl adver 
were referred to our dealers Another full sements which they nad seen in th Post 
page appears in the Post June 8th. Others and System. And smanship has no 
will follow at regular intervals throughout th: dithculty im turning those prospects int 
vear. System is also carrying big space ad iy¢ 
vertisements. The second page advertisement in the Post 

] 4 ( +} | ; 17 » 

The impressive, life-size window displa; appeared June 8th. Others will follow at reg- 

, ' ular intervals 
cut-out shown above will be furnished by us ; 
without charge. It makes a close tie-up be There are still a mt r of open tow 
tween the Uhl national advertising and the where a wide-aw ike omce equipment deal 
dealer's store Every dealer who makes a can make a profitabl nection wit! 


window display of Uhl Steel Furniture finds Write now for proposition. 


THE TOLEDO METAL FURNITURE CO. 
1138 Hastings Street TOLEDO, OHIO 
QHL STEEL 


‘labiz€ abinet 
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Take the 
“Step to STEEL 
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A window that won a prize.—One of the most effective window displays produced by Mr. Clark, bringing out forcefully 


the advantages of steel office furniture. 


with timely suggestions. 


Here its resistance to the elements 
water—‘‘They will not warp’’—while on the right we have fire—suggested, 
imitation, and beside it the placard, ‘“‘Fire—They can’t burn.’’ 


is cleverly suggested, for on the left we have 
of course, by means of a cleveriy arranged 
In the center is a neatly arranged display liberally placarded 


Getting Results from the Window 


By J. William Clark, Manager, Office Furniture Depart- 
ment, John P. Morton & Co., Louisville, Ky. 


Note.—The writer of this article has to his 


seven first, one second, 
displa\ contests 
from “The Rice Leaders of the World” contes 


also holds th 


in addition to a “Merit of 


record of 


credit 
and two third prizes in window 
Awards” 
t. He 


winning three straight first 


leemiay 
SPid 


INDO display work is an Art and the display 

man, in my opinion, tn addition to being given 
credit for his ability harmony of color and arrange 
ment of merchandise, should be classed in the front 
ranks of the firm’s salesmen. Why? Because he 1s 
a salesman silent salesmati we may call hi talk 
ing to the public through lis windows in his own 
particula: He does not have the opportunity to 
use some personal pleasing qualities of disy mn 
attractive manner of dress, or such attributes t 
with the merchandise itself so displayed, he creates 


that desir lem vhich will bring the tomet 
into the stor In th vav he really is responsible fo 
a large per cent of the actual sales in the stor 

He must be thoroughly posted on every article to 





prizes in one contest, the last mentioned having been 
held by the Art Metal Construction Company, of 
Jamestown, N. Y., 1917. In the following article 
he gives suggestions in window trims of metal furni- 


in 


ture, based on his past experience in creating prize- 
‘mning displays 


the talking points as 


to construction and usage, and then in as few words 
as possible on cards together with arrangement of 
the goods, transmit this information to the passerby 
(whose attention he has attracted) in as short a time 


as possibl 


During the early part of the century, little or no care 
vas given to window display, but today the more 
modern and up-t ite a ness becomes, the more 
attention is given to its windows, as the windows in 
these times are the itward expression of what kind 
of merchandis eing carried on by the firm inside. 

Pherefor dow d must be carefully 

ined. uggestion is to concentrate on some 
one point erage business man 
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WATSON 
STEEL EQUIPMENT 
for 
BUSINESS OFFICES 


The work of our plant is di- 
vided into two major parts— 
built-to-order and stock. 

Built-to-order work to meet 
the exact needs of banks, court 
houses, municipal buildings, 
and commercia! houses gener- 
ally has been a specialty for a 
number of years. This line has 
been sold through dealers al- 
most entirely. 

The Stock Units 
comprise a complete line divid- 
ed into— 

UPRIGHT UNITS—a com- 
plete line of necessary end 
cases, letter, cap, card index, 
document, check and bill files 
as well as a number of com- 
binations from this part of the 
line. 

Wide Sections and Half Sec- 
tions contain all of the devices 
offered in the Upright Line in 
smaller units. They are best 
adapted for private offices, 
vaults, etc., where space is lim- 
ited and a variety of papers are 
to be handled. 

The High for Court 
Houses consists of document 
file cases, roller shelf and plain 
storage cases, and cupboards. 

Desks and Tables are com- 
pletely covered in a high grade 
construction. Flat top, roll top 
and typewriter desks are of- 
fered with three sizes of tables, 
with steel or liaoleum tops, 
with and without drawers. 

Dealers for this work are de- 
sired in a number of the best 
territories. Such dealers are 
protected by exclusive repre- 
sentation not only on = stock 
work but on_ built-to-order 
work as well. 

Write for catalog and full 
information, to Sales Depart- 
ment. 


offered 


Line 


~ WATSON MFG. COMPANY 


Jamestown, N. Y. 


SURES LISLE Ss 





passes your window in a hurry, going to lunch or 


keeping an appointment, having stayed at his desk 
until within a few moments of the appointed time, 
and then rushing down the street. Now if there is 
only one point or article thai you are trying to have 
him see, your chances are much better than if you 
have several, as he may only give your display a glance 
and the value of that glance may be wasted or. lost 
on one of the lesser items or features. Another point 
to consider is that in devoting the entire window to 


one article, it is not necessary that this article be the 


much to the contrary. So 


most expensive in stock 
many merchants make this mistake, overlooking the 
fact that the small things are sometimes the opening 
wedge into an office to which heretofore the doors 
were seemingly locked to you. For an illustration 

I made a display of metal waste baskets with only one 
which read—“Are you 


large card in our window, 


proud of your waste-basket 7’ One man attracted 





J. William Clark. 


the display not only bought a basket but became a 
regular customer. 
In my experience, the 


playing metal furniture 


most successful way of dis- 
is to make the surroundings 
as life-like as possible. .\ complete office with metal 
desk, filing equipment, safe, etc. 
they would appear when in vse in an office, has never 
\We have had cases where 


arranged just as 


failed to bring results. 
man would carefully study the display in the window 
and then come into the store and ask the price on the 
outfit just as it stood. Another point in favor of this 
suggestive outfit is that in a great many cases a man 
in equipping a new office lacks the knowledge of just 
what constitutes a modern equipment—this is espe- 
cially true of filing devices, for few men just starting 
in business ever stop to consider how important it is 
to have an up-to-date filing system, until after some 
time has elapsed and they find themselves confronted 


+ 
i 


with the difficult problems which arise from an out 


date system. 
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Anywhere in America 


you will find Nappanee Tables 





in the shops and facto- 
ries where an inexpensive 
Utility Table, simple tho’ 


strong, is a necessity. 


a 
—in the office where a 
moderately priced table 
must be had for the extra 
clerk, mailing-room = or 
telephone. Ora good table 

* 

7 


to set in the middle of the 


office. 


—in the Director’s room 
where tables of conserva- 
tive design and character 
are demanded. 





Such requirements are filled from the comprehensive 
Nappanee Line—Oak or Mahogany, sizes 24°x36° to 42°x120. 


The new Nappanee Catalog tells all that is worth while about Utility, Office and Director’s 
Tables. It tells about Nappanee Tables for any use; about their special construction and 
durable finish—tells about tables of exceptional appearance that are a credit to any estab- 
lishment—without paying an excessive price. 


A copy of this book awaits you Mr. Dealer. Yours for the 


( 
y 


> . 7 ° } : ‘ , ] 
Now is a g ad time to piace your orde? 


MUTSCHLER BROS. COMPANY 


NAPPANEE, INDIANA, U. S. A. 
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Satisfying Your Every Demand for Quality 
Appearance, Efficiency and Service 


You may be too busy these days to bother about small details or specifications of needed or additiona 
equipment for your office——but, war or no war, you'll never be too nuch occupied with other affairs to recog- 
nize and appreciate the necessity of quality, finish or service of the equipment purchased 

No matter what the individual needs of your business svstem may be, there is a style and finish in 


| 





“B-M” Quality Equipment exactly suited to ti? reqareny ° your offi and at prices every 
progressive business or professional man is fully prepared and ready to pa 
Quality Filing, Equipment 
a A | 
Browne-Morse Filing Cabinets ees - with other furnishings ma 
are the recognized quality stand- e fle (| ll pil p 3 | had at all times. 
ard wherever filing equipment GPS fet Si BEB LL LY] It is especially recommended 
rf ' at \ Ge j i SS ih 1 1 7 1 
1S made talked about, old or r . . : : a to those who know what perfect 
used. Frat! Baal | Seal rin. [jy] office equipment should represen 
= : ++ in appearance, refinement, 
They are designed and made = = || = a gual ervice and influen 
; . 2 
by men who have specialized in f — an In a ' 
=o = )) = ; 1 a nutshell—it is for 
the production of equipment of =o te eo and fi who demand thi f 
this character for many years a = = and who want their office or offices 
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By men who know and cater | _2 me _} (i) = b ri 4 and ifie POP 
> ; ud and appreciation « 
intelligently to the exacting, ecas' | _ i ORT 
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BROWNE-MORSE COMPANY 


16 McKinney Avenue Muskegon, Michigan 


BRANCHES: 


343 Broadwa et . ' , , , ' 
Broadway, New York City 919 Liberty Arve.. Pittsburgh 109 N. Freder St., Ballimore 193 E. Jefferson Ave., Detroi 














There is, in my opinion, only one way to s 
that is to arrange the guides 


wi yuld 


them, 


metal filing cabinets, and 


d folders or cards in the cabinets just as they 


appear to the customer when, after purchasing 


he has the occasion to refer to them in his office. 
Fire—the very word itself makes one shudder—is 
one of the strongest points to emphasize, with water 
dust and vermin following in close succession. Tem 
perature must also be considered, so with soft color 
ones sut ling metal furniture, a cool pleasing 
effect is given—an especially good arrangement for a 


There are numerous wavs in which to 


j 


particular features, and with only 


these 


i little study and extra work some very pleasing effects 
can be achieved, one in particular—the electric fan 
with streamers of red tissue paper representing fire 
never I S y attract attentio1) 


\ little humor added to your window from time 


whitie 


| myself cater to tne 


artistic, clean-cut displays, still something appropriate 


for some special occasion once in a while repays you 


for your efforts. | recall a particular incident that 


happened at our There was a fire in our bloc! 
doors awa’ The next morning I took a 


only a few 
board which was charred and burnt from the fire, and 
placed it in our window with a large card which read 
‘From the Fire Nott it's wood—Art Metal 


surprising to see how many people 


iece of Ww d 
piece ) WOOK, 


please ne mos vas Se man approac! the win 
r the iT 
nd wrt } 
/ - the 
} , [ ns a ( 
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low with one of those cold business frowns on his 

face, and then see that frown gradually melt away 
as he read the card. 

) not use the first thought 


that enters your mind, but plan the wording just as 
vou do the displ Refrain from saying anything 
detrimental about your competitor's line, and above 


ll things avoid slang expressions, as the average 
business men is of the higher type and dislikes slang. 


hing that should be remembered: 


There is one other t 


Your windows are made f one purpose and that is 


to sell goods, that they are one part of your advertising 
just as your newspaper space is another, so do not be 
afraid to spend a little money in paint, lighting and 


some extra fixtures, for money spent on windows 1s 


never wasted. 

Note.-—Mr. Cla sent tl photographs of his prize 
window, one of which is re luced at the head of this 
article One of the remaining two windows shows a 
spider’s web at é ; é “The Web of Neglect.” 
The spiders in the we waitil for the flies are: Fire, 
Water and Dust This shows the behind-the-time office. 
At the other end the window is the modern office in 

ich th rniture steel. The center of the 

ndow is ver t taste announcement of the 
setter Business Shi vhi was on at the Louisville 
store durit é e¢ é e photograph was taken. 
The other pictut hows tl same window differently 
med, giving a timely : tion of steel desks and 

x de sa er end h a lay figure, a pointer 

, 1 the : imitation snow with the 


ard below, “The desk ly u to beat the heat. Two 
7 Art Metal Desks is window, by the way, 


1917, 


venty e dollar first prize in 





Observations on Steel and Office Furniture Generally 


By C. R. Thomas, Jr., of A. Pomerantz & Co., Philad 
phia, Penna. 


ge inet business, apparently, st I n 
has been note 


side line t 


come the main business of the steel furnitur 





of these institutions 
steel work are de- 


filing cabinets, and 


Idit most of the manufac- 

( ( to wood filing cabi- 

e foul { ' to add steel. Perhaps 

he argun el fil inets are mainly these: 


When proper! onstructed, the 
ion for recor In the broadest sense, they are 


offer a definite pro- 
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Business Men Like 
St. Johns 
Office Tables 


In the St. Johns 
line they find 
tables that re- 
flect their busi- 
ness personality 
express dignity 
and 
worth. 


substantial 
Every 
table is business- 
like, and has that 
appearance of 
stability that in- 
spires confidence. 





There are 
different designs 
of St. Johns Tab- 
les in oak, quar- 
teredoak,and 
mahogany 
In all sizes from 


many 


individual tables 
to large directors’ 


tables. 


St. 
with 


Johns tables 
half a 


chance will 


ar ) 


q 


themselves 
friendly 


show 
mighty 
money - makers for 
sell 


furnishings. 


x=: € 


men who office 


St. Johns Table Co. 


CADILLAC, MICHIGAN 

















not fireproof, but take care of 
the average run of fires. Th 
are more easily operated than wood and 
warping due to climatic conditi 


fitted 


ject to 
quently the drawers can b tight 


better protection against dust and dirt. 


In addition to the filing cabinets, the 
have developed the light wall safe, so tl 


t 


filing cabinet has had another opportun 
its value as equipment for the interior of 
It is 
cabinets or in 


doubtful whether the average dea 


office furniture can hope 


unle 


share of business today 
both 


inclined to believe that 


tact, 
the time is fast 


wood and steel, and in we 


barring any abnormal conditions or lack « 


material, when steel filing 








their contents agan 


ey require less floor sj 


are not 


ms. Ci 


ly and 


oe «68 Ue 5 
iat the ste 
ity to show 
these safes 


ler in filing 


> t 
to get 


are als 


1 


approaching 


] 


yf supply 


gs 


profit to 


he han 








sale of wood. From the standpoint of 

dealer there is little difference between tl 
Cc. R. Thomas, Jr. 

of steel and wood cases. From the st: 


satisfaction to the customer, many beli 


usually a better argument for steel than f 


requires no more effort to sell steel than wood tod 


and inasmuch as steel is not subject to clu 
tions, and is not easily broken, there is no 
it should be any more difficult for a deal 
than wood filing cabinets. !n fact, with 


ment and refinishing that is often necessary 


indpoint 
‘ve ther 
mr we od 
natic 

reason 


‘r to | 


1 
i 


ss he is willing to cart 


t 
nost 


Oo! 


cabinets will far exceed the 


1 
+} 


lling 


- 


the adju 


with w 


+ 


particularly in view of the present transit diffi 
I believe that steel is a better proposition fron 
business standpoint. 

\ line of steel filing ases to be complete 
include sectional cases, al filing cases and sa 
The sectional cases are generally made in two t 
half and full size, and these units are largely used 
the interior equipment of safes. The vertical 
case has been developed so that it can be usec fe 
cards, letters, documents, ind the light wal 
is ina field that has hardly been scratched 
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The Continental Desk Line 


Good for a New Department or an Old One 


wren ~AS Eas et 


Pee Se. S50" ‘ 


No. 355 





No. 405 





No. 334 





CONTINENTAL desks and 
tables have been on the market 
just a few months, but it has 
produced an_ excellent re- 
sponse from the trade. The 
size and the number of the or- 
ders received indicates that it 
is giving immediate  satis- 
faction. 


The individual members are 
well made. Quartered white 
oak is used. Every drawer ts 
made of hardwood throughout. 
The beauty about this line is 
that it is one every dealer can 
sell. It is not the most expen- 
sive on the market nor is it the 
cheapest. It calls fora reason- 
able price and gives a valuable 
service. 


If you contemplate adding 
desks to your stock, investi- 
gate the Continental Line, for 
you probably will want to sell 
it. If you are selling desks now 
and are not entirely satisfied, 
let us put our proposition be- 
fore you. 


CONTINENTAL DESK CO. 


ROCKFORD, ILLINOIS 
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YOU CAN SEE CONRADES LINE AT 
The St. Louis Exhibit and During Our Market Period—Aug. 5th-23rd 


The sure-enough, successful furniture dealer—we mean the man who is in dead earnest 
about making money in the business—no longer buys chairs from ‘‘Whoever comes along.”’ 

He investigates: And he does it so thoroughly that when he arrives at a decision his wor- 
ries are over, so far as chairs are concerned. 

And that is all we ask of yvou—investigate. 

Whether you go to St. Louis, Chicago or Grand Rapids—buy chairs the same way that you 
buy other lines that you investigated thoroughly. Find out, for your own satisfaction, 
just what kind of a line the CONRADES’ really is. 

We want to do business with you, and we want to do it on the old-fashioned “Show You” 
basis. 

That’s the way we merchandise our product—a line of Chairs, Stools, and Settees that we 
are proud of—that you will be proud to have on your floor—one that you will turn 
often and make money on. 


SEND FOR OUR CATALOGUE AND PROPOSITION ESPECIALLY 
IF YOU ARE NOT COMING TO ANY OF THE MARKETS. 


We Exhibit During July at: 


CHICAGO: GRAND RAPIDS: ST. LOUIS: 

Third Floor, Third Floor, Eighth Floor, 
Central Market Furn. Bldg., Manufacturers Building, Monogram Building, 
Mr. Kelly McLeod Furniture Co., Fleck & Bauman, 
Mr. Songstad Mr. Songstad Mr. Miller 


CONRADES MFG. CO. 


Second and Tyler Streets St. Louis, Missouri 














lus IgIs OFFICE 
furniture and filing cabinet business is 


argely 


The othce 


outside development. 


~ 


dependent 
You need for this 


very upon 


work a type of man who has origin 


ality, tact, and a thorough knowledge of office arrange- 
ment Che man who best succeeds in this line is the 


one who is careful to sell «exactly what a customer 


requires, getting him started right; because in selling 


any line of filing equipment a bad start is worse than 
none at all. For instance: It would be unwise for 
any salesman to sell a quantity of unit sections for 


filing letters alone. four Crawer vertical file would 


‘actical for this purpose, and would 


he sectional 


be much more pr 
permit of as much expansion at less cost as t 


cases. The success of any cne selling equipment of 
this kind is dependent very !argely upon his thorough 


knowledge of it, and two or three weeks spent in the 


factory, watching the 


« well 


a tual process ot construction, 


would | worth the time and expense in the 


confidence that would be gained by the salesman thus 


enabling him to properly demonstrate the product to 


the customer. In this way many times, the error of 


exactly correct can be 


stating that which is not 


avoided. For instance: It is misleading to advise a 


customer that steel vertical filing cabinets will pro 


tect their contents in all fires. No manufacturer 
makes such a claim (Common sense tells one that 
steel is a conductor of heat and that it protects to 


the extent that it will not itself burn and will keep the 


actual flames from its contents as long as it is not 


crushed or broken. Steel eliminates burnable material 
from the office and minimizes fire risks, while afford- 
ing considerable protection, Many of the steel manu- 
facturers today are developing to a surprising degree 


of protection, safes that can be depended upon to 
protect their records, and with the sale of these safes 
there will be a considerable increase in the output of 


equipment. 


The development of the window display for filing 


a sectional steel 


equipment offers one of the best opportunities of 


driving home one fact to the customer. For instance 
during the transfer periods 4 display of steel transfer 


cases in comparison with the old type box file, draws 
a definite contrast between these two units of filing, 
and gives the dealer an excellent opportunity to 
demonstrate the advantages to be derived from steel 
cases, as against the tvpes of burnable cases. There 
fore, in arranging this display the whole window 
should be devoted to that one item. The display of a 
steel sa upped in the interior to take care of 
leases, contracts, cost al 1s and other valuable re TUS 
will dr ome me vital point of pretection 
which m business f tod ire negl ng LUIS 
t] ( io te ke hance 

Here is the dealer’s cue for developing one of the 
biggest ns in the e furniture and filing cabinet 
busine The t that modern business todav 1s 
ling great mat vital and valuable records, 

e ed and on which insurance 1s 
of no use, natura eates a market for a type of 
filing equipm ent that can adequately protect 
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dealer you have not seen 
for business in this line, 


If, up to this time, as 
what advantages there ar 


investigate at once which steel safe offers the best 
guaranteed protection for records, and then get some- 
one in your organization to study the actual require- 
ments of modern business along these lines, and devote 
his entire time to going among large business men 
and business houses and finding out just where they 
are taking chances, which perhaps they do not realize, 
information, cost data, research records, and a hun- 
dred and one different important records that it has 
and which might be wiped out 
the fact that because they 
handling these matters they fail to 
int part they play in the 


taken years to compile, 
in one night, simply due to 
are constantly 
realize the big and import 


conduct of the business 


Stationery, Printing and Office Furniture. 


These three lines under one roof and one general 
management have made possible the large up-to-date 
office outfitters and enabled these lines to occupy col- 
lectively stores in the best business sections of the 
country, the expense of which 


rated as individual lines. 


largest cities in the 
would be 


There is no doubt that this combination is the logical 


prohibitive if ope 


development of the stationery business, for it is seldom 
that you find three distinct lines that dove-tail so well 
together. The fact that these lines by their combina- 
tion have made it possible to occupy the best business 
sections is also the reason why in these stores furniture 
departments usually are forced to occupy upper floors. 

Office furniture is difficult to display to advantage 
without good space, and it is impossible in most 
instances to accommodate the stationery business on 
the second floor, so that when these three lines are 
worked together, the stationery department, by reason 


and consequently a greater 


of more frequent sales, 
number of daily customers, occupies the ground floor 
space, with the other departments above. This is no 
argument against ground floor stores, for there is no 
business is one of furniture alone 


doubt that if the 
it is hardly possible successfully to conduct it without 
ground floor roon 
The 


| | 
these deal rs, 


least the use of a window 
usually find that in the 
that, those 


or at 
display refore, you will 


case of and we mean by 


houses who specialize in these three lines, stationery, 
is devoted at 


One of our 


printing and office furniture, a window 
all times to the display of furniture. 
great merchants has said, that “Goods Well Displayed 


\re Halt Sold,” and 


desire to prove whether 


his judgment in this regard is correct, we have only 
to note the immense amount of time. and money 
department stores spen interior decoration and 
dis] 1 in the dre g their windows. There- 
fore, too much time cannot be spent in the proper 
rrangement of e re samples. 

Each department in tl e is required to carry a 
ra ted gra f mate rom the low to the high 
grade good nd re great deal more space 
to adequat ‘ hig ile goods than to handle 
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Dealers Who Do 
Sell Office Chairs 


When you sell a chair sell a chair pad. 
Complete the sale and make the 


greater profit. 
The U-NEED-ME 
Felt Chair Pad 


should be regarded as 
part of the chair. If 
} you will make the 
special effort to sell a 
pad with every chair 
you sell you will 
be surprised at 
the increase in 
your income. 
The chair buyer 
is your best 
prospect and 
you have him 
ina buying 
mood. Take 
just a little time 
to show how the 
U- NEED - ME 
CHAIR PAD 
will prevent 
the shine and 
prolong the 
life of the clothes. You 
can sell without arguing. 


DealersWho Do Not 
Sell Office Chairs 


A U-NEED-ME FELT CHAIR PAD is a 
quick selling specialty. Very few office de- 
vices have met with such immediate approval 
of the trade. All persons have pride in the 
looks of their clothes and most of them care 
a little bit about the money expended for 
them. THE U-NEED-ME CHAIR PAD 
gives the clothes that new look by keeping 
the shine away. Furthermore, it makes them 
last longer. 


OTHER U-NEED-ME’S 


Our line also includes glass, blotter and type- 
writer pads, and plate glass desk trays, all of 
which are making good profits for dealers. 


















Write now for more informa- 
tion concerning the entire line 


Geo. E. Fox & Company 


33 W. Kinzie St. Chicago, U.S.A, 
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the medium and low grade. The prospective buyer 
is usually interested in either oak or mahogany furni- 
ture, and his selection is not usually a matter of per- 
sonal choice, but in most instances is governed by the 
interior trim of the office. We have, therefore, found 
it advisable to segregate the oak from the mahogany. 
Hence, in this department one floor is devoted to filing 
cabinets and oak furniture, and another floor to 
mahogany entirely. In working out this arrangement, 
the low grade goods are usually carried in as compact 
a form as possible to permit of the proper sampling 
of the various patterns. For instance: we usually 
sample cheap tables by standing them on top of the 
other, the bottom table representing a complete design 
set up; the other sizes placed on top on short legs. 
We aim to sample cheap desks of like grade together 
and use the part of the floor that is least conspicuous 
for this purpose. 

Our medium grade goods are graduated according 
to price, and arranged in line with the roll tops against 
the wall; the flat tops and typewriter desks in tne 
center of the floor. This arrangement is carried out 
with the idea of saving as much space as is possible 
for the display of high grade goods in settings. 

The high grade desks, tables and chairs are grouped, 
each setting placed upon a rug with the desks in the 
position that would make a practical office arrange 
ment, and these settings are completely furnished with 
stationery equipment, such as lamps, inkstands, desk 
trays, pads, etce., even the cuspidor and mat are not 
omitted, and the prospective buyer, therefore, gets 
vivid picture of how a given outfit would appear in an 
office. The chairs, costumers, umbrella stands and 
other small accessories are sampled in one place and 
graduated from the low to the high price, but the high 
priced chairs are used to complete the private ofhce 
suites. 

We have found that it 
a separate floor to filing cabinets and their supplies, 


because frequently a customer calls for furniture and 


not advisable to devote 


rse 


is not interested in filing cabinets, and the convet 
is also true. Therefore, if the desks and equipment 
are sampled by themselves you lose the benefit th 

is to be derived from the 2eutomatic suggestions of 
furniture or files, as the case may be. This point 
we proved some time ago when our display of filing 


equipment was arranged on a floor apart from tl 


furniture. We were surprised to find that when thes¢ 
two items were placed together, we received a great 
many more inquiries about furniture and files than we 
had had during the time these lines were separated 
Unless space is decidedly cheap we fail to see the 
advantage of model office arrangements, i. e., whet 
they are carried out to a pomt of perfection, and we 
mean by that, the partitioning off of rooms wherein 
each one is completely furnished and decorated. The 
amount of display that is possible to place in these 
rooms must remain permanent with regard to ea 


setting or it will interfere to a large degree with the 
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ESTABLISHED 1824 CATALOGUE ON REQUEST 





Pioneer Builders of Exclusive Office Furniture 








No. 5262 
One of Our Popular Typewriter Models 











Cutler Quality, Cutler Con- 
struction, Cutler Service for 
Your Consideration 


Cutler Desk Co. 


Buffalo, N. Y. 




















We Sell Dealers Only 


Corporation Flat Top Corporation Roll Top 
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Bodily Cc onstes 7 
built into a; (chiair- Becomes 


a Power For Thought" ~Youccan not 
sell a man “Thought” but youvcan make 
it easier for him a “Think — 


A Guaranteed Line of Office Chairs 


that are 
‘Designed for Comfort and Built to Last”’ 
Soldfonly thru the Dealer 
Our complete catalog sent on request 


Marble & Shattuck 
Chair Co. 


Cleveland Ohio 
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It’s “His Desk” 


We know the type of 
man who wants West- 











ern Desks. Our desks 
are made for him — and 
he recognizes “his desk” 


when he sees it. 


The kind of man we 
build for is busy, prac- 
tical, discriminating, 
efficient. .\ Western is 
what he wants. That’s 
why dealers find West- 
ern Desks champion 


sellers. 





Western Furniture Company 


Blair Avenue and Palm Street - St. Louis, Mo. 











Dealers’ Notice! —@ = 


The Johnson Chair Company, Chicago, an- 
nounce the removal of their display rooms from 
the Karpen Building to the National Furniture 
xchange Building, 2d floor, 1411 Michigan Ave. 
The new display will be finished in time for the 
July exhibit in which they will show 
their complete line of office and dining 
chairs. 






Dealers interested in obtaining a profit 
producing line are invited to write us for 
catalog. Address all mail to the general 
office and factory at 4401 to 4531 West 


North Ave. 


The Johnson Chair Company 


Display Rooms General Offices 
1411 Michigan Avenue—2d Floor 4401 West North Avenue 


CHICAGO 























decorative scheme [his arrangement, therefore, 1s 
not elastic enough to permit of a variety of changes, 


and we find the st parate omce setting is quite as ef 


vhen properly carried out, as model office 


It is impossible in most instances to cart 


‘+h size of each grade of desk, for 


We, 


1 sample of ea 


the reason that space is usually limited there 


fore, aim to sample each size of desk in the various 
grades; or, to be more explicit, we will carry erhaps 
the 42 h in roll and flat top of one grade, the 50 
nd 55-inch size of another, and the 60 and 66 of a 
third, « In this wav we can save the space that is 
requir yr office settings, and at the same time we 
ble to show the buyer the various sizes of desks 
thei elation to each other. ’f course, it 1s in 
ossible to do the same thing with chairs, so that each 
chair must be sampled, because a chair is like a coat 
it is necessary to try it on, so to speak, to determin 
s individual comfort 
\We have allotted n this floor a separate spact for 
fils g inets, mal Ing it possible to concentrate on 
that e, and ye s previously stated, we keep in 
front « he prospective buyer at all times, the sug 
gestion of office equipment, for it is a logical conclu 
sion that the purchaser of filing equipment 1s also 


prospective purchaser of desks, and vice versa 
@ P ; 

Wi ermine what samples will be placed upon 
our sale floor. w t stock 1s to be carried of each 
sample nd make a record en our inventory or stock 

nirate thr f , 
} has a ‘ 
rder Office fu d } 
nada 7 hot] { 


Ale 
#4 





By T. H. Tyler of 


: Pe 
ie hee 


the Richmond & 





mples are taken from the 


cards, so that as these sa | 
floor to fill orders, they can be automatically replaced. 
stock man whose duty it is 
at all times in good con- 
in good working order. 


The floor is in charge of 


to see that the samples are 


dition, properly cleaned and 
\s the sample is taken from the floor, he removes the 
n to the stockkeeper and 
a memorandum that that sample has been re- 


is to be replaced upon the 


turned 


price tag, which ts 


acts 


ads 


moved from the floor and 


arrival of new stock. You will see from this that 
we have determined upon no definite way of replac- 
ing samples at any set period, because as a sample 


1 


becomes shopworn Sto 


the 
dition to the stockkeeper and if necessary this individ- 
so that it can be sold and 


‘k man reports the con- 


ual piece is taged at a pri 


a fresh sample put in its place. This condition is more 


the handling of chairs than with any 


Se 
liKE€ ly to occul 


other item. 

It is hard to be original to any great degree in 
furniture window displays, and we fail to find any 
arrangement that attracts more attention than an of- 


fice dressing, placing the furniture as it would be used 
in an office, and completely equipping the outfit from 
the cuspidor to the desk and including the accessories 
that you would usually find in a well equipped office, 


such as the desk t 


cabinet, small safe, cos- 
advisable at all times to 


rays, filing 


ner, et \JT course 1S 
irrange this display to se!l one item alone; or, in 
other word lrive one ught into the mind of the 
ustomel 
ai , ; ands oT an 
7 1m net selling 
1 stat ner i ai [ } A um ork- 
5 fi 


> 


Modem Steel Files Find Peady. Sue 


Backus 


Company 


Detroit, Mich 


ts which h é es 
y ePY vears thie COS 
e units 1 ce. 4 
; ; 
i Ay i ~ ot SLCC] 
s een . ve qu lities ira 

1 1 1 1 

| tec there ougnt ‘ ( ill 
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lesit it lmit that it is subject as 


There is no need to 


ount any of tl ntages, for, such as they 
re 0 is 1 ery person of adult years. 
the othe fronted with the sugges- 


furniture, the average 


rso1 ething heavy, cold and 
ersol ikin to t g iron safe that stood in 
orner of 1] fat office. So, therefore, it 
ire ate a wrong impression, 
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are good enough to be sent anywhere 
expense, direct from factory to user, 
They have stood that test for fifteer 


n given to inquirie ers from < 
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JUST TO GET 
AN IDEA 


Our Catalog Will 
Tell the Rest 


Auto Desk Tray Sets 

The greatest desk con- 
venience ever brought out. 
Just the thing for tempo- 
rary filing and distributing. 
In sets two to six trays 
high, letter and cap size. 


Auto Desk Files 


No. | size for moderate 
requirements and No. 2 of 
larger size. Very practical 
for follow-up purposes and 
daily attention filing mat- 
ter. The automatic expan- 
sion an essential feature to 
speed up the work. Suit- 
able for standard letter and 
cap size equipment or Auto 
Follow-up Systems. 


Auto Upright Cabinets 

A high grade line in quar- 
tered oak and mahogany 
and fitted with steel Auto- 
matically Expanding File 
Drawers. (Guaranteed su- 
perior to anything similar 
on the market. Made in 
three and four drawer cab- 
inets, letter and cap sizes. 
A beautiful wood cabinet 
with all the advantages of 
steel files. 


Auto Desk Companion 

A cabinet that has more 
friends than any on the mar- 
ket and one should be at 
every desk to facilitate the 
handling of daily routine 
matter, as a handy file for 
quotations, pur hases, fol- 
low-up, special and private 
correspondence. Letter and 
cap sizes. Thousands of 
them are in use working 
overtime. 


O. K. Sectional Book Cases 
Originally a household ar- 
ticle but indispensable tn 
modern offices for books 
and storage purposes, sub- 
stantially made with many 
exclusive improvements. 


Auto Sectional Cabinets 
Five distinct lines from 
one to three letter drawers 
in width, intermembering 
with a large variety of other 
filing and card index sec- 
tions. Arrangements suit- 
able for any line of business. 


Auto Filing Desks 

A very substantial high 
grade desk adapted for Au- 
tom tic File Drawers and 
other filing devices. In an 
Auto Utility Desk wasteful, 
useless junk drawers are re- 
placed with useful filing de- 
vices selected for a useful 
purpose. A handsome desk 
and the pride of the office 
wherever you see tt. 


AUTOMATic 
Wood Steel File Drawers 


The only file drawer ever 
made with drop front and 
automatically expanding 
feature. It opens and closes 
like a book, adds 25% to 
capacity and renders 100° 
better service than 1s possi- 
ble with any rigid front file. 
Cut shows a 23-inch Auto- 
matic Drawer expanded to 
30 inches measured at the 
top. Body of steel running 
on improved 10-roller pro- 


slides. 





gressive extension 


AUTOMATIic Filing Appliances 


on 30 days’ free trial at our risk of all 
be handled by dealers on that 
years and are better now than 


t concerns, 


universities and 


ynsumers direct 


Write for catalog showing complete line. 


The Automatic File & Index Co. 


143-159 Pearl Street 


GREEN BAY, WIS. 
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and to replace it with correct notions as to what 
modern steel furniture actually is. 

It is quite beyond argument that steel will not warp; 
that the rats and mice will not eat holes in it; that 
dampness will not cause it to come apart, because its 
joints are spot-welded, not glued; that it will not burn 
in a fire, but that, on the contrary, it will give a certain 
degree of protection to its contents, the degree depend- 
ing on the construction of the device in question 
whether, for instance, it is of single wall or double 
wall construction, or whether or not the space between 
the walls is filled with an insulating material resistant 


to heat. 


However, there exists some loose talk about the fire 
resisting properties even of .steel filing equipment. 
Salesmen should clearly recognize this and avoid over- 
rating the possibilities of every kind of steel equip- 
ment. 

Single wall construction cannot be considered as 
perfectly resistant to the ravages of fire, as the heat is 
certain gradually to penetrate through to the inside 
of the file, if the file is long enough subjected to it, 
thereby creating havoc with the papers it contains. 
Double the 
protection when files are not put inside of what are 


wall construction offers acme of fire 


called firepré of safes. 

The United States Supreme Court has held tlmt a 
steel file or safe that of itself will not burn is fireproof 
But this is no reason why the salesman should mis- 
interpret the true significance of this decision to his 
prospective customer merely to expedite a sale that can 
just as surely be consummated along the sales argu 
ments of better value for the same price, availing 
himself of all of the forceful points that are so mani 
fest in all of the leading and well known lines. It 


will pay well to give thought to valid arguments. 


Regarding the steel so-called fireproof cabinets or 
safes: There is no doubt that they are certainly an 


added protection against fire. Those cabinet safes 


which bear the Underwriters’ Label or which give a 


degree of protection equivalent to that provided by 
the 


cabinet safes which have been accorded otticia! 


label, will prove to be havens of protection for their 
contents against even the more serious conflagrations 
which afflict the business community. 


The best qualification the writer can recall to make 


the steel salesman a roaring success is that he never 


stray from telling his customer the truth about the 


products he has for sale. If he has been equipped 


with the proper brand of steel products to offer to 


his trade—he will find so many thoroughly substantial 


reasons why his steel products are best for his 


customer that misrepresentation will be out of the 

question. 
Naturally the above statement is made with th 

distinct understanding that by salesman we mean real 


and not fictitious salesmen. 
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Create New Business with These Glass Tops 
—for Desks, Tables and Other Furniture 
The nagrony ag Glass Desk and Table Top preserves the furniture and adds 


greatly to its usefulness. oh Brownies the Aste sh writing surface ob- 
amie A It keeps valuable charts, schedules, rates, etc., in con 
view without possibility of their “a lost It adds to the appear- 
ance of the desk or table which is reflected upon the entire office 














The peng stg Glass Desk Pad is mack 
of heavy glass fitted in a felt pad and 1s a 
handy visible file for papers which must 
be referred to f fre quently. It sells at from 


$3 to $7, according to size. 


This 
glass 
top is 
made to 
order to 
exactly fit 
the furniture 
it is to cover. 
The glass is un- 
usually hard and 
has a lustrous fin- 
ish which is retained 
ra lifetime. 


These two specialties offer unequalled 
opportunities to office equipment dealer 
Let us send you descriptive matter 


The Chicago Mirror and 


Art Glass Company 
217A No. Clinton St., Chicago, IIl. 
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DORNETTE. DESKS | 


Extremely 
Popular 
With 
Office 

Furni- 
ture 
Dealers 


Made as fine as 
the best kiln-dried 
hardwoods and 
skilled workman- 
ship can make 
them. 


ATUUOUTASEUTYCTUA EEDA TOCTAALONCUECU TU TAOSQAAEE NUL LOeN AEN AGENT ARENT TTT 





Write for 
Catalog 


THE J. DORNETTE & BRO. CO., Cincinnati, Ohio 


LLDADALOANUNAEEANEANNANAN Hu 





New Dornette Typewriter Desk. 





IMI 
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We Want Dealers! 


dealers who are looking for a bona fide oppor- 
tunity of developing trade in an article which 
finds a ready market wherever it is shown. 
Every day we are compelled to fill 
orders direct from the consumer in 
“open”’ territory. This business ought 





to go to dealers. Are you interested? 


The Satellite Adjustable Typewriter Stand— 


is quickly and easily adjusted to the requirements of any 
operator. It conserves desk space and adds at least ten 
per cent to the effici ncy of the « perator and typewriter 
This stand is designed to hold the typewriter alone. It 
has one purpose and it serves that purpose well. Made 
of metal with a 16”x16” wood top. it is both sightly and 
strong. It isnever in the way, is always ready for action, 


and it appeals to business men who cultivate efficiency. 


Model 2 Ext. 


May we send you particulars concerning our Dealer Proposition? 


Also Model 2 X, with Plain Top; no 


check table or sliding baseboa:d. Adjustable Table Company 
Grand Rapids, Michigan 








Fire Protection and Filing Capacity 


Our units are designed to give the greatest amount of fire protection possible, and the greatest 
amount of filing capacity. The construction throughout is most rigid and substantial. The 
drawers operate with the greatest ease and the suspension allows of the use of the entire length 
of the drawer, 
giving the 
greatest 
amount of fil- 
ing capacity 


The trimmings 
are of a neat 
pattern of our 
own design,and 
harmonize with 
the beautiful 
finish of the 
cases. 

Large stocks, 
prompt ship- 
ment. 

Write for our ‘‘Art 
Metal Book’ and 
prices. \| 


The Canton Art Metal Co., “Quality Products”’ 


Plant No. 2 New York Of ice 
Canton, Ohio ‘ 200 Fifth Avenue 


























Some Timely Hints on Office Fumiawe Selling 


By H. Langdon Pratt of the 
Boston, 


Dy 


M Y first impulse was without any question to say 
that the commercial stationery house is better 


situated to handle office furniture than the concern 
selling household furniture. Now I am going to take 


quickly and, with a good 


that thought bDack 


~ 


many 
committal Bostonian customers, say, “That 
depends.” The chief advantage that the household 
P re concern would have is that they are. equipped 


with heavy teams for handling the furniture and men 
vho know how to handle furniture without scratching 
and breaking 1t which is no small trick in itself. And 


in the second place, the household furniture company 


is more than likely to have men already in their em- 


ploy who can touch-up, re-finish and polish furniture 
ifter ong, rough ride in a freight car 

Bot] ommercial stationery houses and household 
furniture concerns are exchanging merchandise for 


believe that an othce equipment house 


ight basis 1s giving something more 


tha nt indise for dollars and is, therefore, re- 
varded with a longer margin of profit. The idea is 
that a customer dropping into a commercial station- 
ery house or household furniture establishment knows 
prettv w what he wants and buys it if he wants tt 

enough to pay the price. The office equipment 
salesm s selling results. The things he sells and 
gets his money for are simply a means to an end and 


most cases it is the salesman’s judgment which dic 


tates just what should be ought to accomplish that 
¢ a 

We have expressed this idea in a snappier way in 
he slogat we h ( printed inside of our business 
card \Miade by Specialists Ouality (,uaranteed In- 

Spe sts—Results Guaranteed.” 

The point of all this is that either type of house 

ou mention, to make a success will have to employ 


ent tvpe of salesmen or train anew 


9 . - 1 2 
ent sale force for the othce equipment field 
i ] ] 
e ¢ s that a good household furn 
< N) h < wc} 1 learn te nie To ¢ 
1 : | 
ats , eld ne } e te 
= T ¢ oO such a degre im r ce no 
the ommercial stationet sale sman ( equ 
’ ’ 
‘ - ‘ 7 Nis 11781 ing 
| ny 
T+ ; F +] 
| See e fT t e first e1 T e off ( 
J . 1 
1< l¢ } Oo Start Vi | I { fil 





Brown-Howland Company, 
Mass. 
Ing Comparatively few samples 


with a correspondingly smal! amount of floor space, 
guides, cards and folders with a de- 


Ss) stem proj osition 


stock-size 


some 
termination to become thoroughly grounded in the 
fundamentals of filing, is the way to begin. This end 
of the business | recommend starting with because 
it will produce the most satisfactory return or repeat 
business, a lot of which will be carried on over the 
telephone. As soon as the dealer graduates into desks 


and larger oftice furniture, then a large amount of dis- 


play space is required and a large amount of storage 


space, as these things more generally must be deliv- 


ered from stock, while a man is more willing to wait 
for new filing systems. 
This fie seems to be no limit 


In fact it seems 


ld is so big that there 
p business. 
andicaps of the business, because 
there is so much to go after it is difficult to definitely 
lay out a course of procedure and stick to that course 


one ot tne 


to be 


without being enticed into another line which sud- 
denly seems to offer even greater prospects of rapid 
returns. For this reason it is absolutely necessary to 
map out a definite plan and work that plan, whether 
t be an advertising series or a list of prospects for 
1 selesman to call upon 


tv offer on window display 


The only thought I have 
o sell only one thing at a 


time as contrasted with the “grocery store window” 
used by most stationers at the present time. By that 
[ also suggest that volume and artistic display are not 
the essentials of a good office equipment window. One 
sample of the article for sale we find is often better 


surrounded with suitable 
home the application and 


igns or picture ringing 

the results o ned b it article. As far as adver- 

tising goes, we use—and have been using for two or 

three vea oe mie " space, not for the direct 

returns, but for the estige-building possibilities. 

This, we believe intly increased the num- 

er of peopl o think of our store when they are 

( { fice eq and in the second place, 

ht ¢ ecog n in the prospect's eye 

ul bout our files and shows 

1 if of the advertising. Supplementing this, 

e use a gt zed 1 ng list to whom we send a 
ouse orga ( folders and letters. 
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" Desk Pads 








Envelope 
Cloth Covered Cabinets Cabinets 





L. HOFFMAN 


45 Lafayette Street 
New York, N. Y. 








Docament Cabinets 





Letter and L-gal Cabinets 




















Filing Safe 


Ghe 
Mian Masters Model 





**100% a Safe With a Cabinet Interior’’ 


That is what thoughtful business men demand—the 
rotection of a real Safe with the adaptability of a 


iling Cabinet. 


The appearance of the Meilink is its own convincing argument 
—a stronger appeal by far than superlative word pictures. 
The Meilink is the choice of all who make compagisons. The 
protection of a Safe is visible in its construction. 


Investigate for Yourself 


The Meilink Mfg. Co., Toledo, Ohio 
New York Office: 368 Broadway 
Address ali mail to factory 











TRY THIS TABLE ON YOUR BEST TYPIST 


It Relieves Temper While It Releases Dealers’ Profits 


There is a style and a 
“chic’’ about this “‘No. 202 
Collapsible Table for Typists” 
which made it an instant fa- 
vorite with the Expert Key- 
Lady. 

All the room in the world 
for stationery in the remov 
able two-drawer cabinet 
Finished in standard 
shades of oak or birch mahog- 
any. Set up in a minute and 
stands rigid. A wonder at the 
price. Ask for folder of our 
complete line. 








THE MANUAL ARTS FURNITURE CO. 


2211-17 Eastern Ave. 


Cincinnati, Ohio 


TYPEWRITER TABLES, COSTUMERS, TRANSFER CASES 








Probably the best illustration of our belief in the 
sale of filing systems and supplies is this: One of our 
men for a number of months tried to get part of the 
business from one of the largest chemical companies 
in New England. His first chance finally came w] 


he sold them an index to blue-prints and drawings 


en 


a system which he had instailed in a number of places 
with a number of advantages over anything that any 
other house recommended. This was only a sixteen 
dollar sale. If the salesman had figured his time and 
a fair return on his experience on this sale there would 
have been considerable loss. Every month after that 
this company bought from him a constantly increas- 
ing volume of supplies. Today this company’s busi- 
ness is easily two or three thousand dollars a year, 








Imposing store front of the Brown-Howland Company. Boston, 
showing their windows, which are a powerful 
factor in their business. 


which comes in practically automatically, all directly 
traceable to this sixteen-dollar blue-print system. | 
could cite numerous instances of the same thing hap- 
pening again and again. 

Buying is largely a matter of habit with most peo 
ple. The man who shops around every time he spends 
a dollar is not worth having as a customer anyway 
Therefore, if you work on a man hard for two or 
three months and get him in the habit of coming to 
you, he will require very little attention from then 
on except when he announces that he is ready to buy 
something more. This man also is ready to give you 
] 


an attentive audience when you tell him you have 


something new that he ought to have. 


~ 
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Polar Specialties are trade 
builders—write for catalogue 


Non-Shine Chair Pad Know the line of office specialties that is a sure seller 





from start to finish. Polar specialties are made on honor, 
give service in the office and they are every one practical. 
Leading the list is the famous Non-Shine Chair Pad— 
known trom coast to coast. Let us send you the perfect 
catalogue of the Polar Manufacturing Co. that will give 
vou full information regarding this splendid selling line. 
Write today. 
Many other practical office appliances 


Polar M’f’g Co. 101-107 N. Marshall St. Philadelphia, Pa. 


Members of National Association of Stationers and Manufacturers 








Pocket Index Card Case 
Single— Double 





Desk Reminder Signature Blotter Book Combination Glass Paper Weight Glass Desk Pad 





An Important Item in The Sector. 
the Total of Your Success 
Metal 
Waste Basket 


Is fitted with rub- 
ber corners to 


The ideal file for attorneys, insurance 
men and real estate offices. The per- 
fect pigeon-hole for desks, safes, vaults 
and shelves. Handy, light, ample in size. 


cuard against 





scratching. It pos- 
sesses all the beauty of wood (mahog- 
any, oak or green finish) with the 
lightness, durability, fire resistance 


and sanitary features of steel. 


Dealers will find that this article sells 
rapidly because it is the logical waste 


METAL END FILING BOXES 
le of red enameled pressboard and provi led 
percionnnrretess NTS oeeeeret “s basket for business men who demand 


1 between buyer and dealer good appearance and serviceability in 


Write for Our Booklet Covering office furniture. 
Every Item in This Profit-Line. 


JOHN F. DIEMER COMPANY Metal Office Furniture Co. 


67 Cortlandt St. New York 
GRAND RAPIDS, MICHIGAN 
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Chair 
Comfort | 


Cook ‘‘Quality’’ Spring 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 
fully shaped and the back 
is adjustable to a posi- 
tion so as to properly 


support the back of the 

user. They are not espe- 
cially adapted to loung- 
ing, but are especially 5 
suited for those who 
have work to do and 
want it done quickly. 


These chairs are used 
throughout the country 
and in the numerous 
cities abroad. The reason 
for their wide sale is 
found in their merit. 


Handle this line and 
watch your profit grow. 
A Catalog will be mailed 
upon request. 


C. A. COOK CO. 


MANUFACTURERS 
16-28 Osborne Street 
Cambridge, Mass. 


5 
MMU 
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The Eraser Used by 
the U.S.Goverment 


Un le Sam Demands the Absolute 
Best. That’s Why He Uses the 


RUSH ERASER 


Has a flexible brush of 10,000 
diamond points. A gentle stroke 
makes quick, thorough erasure, 
leaving the glossiest surface 
smooth and unsoiled. Abolishes 
rubber, acid, blades. Lasts in- 
definitely. 3 styles—solid gold, 
sterling silver, 14K. gold plated 
Quickly pays for itself in saved 
time 
Sample 14K. gold plated, 
50c postpaid. 

Write today for Big, Quick 
Money Plan. 


RUSH ERASER COMPANY 
820 Rush Building Syracuse, N. Y. 
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When You 
Think “Eyelets” 
Think “Barrett” 


We carry constantly 
in stock millions of all 
kinds of Eyelets, 
Escutcheons, Washers, 
etc., and can make 
immediate shipment. 


No matter what your 
wants in Eyelets, Bar- 
rett can supply you. 
Too many sizes and 
shapes to catalog. 
Send samples and let 
us quote our lowest 
prices. 


The Barrett Bindery Co. 


726 Federal Street, Chicago, Ill. 



























Twelve 
° 7 

in Your 
Window 
will prove to you better 
than anything we can 

the appeal of Vul-Cot Wast 
Baskets 

Their very appearance wil! 


draw customers into yout 
store to learn more about 


them. Then but little sales 
talk is necessary to make a 
sale—their good features are 
self-evident. They are san 


itary, easy to ke ep clean; 
fireproof; light and strong 
Sides and bottom are solid: 
contents cannot filter 
through. 





guaranteed 5 years 


Just try an attractive display 


in your window We will 
supply the necessary cards, 
etc. Just see what twelve in 


your window will mean 


you in quick sales. 

Vul-Cots come in Maroon 
Brown and Olive Green. and 
in three sizes, 10”, 12”, 14”. 
Are you ready for the Spring 
demand? 


American Vulcanized Fibre Co. 


525 Equitable Building 








WILMINGTON, DELAWARE 




















or rare ly 


customers 


ture salesnii 


1 
sibilitie 0 
tion to } 
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Qualifications of Office Furniture Salesmen 


By A. D. Mead of the Office Equipment Company, Hunt- 
ington, W. Va. 


furniture salesman must be neat in his able to impress upon the prospective customer that he, 


‘e, must have something better than the the salesman, is capable of systematizing the custom- 


lo 
bis’ 


ition, be of a bright disposition, force er’s filing in a simple, efhcient manneyz. 


being presumptuous, and must be willing With all of this in mind, he should study the cus- 


mer’s individual requirements, and without being 


f the office furniture salesman differs offensive, impress upon the customer that he is giv 


from that of other salesmen in the store, ing his particular case careful, specific attention, and 


e salesman behind the counter, selling that the proposed syste s peculiarly suited to the 


same caliber as the man who must be Before a mat ful ified to be a good desk, 


from the appearance of his custome: table and ir salesman must know thoroughly 


rsation, and also what he knows of the cus how desks. tables and chairs are made, how the finish 


e result of street work, whether he is t is applied, how one form of drawer construction will 
le grade ¢ other of furnitu tis not bind, and a properly constructed drawer will come 
usually for the store salesman to attempt and go easily. He must know how laminations and 


the incompleted sales, as must be done by _ veneers are used, and why, rather than solid tops and 


furniture salesman. In other words, — panels. 
ehind the counter selling people what He must know how varnish is applied, and be able 


e 1 
} 


and ask for, must know the line, be to explain that it costs money to get a rood, durable 
7 Ss : 


and efficient, but is rarely called upon, finish. l‘urthermore, he must have enough informa- 


| 


has the opportunity to make suggestions to tion concerning the purpose tor which a desk is to be 


is the duty aud privilege of the furni used to be able to explain to the customer why one 
to do desk is better suited for a given purpose than another. 
ied filing cabinet salesman, competent In other words, this is the day of service. 


Llems that may arise, is about as The quickest way effectively to acquire the knowl- 


he dodo bird. The reason for this is that edge necessary to become a good salesman, is to take 


are vil Ing to dijo in and strc) thi DOS advantage of every possible opportunity, read your 


supplies nich he is expected to s¢ theretore offered him 


t ix i I J i 


filing sufficiently to put themselves in post catalogues, lose no chance to familiarize yourself with 
dle the various, and in some instance com every part of the article that you contemplate selling, 
ituations that may zrise. Before a man can and each time fail to make a sale, stop and criti- 
sell filing cabinets, he must know: ize your own procedure, aud determine why the cus- 


ral office procedure. tomer failed to buy. You will often enough find that 


must be thoroughly familiar with the you either did not understand his requirements, and 


something not suitable in qual- 


he must be in position to suggest methods ity or price, and that the fault is therefore yours. 


will mal his prospectiv: ustomer’s Read your trade journals and keep a folder in your 


ect that 1 are interested in. Put 


uld, if possible, be able to discuss witl in that folder any little piece of information that you 


tomer in terms which are familiar may stumble on trom t to time. It will surprise 


r, the advisability of the proposed in ou shortly to find | uch you know about the 


hat is to sav, if he is talking 1 vhole lines that you are hand ind it wil also possibly 


should be able to tell him he to fil surprise you to know hi ery little you did under- 


-respondence, his corre ndence cot stand then. before vou began investigating. 

( r spot and futu his Phe supplies for filing cabi- 
salesmen, his « ets at most important class of 

ce dits, and in short should be items that tl tron nd office furniture house 
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DIEBOLD’S 
Light Weight Filing Safe 





This is a REAL safe, with 
the interchangeable interior 
feature so necessary for the 


modern office. 
Dealers write to the 


DIEBOLD SAFE & LOCK COMPANY 


Canton, Ohio 




















This Is Harvest Time 


The Bentson Steel Transfer File is selling now 
as fast as it can be produced. Transfer time 
is here. Transfer files are needed always, but 
this is one of the best seasons of the vear. 





The 
Bentson Steel TransferCase 


combines maximum filing space with durability and 
ease in operation. It is both light and rigid. No 
matter how many are in a stack, the one at the 
bottom can be opened and shut easily. This case 
is guaranteed for life. 

Dealers, this is a proposition for you. There is no 
limit to the possibilities offered 


The Bentson 
Mfg. Co. 


John Bentson, Pres 

Formerly with the 

Aurora Meta! Cabinet 
Co. 


Aurora, Ill. 














carries. In the first place they are sold at a profit- 


able price. Further, the line becomes practically an 
annuity, and in the event you sell a man a good index, 


urge the use of good folders, and see that his trans 
best 


ferring is taken care of aecording to the method b 
suited for his purpose, following up each installation 
and seeing that the file does its work. The customer 
is thereby not only satisfied, which is a distinct asset, 
but further, in all probability, will not take a chance 
on buying supplies elsewher¢ 


\s a measure to increase sales on such goods, urg 
the sale of the high grade supplies only, for two 
sons; one the obviously selfish one of more profit; the 
other, the assurance that the supplies will stand up, 
and the customer will be satisfied with them. | 


ther, determine, when the sale is made, about 





the customer should need other supplies, and soli 





his business by ‘phone, letter or personal solicitation 
at that time. 
There is no better way to cement the friendship of 
a customer with your house, than to bring order out 
of chaos in his filing department, as it is the one de- 
partment in the business from which each individual 
in the office suffers more inconvenience than from at 
other. 
There is no doubt that holding meetings o 
sales force helps. The most practcal method of doing 
this, and the.one that has produced the best results 
for us, has been to hold a short meeting Satur 
afternoon, after closing hour, at which time thi 
prietor assigns to one or two of the force, some su 
ject on which he wants not more than two hundred 
words written, to be read at the following meeting 
Needless to Say, he should select a subye t vhi ' 
the individual member of the force, to which it is 
referred, is not familiar with, and ask that the sale 


man tell him all about it, pen points as an examp! 


~~ 


one week later. 


1 


It is then up to the clerk to gather info 
where he can get it, from trade journals, catalogues, 
and if need be correspondence with factory; the fa 


tories are always glad to co-operate. As a result 





this you may rest assured that you will have one 


in the place that will know pen points. 
After the clerk reads his baper, the others ar 
posed to ask him any questions, and it is up 


» see that the information give 


proprietor t 

curate. This not only pays irom a standpou 

cation, but it develops interest, and any man 

knows the line can sell it better than the man 

does not. ' 
Outside solicitors are absolutely essential 

In the first place there are: numbe 


nd that they car 


best results 
concerns who do not understa 
equipment that will facilit their work, and 

to the outside man by suggestions to develop tl 
terest, and here is where 1 thoroughly competent 
ing cabinet man will earn his way with ease 


Right at this point, permit me to suggest 
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Used for practically every kind of office machine. 
Ideal Tubular Stands are made in an endless 
variety of styles. They arestrong and easily 
moved,yet support the machine firmly. 
They occupy the minimum of floor space. 
Mount a typewriter, a duplicating ma- 
chine, an adding machine, a card index 
cabinet, or some other office appliance 
on one of these stands, roll it to wher- 
ever it is wanted, throw the crank 
which raises the castors and you have 
a stand as strong and rigid as a heavy 
cumberseme table, with none of the 
tables’ disadvantages. 
Cut at left shows No. 3, combination portable 
and rigid typewriter stand. Same stand can 
be furnished for any other office utility. 
Manufacturers and branch managers inter- 
ested in a stand that will increase the value 
of their product are invited to send us speci- 
fications, upon receipt of which we shall sub- 
mit samples and quotations at our risk. Spe- 
cial terms to dealers. 


Fowler-Manson-Sherman Cycle Mfg. Co. 
1445-1455 W. Austin Ave., Chicago 













No. 3 Combination 
Typewriter Stand 














BENTLEY-GERWIG 
DESKS 





Flat Tops — Roll Tops — Tables — 
Typewriter Desks—Standing Desks 


BENTLEY & GERWIG FURNITURE CO., Parkersburg, W. Va. 














A Combination of Signature and Ledger 
Card for Banks 


Recommended by a Portland, Me., Bank 


Patented and Exclusively Wabash 





Si ure ( gue ence } Label is quickly 
: transferred to new 

de on a ( 
card when old card 
7 I He ; filled both sides. 
ble Ti Insertable Tip is 


vo faced. 





Absolutely the first time shown-—Be first to secure 
Bank Orders in your city. Ask for a sample and prices 


THE WABASH CABINET CO, Aix ssnutacturers highest _auality 


A . , . , . Systems and Supplies 
Main Salesrooms, Executive Offices and Factories 


Established 1883 WABASH, IND. 
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St” No. 34—Desk Drawer “Efficiency” Stationery Rack 


Everybody who works at a desk; will desire to own one of these 
“Convenient’’ yet economical efficiency producers; especially 
adapted for stenographers. 














Every This Sales 
Office-Furniture Producer 
Desk and Stationery Creates 
Dealer Desire to Own Nice Profit Easy Seller 
- ~ eee 
Should Stock | 
Them j 
Sells Cost 
$2.75 $15.00 Doz. Net 














" Jae > 7e ; é = F; > 
Sie a - Packed Two Dozen in i Crate _ 
Shelves ‘ = 
for — , ELELES QUICKLY 
‘Hl Si FILING aid _ FILING MET 
Cap-Letter and Bill Size Papers; CABINETS SUPPLIES 
Telegrams, Etc.; Two for Envelopes. ae acca a ae 











Better Write Us Before Some Other Dealer in Your City 
Secures Exclusive Agency. ‘‘They Are Very Profitable.’’ 





rt m i rta t ] f al 
filing Practi } } i x n 
the end 

Me if 1 ta 
guides ho } } i I are 
supported perf t np igr 

rl Metal Ti or trong nly 
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tal but gr rat } I 
I r ( iine |} l r r 1 pro gh 
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THE PLEW & MOTTER DEPARTMENT 
of THE WORKMAN MANUFACTURING CO. 
Capital and Surplus. $200,000.00 Racine Ave. and Monroe Street, CHICAGO, ILLINOIS 

















The Most Efficient Table Made 
for Typewriter Use 


Made all of steel, it firmly and rigidly 
meets the test of work. And then it 


folds quickly and easily out of the way. 


Its obvious efficiency makes this table 
a leader and the remarkable price pro 


vides the final argument for a sale. 


Premier Bed Company 
MISHAWAKA INDIANA 


























solute dangerous to send out any other sort, as 
he may, by improperly showing the line, convince the 
prospective customer that your device is not suited 
O . rements, and when the customer finally 


1 ] ] . 
LOOKS CISé 


‘'s decide that he needs equipment, he 


where for it, because he has seen yours, a1 did not 


deem it good. On the other hand, if the salesman 
convince the busy man, who has neither had the 

opportunity nor the inclination, to investigate the pos 
7 7 


mities OF modern ONTICE 


ejuipment, that he can im- 


rove the situation, he has not only sold the file, but 
| | ee i pemieial 

S it ( Ne wnpression, and, Created a Cus 

tomer tor the house as well. As to the equipment 

h the salesman needs, whether it is to be photo 

graphs or catalogues, that depends materially. upon 

the salesman. Some of the very best men selling of 

fice equipment, carry nothing but a lead pencil and 

‘ s used u ff i") , 

ercstin ’ aad 

j Tilics} 1) } i 
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price lists, but it takes a gocd one to be able to do 


this. The writer believes that a neat brief case, con- 


veniently equipped, unless the salesman is out on a 


: . ‘ 
special errand, is the best method. 


| he 


formation is ninety per cent of 


that full in- 
his requirements. If 


salesman should bear in mind 


he knows this line amifications, the applica- 


tion of this knowledge will be easy. A well informed 


man is invariably fluent, and if you know your line, 
our customer, and if you 


fall 


in mind, that the filing 


don't know your line, you are very certain to 


ou must always bear 
cabinet salesman finally has to submit his proposition 
to the 


heads of de} 


artments, and they are necessarily 


men of abilitv, who critici 


freely in the event the 


salesman fails to prove conclusively that the methods 


2 4 ] ] 
c110 0 t sre } mi~wa > 
uggested are appit able 
nstru nN § por ] , such 
belt nN a oak or 
’ nstan { i f s fo De 














Getting Results from the Sabu Force 


By L. H. Raber, Sales Manager, The Mitchell Publishing 
Company, Mitchell, South Dakota. 


salesmen who sell of e furni 


W! do not emplo 
ture exclusively large 


(Jur concern is not 


enough to employ exclusive furniture salesmen, but 
they must be all around men—that is, men who car 
sell office furniture, filing equipment, vault doors, 


bank safes, 


which we 


bank fixtures, printed matter, lithograph 


cialties manufacture, in fact, 


hing in the line of general office equipment. 


no doubt but that an office furniture sales- 


man could specialize on that branch alone, and if the 
dealer's business warranted it, he would undoubtedly 
an, that is, compared to a man 


tabie 
who attempts to sel ( 


verything. 


comes to selling office furniture or filing 


cabinets, we feel that a salesman should be able to 
tal gently to 1 customer not only as to wh 

that particular filing cabinet or that desk is the best 
t] Oo 0 e mone it should be al le t Stat 
definitely and intelligently to the prospective put 

has reasons W it particular cabinet or desk 
is the one est suited to the purchaser's needs | 

other words, he has to be able to analyze the needs 
of the customer and to determine in his own mind 
what is best for tl tomer to use, re he at 

tempts to make a sa 


For instance, if one of out 


salesmen attempts to 


sell a Yawman and iling cabinet, he must not 


only be able to explain the construction of the cabinet, 


the kind of wood used in it, the way it is put together, 


how durable it is, the details of the finish, and the 


smooth roller device; but be able to suggest to the 
analyzing his present sys- 


the “This 


customer 


4 SVS 


tem, know that he can say to customer, 


cabinet or that cabinet or this arrangement of cabinets 
ited for your requirements.” 


desks, tables, chairs, 


is the one best st 
When it 


etc.. we feel that the 


comes to the sale of 


nan ought to know some 


1 
Saies! 


of the details in the manufacture. He could ascer- 
tain the business of the customer, where he wants to 
use the desks, tables, chairs so that he can then plan 
is sale itellige ly instance, there was an 
automobile dist iter in our establishment the other 
who wanted to purchase two desks. One of them 

was a flat top desk wit pewriter attachment in 
the left hand pedes sale was practically com- 
pleted when the salesman found out the place in the 
customer's « here anted to put the desk. 
It me that if hased the desk, the type- 
writer would | tting in ery dark corner where 
it would have been very d it to use. If the cus- 
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SHAW-WALKER 
STEEL LETTER FILES 


gfe prospect should come into your 
store and walk over to the filing 
cabinets and jump into the drawers 


With all his wet 


THE SHAW-WALKER CO. 
Everything in Filing Equipment—Com- 
plete Lines in Steel, Wood and Supplies. 

NEW YORK CHICAGO WASHINGTON DETROIT 
ST. LOUIS--LONDON 
Factory and Home Office: 
1206-18 Western Avenue, Muskegon, Michigan 
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tomer had purchased this desk he would have been 
dissatisfied, not with the desk itself, but with the sery 
ice that it was rendering to him. As a result of tl 
information another type of desk entirely was sold 
instead of the one that the customer selected for him 
self. lle now has a desk that will be used by him t 
get the best service from it and he is satisfied with it 

To get the best information regarding oftice furm 
ture, we have our newer salesmen help more exper 
enced salesmen make sales, give them all the catalogu: 


and information we have on hand and can get from 


manufacturers and then turn them loose to sell oft 
furniture to various prospects that are not read 
buy \s a result these salesmen develop very good 
ileas and whenever the, ed some assistance, 
older salesmen give it to them 


We have tried various wavs of giving our sales 
men such knowledge; but we find that a combinat! 
1 


of actual experience and the study of catalogues 


so on is the most practical 


\Ve consider that, the ng cabinets and des 
chairs, offce equipment, ana tables are among thi 
most important items that we handle The sales 
usually large, the profits good, and we are in a 
tion to render our customers excellent service 


We not only have our salesman visit our pros] 


tive customers. but we do a lot of circularizi 


1 


special follow-up work or instance, at the preset 


time we are putting out a set of steel fling equipment 


for a special purpose ()ne circular was sent out 
a selected list \ letter with a follow up lettet 
gone to the prospects obtained trom the first cit 
and a third letter goes oul this week In about t 
weeks we will send out another follow-up letter 
give all of our prospects to our salesmen who 
that territor This con tion of salesmans! \ 
mail and specia salesma has been ve i 
have found 

The noidmng of meetings of the sales torce we 
found very ettective The interchange of ide 

| | ] iit) aeaiees “Mabie stat \ 
tween the salesmen has ( very beneficial \\ ¢ 
notice the results particularly on the sales of ledg 
posting outfits. We had one salesman who had be 


selling a lot of them and another salesman who \y 
not selling anv at all. As the result of contere! 


of our salesmen and exchange of ideas and various 
of information, this salesman who was not selling 


posting outnts S shown a very satis! 


any ledger 
tory number of sales in this particular line 
(Jur outside salesmen are equipped with out 


catalogues and special catalogues of the various lin 


we handle, such as steel filing equipment, wood filing 
equipment, office desks, the I'ne of tables we handle 
chairs, etc They have price-lists from all these 


cerns, so that if there is anything that comes 
can take care of the matter right on the spot, withou 
Waiting to get a price or an estimate from the house 


Of course, all quotations which they make, and orders 
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which they send in are subject to acceptance and ap- 
proval by us. 

In our business we have found it necessary not only 
to employ local salesmen, but we must have salesmen 
cover the outside territory selling the various lines 
that we produce and handle. Our outside salesmen 
are not always profitable as we have found. but we 
find that it is necessary to keep up the outside busi 
ness by having a certain number of outside salesmen. 
Just as soon as we find that our records show that an 
outside man is not producing a profit, it is put before 
him with all the facts, in a plain, straightforward 
manner, and it is up to him to decide whether he will 
do enough business to produce a profit or get off the 
job. A frank showing of the records of the salesman 
has resulted in several cases in making the salesman 


thereafter | roduce a | rofit. 





Displaying Office Furniture 


Suggestions on Effective Stock Arrange- 
ment.—By One Who Knows. 


A’ KE ECTIVE arrangement of his stock is a 
matter for most serious consideration by the 
dealer if he is to get the inost out of the goods in 
which he has invested. I. ?. Miller, president of the 
Baker Othce Furniture Company, Pittsburgh, Pa., 
discusses the subject of arrangement interestingly in a 
recent number of “Globe-Wernicke Doings,” as 
follows 

Three facts will determine the relative success of 
the man who handles an office furniture stock, and 
seriously tries to get the utmost out of it lLocation, 
arrangement, care. 

The first item in the problem of location is that of 
local conditions. If furniture is all you carry, the 
entire first floor can be used. This makes a striking 
display. It is often best to feature bookcases and 
hling cabinets, both wood and steel, together with a 
complete line of cabinet supplies, with typical system 
outfits to take care of different kinds of business 


if appeal. 


Suggestion is the successful method 


Show a prospect the right system for on specific 


} t I ~ 


branch of his business He knows that branch, and 


instantly he will see the advantages you have to offer. 
Then the sale of the filing cabinet to house the system 


will come as a natural sequel. You have revealed to 
him the need: he buys because he recognizes your 
knowledge of that need in the product which satifies it 

But next to these central first-floor features it is 
essential to display a number of complete office outfits 
in oak and mahogany. Arrange them exactly as they 


++ 


would be grouped in any up-to-date OMce That 
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Vas ecighs 150 pound ’ e nienis 50 pounds. 
lhe mbined x htwill not harm the drawer mechanism. 
SHAW-WALKER 
= “ryt 
STEEL LETTER FILES 
Wwrse: is the best way to show a 
7 
larger pront?’ 
Get the highest percentage of sales 
from prospects who enter your store. 
Ihe les-percentage of Shaw-Walker deal- 
yor tot | 1 letter files for two 
I N ey p has already 
een | tut I tn iw-Walker tests—of 
| drawer of the 
ind on tne top 
iV I jrawers coast- 
ng in o1 losing without 
ound aft f hove And the 
Shaw-Walker is 
guaranteed ter file he ever 
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The proof 
that such rigidly 


t give the kind 












Walker prestige, 





THE SHAW-WALKER CO. 
Everything in Filing Equipment—Com- 
plete Lines in Steel, Wood and Supplies. 

WEW YOAK —CHICAGO — WASHING TON—DETROIT 
ST. LOUIS-—LONDON 


Factory and Home Office: 
1206-18 Western Avenue Muskegon, Michigan 
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Time and Space Saved 


is money earned. The time required by the typist for 
handling erasers, carbon paper, letter heads, second 
sheets and other stationery, is reduced to a minimum 


se BYRON 


Typewriter Cabinet 









Here is a desk which provides 
within arm’s reach 
definite places for at 
least ‘thirty different 
articles used by the 
stenographer 

Write tor our book- 
let telling what these 
thirty things are. 


Byron Typewriter 
Cabinet Co. 
33 Washington Ave. 
Mt. Clemens, Mich., U.S.A 





Occupies Small 
Floor Space. 









Profitable Staples 


are the backbone of the re- 
tail business. Hundreds of 
stationers are making steady 
profit from the sale of our 


Desk Pads 


We manufacture pads in sixty styles, all sizes, which 
means that no matter what kind of a pad your customer 
wants, we have one which will exactly suit him. Order 
a small quantity today totry usout. Prices and samples 
submitted upon request. " 


L. Sainberg, 65-7 W. Houston St., New York City 











Greatest Efficiency 


Distinct Features 
IN 


Currier Steel Mail 
Distributer 





Patent Pending 


Removable correspondence trays easily lifted off the 
standard for distributing. 
Center of standard for rolls, magazines, and 
packages that come in the mail. 
] 


Gravity stack trays. Letters fall in once start 
Name holders on both sides, and no obstructing sup 
ports. Even balance, weight on center. 

Strongly built of sheet steel, olive green finish, ba 
16 by 12 inches, with rubber feet. Comes knock 
down (no bolts) and fitted together in a jiffy. Gross 
shipping weight about 10 lbs. boxed. 

Made in 4, 6, 8 Tray Sizes. Six-Tray Size —Price $6.00 

10% Discount to Dealers 


Urder t 


CURRIER-McC ORD CO., Inc. 


Boston Block MINNEAPOLIS, MINN. 








A Glass Desk Pad 
Opportunity For Dealers 


A glass desk pad will give any desk, old or new, 
a clean, smooth writing surface. It provides a 
transparent shield for important memoranda. In 
short, it performs real service to the man who 
buys it. 
Rosco and Ravenswood Glass Desk Pads 
form a proved source of ready profit for the 
dealer. Their staple demand makes these spe- 
cialties a “buy” worth investigating. Let us tell 
you more about glass desk pad opportunity. 
RAVENSWOOD OFFICE SPECIALTIES CO. 


ORIGINATORS OF GLA DESK PAD 
1800-02 Newport Avenue - - - - CHICAGO 











“Give Us Wire Baskets!” 


The demand is acute. The 
dealer who is not handling 
them now is missing a big 
profit-making opportunity. 


The DAISY 
Wire Basket 


is meeting with a rapid sale. It 
presents a neat appearance and is 
durable in construction There 
never was a time when users 
were more ready to buy. 
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Put the Daisy to work for you 


The Massillon Wire Basket Co., Massillon, Ohio 











Established 1875 Incorporated 1900 Still at it 19 


We Make Covers 


For Typewriting, 
Computing and all 
Other Kinds of Ma- 
chines Having Bright 
and Polished Sur- 
faces. 

OFFICE FURNITURE and 
everything with bright 
surface should be so 

rotected. We are 
ene manufacturers of 
these goods and believe 
we make the greatest 


WREWRITER COIER 





quantity and variety. ’ 
Send us Sample or diagram ur article and we will quote you 

prices and send sample of the material 
for us to make and figure upon. 


Ne article too large or too smaii 


THE WILEY, BICKFORD, SWEET CO. 
The Wm. H. Wiley & Son Co. Division, 
HARTFORD CONNECTICUT 
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brings the desired atmosphere. For instance, a roli-top 


desk, a table, with a revolving chair and several side 
chairs. Add to these a stenographer’s desk and chair, 
wardrobe an a waste basket in wood 
four 


a costumer or 
add with advantage a 


of 


to match. Or you 


letter-file 


may 


drawer vertical or a stack horizontal 


sections. 


In the matter of care of stock displayed, be extrava 


gent in one item, even in war times. I mean the 
janitor’s service. A furniture stock should be gone 
over thoroughly and cleaned well every morning. A 


light cleaning should be given also in the afternoon 
Take care to re-arrange every article which has been 
shifted in the last sales talk. 

I sat in a lobby of one of our large hotels recently, 
and Her entire 


time was taken up with dusting furniture and realign- 


curiously watched a girl employe. 
ing chairs which the last occupant had slightly moved. 
Now 
exactly as I was a guest in chat hotel 
difference, that the hotel is merely rendering service 


your prospect is a guest in your display room 
with this one 


contracted for, while you are seeking the 
the Be a 


already 


contract even while you render service. 


careful host 
In the exclusive office outfitting store in a building 


of sufficient size at the proper rent, it is well to pro- 


vide storage space for vour furniture stock in the 
same building. It keeps the management in closer 
touch with the warehouse, which keeps better disci- 


pline among the men and saves hundreds of dollars 


in handling the furniture. If your warehouse is else- 
where, even if only a few blocks away, and in selling 


» take the last samples off 


an order it 1s necessary t 

the floor, it means double time in getting the one 
portion of an order from the warehouse and then 
sending it to the store. Of course, too, you will be 


samples, and this takes a 


changing 


time than if they are in the 


frequently your 
deal 


building with your stock. 


more Same 


great 


In systematizing the arrangement of surplus stock 


in your warehouse it is important to back up your 
sample floor, for this will determine the quality of the 


Service 


service you can render your customers. And 

is the all in all of steady buving. It will be a great 
advantage if you have your warehouse located close 
to your ret store. Best of all, have it in the same 
building. lost essential is it to assure ample space 


to the loading 


fact, floor space in a ware- 


trucks or wagons close 


In 


surably simplifies the problem of arrange- 


to 
platform o1 


get your 
elevator. 
house 1mmea 

ae 
All tl 


kinds of goods and have enough aisles to get at them 


ment. lat remains is to separate the different 


ina hurrv. Have certain aisles for all oak desks of 


one manufacturer, others for his mahogany desks and 


all the lines. 


so on through 


Similarly in the filing binet and bookcase line, 
group all oak uprights together in such a way that 
the warehouse men can see the numbers and get good 
without the least delay. Carry through this arrange 
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CONCENTRATE ON THE 
ONE COMPLETE 725 LINE 


PAD 
A complete tine of WIDNEY SEATPADS to retail from 
65c to $2.00. The famous Widney Patented, Sliding Slot, 
Strapless Seatpad, Aristocrat of Chair Pads and two 
full ranges of the Widney Strap Style to meet and to 
beat competition. 





Extra Quality Regular Quality “B” Quality 


Sliding Slot Strapless Strap Style Strap Style 
The celebrated Wid The Pad to meet Leading low priced 
ney All-wool Pat- competition Finest Strap Pad. None to 
ad pet all-wool felt, tested compete with it. Not 
leaves the chair A for resilien« Best all-wool, but excel- 
tremendous seller Strap Pad made lent selling value, 


every where. 
Write for Special Discounts 
and Altractive Proposition 


cmt 


Main Office, Factory 
and Laboratories: 


Sales Branches: 
200 Fifth Ave. 


New York 
K Kc a IDN E 310 S. Jefferson St. 
"Detroit - OF : wy CHICAGO 





Telling the Millions 
about Art Metal 


iniature below, is 


‘ Coot od es f Art Metal full-page ads 
( of a seri ol A vietal lull-page ads 








June 29 . 
r * 
Wa ( 7 
It e object is t Kea 
play up the Art Metal 3 
agent. 
bs Art Metal Construction Co. 
Jamestown, N. Y 
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ment with the steel filing cabinets and all grades of 
bookcases. As to the chairs and miscellaneous units 
the manner of crating and shipping from factory will 
Sull, it will be better, so far 
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gives back the light and shows its grain and finish to 
the would-be purchaser. It is a good advertisement, 
too, for neatness and care Lespeak the conscientious 


and careful mind. The customer is always prepos 


determine the display. 


as possible, to uncrate the goods when received, and — sessed in favor of things which are well cared for. 


properly stack them. Every salesman should be a Head Repairman. It 
Care should be taken that all desks, tables, chairs, 
filing cabinets and bookcases on the sales floor are in 


Nothing so quickly loses a 


isn't beneath any man’s real service to his house to 





look after the smallest details essential to its success. 
perfect working order. Instruct your salesman to report instantly anything 
sale as attempting to show a cesk in which the drawer he notices which is in need of repair or alteration. 
\ special memorandum slip for this purpose should 


sticks or a locking device refuses to work, and this is 
See to it that every 


especially true of the filing cabinet line. The goods 
should all be gone over frequently to see what is out 
of order and the repairman kept on a steady schedule 
attending at once to what needs his services. The 
matter of keeping the office furniture stock always 


be constantly in his vest pocket. 
report of this kind is treatequ seriously, and energize 


thus the efficiency of your repair service from a 


new angle. 
lieild the 


Marshall 


and it wears a 


“There are no details,” said 
clean and bright is one which should be attended to elder. “There is only efticiency- 


Clean, well polished furniture — microscope.” 


with scrupulous care. 


interest, 


follow. 


The sale of office furniture develops better salesmen. /t acts as 





pecause cach amounts to a respectable sum, while a sale onc: 





| Suggestions on Sale of Steel Furniture 


By George B. Wray of Geo. A. Drake & Co., Detroit, 
Mich. 


: fe fact that most steel equipment is commonly 
finished in shades of green, regardless of by 


whom it is manufactured, seems to me to be a point 


upon the busy man to purchase this class of goods. 


ee eA i A it 


In selling files your equipment ought to be so sys 
tematized that the display and sale will occupy as little 
of the prospect's time as possible. If you can dis 


cover the kind of system the customer has in mind and 


(sreen is a shade 


~ ee oe 


| worth considering in favor of steel 
ut which harmonizes with almost any color scheme found 
in othces, furthermore, it will appear to advantage then equip the drawers with guides and folders in the 
with almost any background or color scheme you may 

I do not believe that cata- 


pt Ep bie ee ae VS a 


—— 


system you are demonstrating, such an arranging will 


tw 


have in your display room. accelerate the consummation of the sale, for the aver- 


logues and literature can be depended upon to con- 
They, of course, are 


age business man is quick to grasp an idea when he 
vince the prospective customer. sees it in actual operation; furthermore, he is usually 
most important in their own field. The man who in- appreciative of the effort you have made to conserve 
tends buying is entitled to be shown the actual goods 


of his intended purchase and to facilitate a proper 


SPT aap ae mine oe» 
— 


his time in making the sale. 
Neatness of arrangement and an effective simplicity 
are two all-important things to be considered in your 


display every store ought to have a reserve space, say, 
\ display in which little attention is given 


about 18x12 feet, in which the requirements of a pros- — display. 
pective buyer may be laid out and demonstrated as the to proper arrangement and classification of its various 


This space ought 


goods are to be used in his office. items serves the purpose of muddling rather than con 


to be maintained as being as of much impor-_ vincing the man who cannot afford to wait while you 
Delay 


believe that in ar- rearrange the display to suit his requirements. 


tance as the display window. | 





ranging a display, it is advisable not to make it too and disorderly goods almost invariably succeed in 


Use only the devices or furniture actually 
| have found that if office furniture is dis- 


crowded. ritating a business man and certainly the inefficiency 
needed. of your own methods is but a poor recommendation 
played under actual working conditions, it makes its for the devices which depend on their efficiency for 
quickest appeal to the busy man and you must depend _ their sale. 























More Comfort — More Speed 
Greater Results 


| his desk ccelerates stenographer efficie ney 
The operator works faster and easier. She 
turns from desk top to machine without dis 


turbing everything on the desk 


The 2 in 1 Clemco 


Departing employes make business men seek 
oreater ¢ heiency. he efhiciency of a 2 in | 
Clemco is obvious at a glance. Its selling 


appeal “goes over” instantly. 


_ 


May we tell you more? 


THE CLEMETSEN COMPANY 


2608 Flournoy St. - Chicago, Ill. 
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Acquaint Yourself 


With Our Line of 


“ADVANCE” 


FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assoricment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Wri.e us about this assortment. 





Catalogue sent an request 





. 
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Pine St. at 21st, St. Louis, U. S. A. 


In replying kindly mention this ad. 











You want a waste basket to hold your 
waste paper; and to “hold out.” 
Strength and durability more than or- 
nament; but there's no objection to hav- 
ing it good looking. 





“She eeeeuean 


A 


" i} Wi s 


NYA, 


4%, 


66 


The Dandy 
Waste Basket 


is that kind. It looks 
pretty well; but strength 
is its chief attraction. 
Made of expanded metal; the slightly flared 
top clamped tight and smooth into a strong 
steel rim; with a solid steel bottom that 





catches and keeps dirt, pencil shavings, smail 
scraps. 


Dealers should write for prices 
and discounts. Ask yours about it. 


North Western Expanded Metal Co. 


983 Old Colony Bldg. CHICAGO 













eR acs 


Mion. 


; 


Where 
Else Can 
You Find 
Such 
Utility? 











Neo ‘« that the adjust- 
able shelves are lead- 
ed with miscellaneous 


articles 
H is abir f nma i storage facilities 
And its price is no more than a four drawer filing case. 


Most cabinets and vertical filing cases accommodate let- 


ters. and little else The adjustable shelving of the 
st abir n here. enables it to care for stationery, 
book atalog fer files and articles of miscellane- 

is sizes You car build” its interior to suit yourself. 
Shelf adjustment based on 1l-ir centers Shelves can 
be divided into pigeon holes ! ertical partitions spaced 


centers 


TERRELL’S EQUIPMENT CO. 


Hilton Street 
GRAND RAPIDS, MICH. 
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Steel Furniture the Coming Leader 


By William M. June, Sole Owner of the June Office 
Equipment Company, Syracuse, N. Y. 


Nore —Jn the following article Mr. June vigorously urges the dealer to make the most of steel furnitur. But, 
excellent as his suggestions are, we deem it apropos to balance his arguments somewhat by quoting Charles A. Stephens, 
who has charge of the office furniture department of the Purr-lack Company, Chicago. Mr. Stephens said: “-tithough 
we do carry some steel, our concern deals almost exclusively in wood, in which we thoroughly believe, while at the same 
time recognizing the merits of steel. Were we to enlarge our stock of steel furniture, we would not do so at the ex- 
pense of the wood lines we carry. 

“The beauty of wood is natural to it—not something laid on, but something brought out by the work of the stinisher 
This will always appeal to many people. If wood is more easily damaged than steel, it is likewise more easily 3 
and this applies to the substance as well as to the finish 

“Admitting everything by way of merit which the steel furniture pecple can consistently claim, I nevertheless believe 
that wood will hold its own on the market. There ought not to be any argument as between the two, for wood aid steel 
are dissimilar substances, whose respective properties are too well known to need analysis 


XPERIENCE has taught me that the trend of the the store. It is my conviction that a meager display 


times is steel, because steel means conservation. of a small stock fails utterly to appeal to the pros- 

Fire is the greatest destructive agent office buildings vective customer. As a rule the progressive business 
Ss > 

and equipment have to contend with. [Every loss pre- man is not a man who cares to wait for several days 


vented may be regarded as gain. That steel affords or even weeks for the furniture he orders. Ile places 
protection there is no doubt. I would refer the skeptic his order when the need arises and he is anxious to 
to his fire department where he would find that most _ fill that need as quickly as possible. 
fires could be checked with hand fire extinguishers if It has been said that goods well displayed are half 
fireproof building construction were supplemented by — gold. Naturally the place to begin a proper display 
steel equipment in offices. It is true that fireproof js the window and a good line of steel equipment 
buildings so called are destroyed sometimes by fire, offers so many opportunities for advantageous display 
but the danger lies in the non-fireproof buildings — that suggestions will easily lend themselves to ener- 
which adjoin and in the inflammable substances which — getic dealers. The aeatualintion ok + completely out- 
reside within. fitted office is conventional, but it is invariably effec- 
To the layman it appears that the protection af- tive. If your window is too small for such a display, 
forded by steel files and desks applies only to their cover the floor of the window space with pieces of 
contents, whereas steel affords protection to articles burnt wood, papers and an old ledger, which have been 
adjacent to it as well. Each piece of steel is a trench — briefly passed through the furnace to serve this pur- 
in the warfare against fire. It provides a definite de- pose, and try to make the window appear as though 
gree of protection for its contents and retards the vou are producing the grim evidence of a recent fire. 
In the center of the blackened debris place a light- 


spread of the flames. 
weight safe with drawers opened to show the entire 


It is largely the fault of over-zealous salesmen and 
dealers that many people regard steel furniture as ab- Sling arrangement and on it place a neatly lettered 


solutely fireproof as to contents. Reputable manufac- Sign, indicating that “Business is going on as usual 


because our records were in this safe and our stock 


turers do not make such claims, except in the case of 


the steel safes which are especially made for that pur- Of steel furniture did not burn. This is just one 


pose. (Mr. June here doubtless refers to the light suggestion for a window display. There are a 
safes which of late years have shown such remarkable thousand others. 

Supplementing the window and good arrangement 
of your stock, a judicious use of printers’ ink through 


the usual channels and a live service department will 


performance in protecting their contents against fire.) 
The permanence of the steel safe once led a safe 
salesman to remark that he made a customer and lost 
a customer every time he sold a safe. The perma-_ put the dealer in steel furniture on the business map 
nency of steel equipment, however, does not mean of almost any town or city. 
that when you have sold a customer you cease to deal [ should like to emphasize the necessity of paying 
with him because the normal expansion of his busi very close attention to the customer service the dealer 
ness will give rise to a demand for further equipment, is able to render. 
thoroughly understand the needs of prospective cus- 
tomers and are able to demonstrate the utility of steel 


Intelligent, capable salesmen who 


especially in the line of filing cabinets. 

It is safe to assume that every wide-awake office 
equipment store has some steel on sale, but far too equipment and to walk into the business office and 
many dealers content themselves with the display of | offer constructive suggestions on systems, filing, etc., 


but a four-drawer letter file, or a few transfer cases will do much toward winning the customers con- 


and waste baskets, tucked away in some corner of _ fidence. 
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“Quality Brand” 
BRASS and STEEL 
NEW PRICE LIST READY FOR YOU 
Take Advantage of the Prices We Are Quoting 
SELLING AGENTS 
H. E. HOOKER 8 Sheffield Ave., Chicago, Ill. 
Beard Ave. and West Fort St. memtwer x het 
The Ireland & Matthews Mig. Co. Detroit - Michigan 
This Natural Leader Will Magnetize Sectional 
Your Desk-Selling Business © C- Bookcases 
At a price lower than Filing 
hi d — Ca Cabinets 
wri : wh te Wood and 
cet ce, CPIICINGS Sec 
a 7 Steel Office Safes 
find fins No. 193 Stationers’ Goods 
Write Us for Details and Prices on Our Full Line. Send for Catalogues 
ILLINOIS SCHOOL FURNITURE CO. ° ioe . 
Rockford, Illinois Fhe Slobe-Wernieke Co. Cincinnati 














Send It Out With 
Your Name On It— 


When you sell a piece of furniture see that 
your name goes with it—It means return busi 
ness. Our name plates are of embossed metal 
finished in colors. Easily applied by simply 
moistening the gummed back. 


Stanley Mfg. Co. 


May we submit samples 
and suggestions? 


Dayton, O. 


Address: 
\ Dept.‘‘O.S.” 


> 












PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd. 





Complete Line 
of Wire Baskets 


Waste paper baskets, wire 
or tin bottom. Space bas- 
kets, 1-2-3-4-5-6 spaces. 
Mail and envelope baskets. 

baskets made to 
Prompt attention on 
all orders and quick deliv- 
ery. 


Special 


order 


Write for catalog and price 


list O 


CHICAGO, ILL. 














“GOING TO THE FRONT” 


THE VAN DYKE DRAWING PENCIL—No. 600 


Sy mbol of Quality) 








In 16 accurately graded degrees. 
This pencil long ago went to ‘‘the 
leading them all. A Leader in merit 


MADE BY OLDEST PENCIL FACTORY IN AMERICA 


EBERHARD FABER 








DRAWING F oe DuADD EA: eee i 
PeNciL EBERHARD FABERUSA<#>600— HB 





Hexagon- Yellow Poli 


Awarded Gold Medal Panama-Pacific Exposition 


1S 


front.” Moreover, it 
—a Leader in popularity. 


RECOMMEND IT TO YOUR CUSTOMERS 


NEW YORK 
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This Beautiful Sales Cabinet FREE 


to any of our customers, upon the purchase by them of the contents of the case. 
The greatest little salesman on the market. 


This becomes Your Own property—No strings attached to our Offer 
We guarantee money back if not satisfactory 


frade Mark Eclipse Reg. U.S. Pat. Of 


Pneumatic Inkwells 
Lead All O: hers 


These are the reasons: 
INKWELLS 


No rubber parts 

No plunger to crust and stick 
No spouting 

No wasteful evaporation 

No dirty fingers 












t clipse 
Two Well Set 
if Eclipse Inkwells ar 
binets to display INK 
only to have 


\ny stationer carrying a full line « 
having one of these beautiful sales ca 
LETS, the highest grade of ink, is 
something his regular customers 
also will add new trade 
iy Write us for samples of Inklets 
2k Eclipse Inkwell Catalogs A. 


GENERAL ECLIPSE CO., ver. A DANIELSON, CONN. 


sure not ; 
int and will buy but he 


and for one 


: AGENCIES 
Bird-Bill Pen Co., 309 Breadway, New : - Sydney PD. Smith, 1101 Euclid St... N. W 
York City, Eastern and Export. J. F. Lewis, 429 Carondelet St... New Washington, D. C., District of Colum 
W. C. Walling, Henry Clay Hotel, De- Orleans, La., Southwestern. bia. 
troit, Mich., Michigan and Ohio. D. H. Mi : : <o= Dp ' 
° - ‘ . ‘ itchell, Marion, Va., South At- L. R. Meredith & Co., 535 Palace Bldg 
w <. I. MeKay Co., 111 No. . Market St.. lantic Coast. Minneapolis, Minn., Northwestern 
Chicago, Chicago and vicinity, and ; 4 . : , State 
Wisconsin, Cc. KE. Davis, 861 Empire Bldg., Seattle, ates, 
S. W. Harris Supply Co., 1214 Syndicate Wash., North Pacific Coast. E. N. Gray, 260 Washington St., Boston 
Trust Bidg., St. Louis, Mo., Central Sydney Mann, 1347 O'Farrell St., Mass., Eastern Mass. 
West. San Franciseo, Cal., South Pacific Coast &. 6. Paravia & Co., Turin, Italy, Italy 
Bazar de los Andaluces, Barcelona, Spain. 
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Yawman & Erbe Adopt New Plan of Wage Bonus 
to Employes. 

Che Yawman & Erbe 

ester N 73 wae 


which is designed not only to aid the workers to meet the 


Manufacturing Company of Roch- 


inauguratec a new wage bonus plan 


increased cost living, but to improve the regularity ot 
attendance lhe following notice to the employes ex- 
lains the pi in detail 


Employes 
The company—realizing that at present and possibly 
for the duration of the war. the cost of living will con- 
to helping to 


tinue to be above normal, and with a view 


meet this teniporarv excess cost, so far as lies in its power, 


and also with a view to making it an object to the em- 
ployes to be prompt in reporting for work and reducing 
to a mini 1 bsence from their duties for any caus¢ 


has decided on the adoption of the payment to the em 


ploves of an emergency wage or war bonus. 

Commencing May 1, employes will receive a war bonus 
as follows ddition to their regular weekly earnings 

\ll employes earning $15 or less per week, 15 per cent 

\ll emploves earning over $15, but not over $20 per 
week, 12 

\ll employes earning ver $20, but not over $30 per 
week, 10 per 

\ll « npl S earn er $30. but not ¢ ( DOU pe 
we 5 Y ( 

Che ses e paid each employe working 
the 4 é eg ours he or she is required to 
work p< r 

“For a less number of hours, or not reporting on time 
for work, deductions will be made from the bonuses as 
fol! S 

“For either once late or once absent during any one 
week, the bonus percentage will be reduced by 2 per cent 

I T lk t { o | s¢ once during any one week, 
the nus pe tage will be reduced by 5 pet 

“For eithe e lat WICe bsent durin 1 r 
wee the Ss perce e will be reduce per 
cent 

For more than either three times late or three times 
absent duri 2 111 one veek, the employe will dis- 
qualified for bonus during that week 

Each day or part of a day absent will figure the same 
as @€a h o¢ te 

tut loves t ( bsent, due to injury received 
in the pe e of the regular duties, will not forfeit 
any portion of their bonus due to such absenc: 

\nv emplove leaving the service of the company be 
tween tl S é onuses are payable will forfeit any 
he s tl ive ulated during that period, wit! 
the exception that employes who may have enlisted 
the army or have beet illed to the colors, will receive 
their onus ( ng the employ of the company 

Phe i é t varm response and was now! 
edged by votes of appreciation by the various social clubs 
to w he « loves belong 

To Make Inks and Dyes. 

The Universal Ink Company has been incorporated by 
Winslow |] 1 by, Montclair, N ,.: Josey h Bortugaloff, 
Harry Cohet oth of ew York City. The concern will 
make inks, dves and lor nd is capitalized for $325,000 

lol ] State man a 5 , ers 
street, Manhattan, formerly a tax commissi 
Mavor Mitchell, has opened an office at the above 
dress for the transaction of general real estate and mort 
Faces He will give particular attention to ppraisals 
and to the nalysis ¢ assessed valuation of re estate 
propertie Greater > York 
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The Maximum of Service 


is the least you have a right to expect 
from a typewriter, old or new. Your 
office efficiency is not maintaining 
even its due average unless you get it. 
In these days of close figuring and 
disciplined co-operation between all 
kinds of units, your machines as well 
as men must be trained to do the ulti- 
mate bit. Doing less than that, they 
lose you money. Offices which rec- 
ognize that fact today have adopted 
the 


RAMER 
REMANUFACTURED 
TYPEWRITER 


To show the Ramer to a customer is to 


interest him at once He what has 


Sees 


been done for one machine—one transfor- 


mation of half-efficiency into 100 per cent 
him 


of his own typewriter problem. 


working perfection—and it _ starts 
thinking 
Our salesmen are selling the Ramer service 
by exhibiting the Ramer re-made product. 


The eyes of the prospect clinch the bargain. 


Let The Re-Made Ramer 
Re-Make Your Profit Balance 


There are a lot of typewriter-users in your 
field, as a dealer, who are going to face this 
proposition of partly worn machines—a lot 
of them are facing it right now. The Ramer 
their 
problem—and solve your profit problem— 
We have the proof in 
letters of inquiry ; you have the opportunity 
to cash in on it. Write us today. 


re-manufacturing system will solve 


at the same time. 


You Will Find Our Bureau of 
Service Eager to Assist You 


Wholesale Typewriter Co. 
314-316 Broadway New York, N. Y. 
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One customer may want a 
tinted stock for his new letter- 
heads—another wants a white 
stock—still others want a light 
or a medium or a heavy stock. 
Whatever the requirements, 
you will find in the 


Berkshire 
Papers 


line an ample variety of 
weights and finishes in white 
and tints to enable you to 
please the most exacting 
customer. 


“A business paper 
for every business use.” 


Eaton, Crane & Pike Co. 


Typewriter Paper Department 


PITTSFIELD - MASSACHUSETTS 


NEW YORE. cccccsscsces ...225 Fifth Avenue 
2 | 8 Sr 100-108 So. Michigan Avenue 
PHILADELPHIA...........1024 Filbert Street 
DEE co otic bedocrocoes 53-55 Franklin Street 
SAN FRANCISCO........... 770 Mission Street 


OF INVTTATNION 



































Two Interesting Letters. 


We are indebted to H. R. Rasely, secretary of the Bet- 
ter Business Letters Conference, Worcester, Mass.. for the 
following two communications. The first one is a copy 
of a card, received by Mr. Rasely from a wounded French 
officer, interned in Switzerland. Following Lieutenant 
Boulas’ card is Mr. Rasely’s reply: 

Lieutenant Ch. Boulas, French Prisoner of War, Interned 
in Switzerland, 4, Avenue du 1° Mars, 
Neuchatel, Switzerland. 

April 10, 1918. 
[he President of the Committee Better Business Con- 
ference, care The Norton Company, Worcester, Mass., 

o.oo 
Gentlemen. 

I read in the March copy of the magazine “Office Ap- 
pliances” you have issued a report of the conference for 
Better Business Letters held last year. 

Being a French officer, interned in Switzerland on ac- 
count of wounds, I am giving allied interned soldiers a 
free course in modern business organization, salesmanship 
and advertising at the Neuchatel School of Commerce. 
[ think your report would be very helpful to me in my 
teaching and you would oblige me greatly by sending me 
a copy. By doing so you would do me and my comrades 
a real service. In France also there is a great need for 
hetter business letters and I am trying to teach my fel- 
lows how to be more efficient for the future 

Best thanks in advance and cordiaily yours, 

(Signed) BOULAS. 


Lieutenant Ch. Boulas, French Prisoner of War, 
May 9, 1918. 

Dear Sir: 

Agreeable to the request made in your card of April 10, 
[ am sending vou enclosed a copy of the report of the 
Better Business Letters Conference. With it | am enclos- 
ing one or two pamphlets which I think may be interest- 
ing to you along correspondence lines 

In addition I am also writing to others who may have 
material which will be helpful to you in the course which 
you are giving 

I hope these feeble efforts may be of some service to 
you in the very excellent work which you are doing for 
your comrades, whom, we thank God, we can also call 
ours. Cordially yours, 

BETTER BUSINESS LETTERS CONFERENCE 


(Signed) H. R. RASELY, Secretary. 


A Machine That Endorses Checks. 


Readers who may happen to be connected with banks 
will be interested in the Automat Endorser, which is man- 
ufactured by the Mailometer Company of Chicago, Detroit 
and New York. This machine was designed by an em- 
ployee of a large New York bank, with the intention of 
producing something which would take the place of the 
hand endorsing of a large volume of checks. In the ex- 
perimental and development work on this machine the 
inventor was assisted by his brother, a mechanical expert 
and an instructor in the Stevens Institute. The brothers 
produced a machine automatic in action, with no levers 
to push or pull and with all parts interchangeable. The 
Antomat Endorser is multi-ribboned and motor operated 
by connection with an ordinary lamp socket. Each ma- 
chine has two endorsement stamps and cylinders and two 
ink rollers. The endorsement can be placed on prac- 
tically any desired space on the back of the check. 
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YOU MUST STOCK THIS 


_ The New National Loose Leaf Columnar Books 


- 


26 Outfits. From 2 to 52 Columns. Sizes 744x103 to 114%4x13%. 
Many accountants have pronounced this the most valuable general- 
purpose book ever made. The illustration above shows Outfit No. 
07058-52. The 52-columns are secured by a double page form and 
two cut leaves of 16 columns each—8 columns on the left and 12 
columns on the right. 





This illustrates the elasticity of the system, and indicates the 
manner in which the number of columns may be instantly increased 
or decreased by the use of extra cut leaf sheets. 


The binders are of heavy board, black cloth sides, with red 
lexhide corners and backs. The sectional post style of binding ts 
used, 1 inch posts with 
countersunk heads being 
supplied. This will accom- 
modate 100 sheets of pa- 
per. The capacity may be 
increased as desired by 
screwing in more binding 
BOOK post sections. 


NATIONAL 
LOOSE LEAF 
COLUMNAR 


We especially recom- 
mend binders for sheet 
sizes 914x137 and 114x 
137%. Be sure to ask the 















National Salesmen to show 
you this latest addition to the Line, or order samples direct. Prices 
and complete list of sizes on application. 





@ 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Massachusetts 
























. 
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To the Business Men 
of America 


Today the problems in the administration of a 


business are greater and harder to meet than ever before. The 


help situation is serious. The question of labor applies not only to production 
and delivery, but also to the necessary handling of office and administration routine. 


Heretofore it has been merely good business to 


adopt modern office appliances and systems. Now it is 
imperative. Wherever a device or plan can be used to relieve a worker or 
speed up it must be done. 


In these unprecedented times you should be sure 


you have the best available office systems and equipment appli- 


cable to your business. By far the easiest and best way to make sure is to visit 


the Business Show——conducted for your convenience and to save your tim>. Don’t just 
go and “look around.”” Get right into the booths of exhibitors and talk with those in charge. Tell them 
your administration troubles. They will gladly serve you without obligating you in any way. Even 
though you may be using their equipment it is probable they can render you valuable service by showing 


you new applications for it. Every exhibitor has something practical to offer most business men. 


At the Chicago and New York Business Shows 


this Fall there will be exhibited the products of leading manu- 


facturers of appliances and systems designed by the best brains in the office 
appliance industry to minimize the cost of business administration and make most effective 


the services of all office workers. 


Plan to visit one of these Fall Shows—-Chicago, September 
16th to 21st, inclusive—New York, October 21st to 26th in- 
clusive. Tickets of admission will be sent without obligation 
of any kind if vou will send stamped, addressed envelope to 


ANNUAL BUSINESS SHOW COMPANY 


FRANK E. TUPPER, President 


150 Nassau St. New York 














The 


New Binder for Certificates. 
Lithographing Company of Chicago has 


produced a binder for stock certificates and the like, where 
it is desired to bind quickly without the use of bindery 


equipment 
hundred ce 


a tong 


holes 


ue and gumme 


The device has a capacity of fifty to one 


rtificates. The cover is provided with rivets, 


d flaps. The rivets pass through 


punched in the margin of the certificates. The 


tongue 


flattened 


sealed 


cushi 


pany, 


n 


Ine 
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is then placed 


lack imitation leather. 


rs to be held in Richmond next October 


1 over the rivets and the ends are 


The gummed flap is next moistened and 


the tongue and rivets. 


An Office Chair Cushion. 
nying cut illustrates a new office chair 


d on the market by the Economy Seat Com- 


) 


3132-36 So. Canal street, Chicago. The cushion 





New Cushion For Office Chair. 


two inch box, welted edges all around and | 


One style has felt covered top, another 


Richmond Stationers Elect Officers. 


| 
nd (Va.) Stationers’ Association has elected | 
| 
J 


officers for the ensuing year 


Woodsen P. Waddy, of the Everett Waddey 


ice-president, Samuel Iseman, of the Virginia | 


Inc.; treasurer, Benjamin V. Cole. of the 


ompany; secretary, A. H. Reinach, of Reinach | 
i 


Stationery Company 


é o1 ittee was elected, headed I d | 
' , 
Baughman Stationery Company 

on 1s rd at work getting ready ‘ 


he National Association of Stationers & 


Our Apologies. 
the Mav issue of Ofhce Appliances we re 
ppeared in the Ginger Jar, the 
\merican Multigraph Sales Con 





publication Vin Thrift, the 

rtising anager, informs us that this car 

i ( di a ed ny rar \\ H ins 
\\ 11] In repro 
"VICE : ld have rece ed the re t W « | 
ot kn this at the time t 

Mr. Hopkins would 
hi } 


Duiie ~serrenigesid Honored. 


Brothers Company, Buff 


1 secretary of the Optimist Cl 
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PENCILS 


World famous with 
established reputation! 
















ENUS Pencils are 


the pencils with all 
doubt left out. 






Everyone who buys 
VENUS Pencil knows 
that it will be perfect 
in every way, that it 
will never vary in 
quality, and that it 
can be relied on abso- 
lutely. 


Specify and get VENUS 
Pencils. 






















*AMERICAN PENCIL CO. ¥: 
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VENUS ERASER 
Superfine Quality 12 Sizes 
RU! Y AND EASILY 






Wi! OT Ss , OR STREAK 










American Lead Pencil Co. 
220 Fifth NEW YORK 


Avenue 








n, Eng. 
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A highly specialized ledger paper 
is an essential part of modern ma- 
chine bookkeeping. The ordinary 
ledger paper is quite inadequate. 
The routine system of filing, han- 
dling in and out of the machine and 
re-filing—all this repeated hundreds 


of times—demands a sheet of paper 


that is scientifically planned to with- 
stand this constant strain. Typo- 
count Linen Ledger Paper is made 
and sold for the one purpose of ma- 


chine bookkeeping. 
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Dalton ats Massachusetts 
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Made tough and firm, the texture of 


Typocount will outlast the hardest use, 
and still retain its crispness and “life,” 


} 


when a common ledger sheet would be 
reduced to a flimsy scrap. This strength 
insures swift handling, and neat, con- 
venient files. The surface of Typocount 
is especially finished to produce clear, 


sharp impressions from type. Its soft 


buff color conceals the soil of use, and 
also reduces eye-strain to the minimum. 
rhe price is very moderate 


Try out for yourself our generous 
test samples, which will be 
gladly sent at your request 


Byron Weston Company 
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Women in Industry. 


“Women engaged in industrial work, in the shop and 


factory, are adapting themselves to conditions and grasp- 
ing the fundamental principles of their work with a readi- 
ness and efficiency that is truly surprising and gratifying.’ 

The above statement from E. F. Primmer, manager of 
the employment department of The National Cash Regis- 
ter Company of Dayton, Ohio, is based upon close study 
and information obtained at first hand in one of the best 
known industrial concerns in this country. Mr. Primmer 
further said 

“While an untold number of reports have been made, the 
subject of women in industry is constantly enlarging 
What seems strange and startling today is commonplace 
tomorrow. Government reports, magazines and news- 
papers daily are filled with statements about the ever- 
widening horizon of women’s work. Women are eligible 
for employment in so many unusual occupations that it 
would be difficult to briefly enumerate them. There seems 
to be, however, only one boundary to the field of women’s 
activities, and that is imposed by physical limitations. N« 
one will argue woman’s physical equality. 

‘In. England, where there was a national desire to help 
meet the terrible emergencies of the war, women unwisely 
overrated their strength and set themselves at tasks which 


1 


later proved detrimental! to their health. 


“While the great influx of women into industry was 
hastened by war conditions, vet it has not been wholly 
due to that cause. Armies of women are earning their 
own living because of the stress incident to the increased 
cost of all things. Hundreds of women have gone into 
the industries because they desire to be independent, and 
they do not regard their jobs or positions merely as 
bridges over the gap until marriage 

“Their induction into industry will have a beneficent, 
permanent result. It will mean the introduction in many 
factories of systems that are important to the health, 
safety and welfare of all employees. Improper surround- 
ings will be eliminated and labor in general will be better 
off and better satisfied because of more desirable work- 
ing conditions. 

“There are, however, some things the women must be 
taught besides being given specific training for specilic 
work. They must learn to be regular in attendance, be- 


cause they cannot expect to earn good wages unless they 


work steadily. They must adopt a business-like attitude 
toward their work, and regard their tasks as an oppor- 
tunity for personal training, whether they expect to use 
their experience in the field of industry or elsewhere. 
They must regard health and hygiene as a business asset 

“This company has always employed a large number 
of women for clerical and other work, and with very 
satisfactory results. However, it was only when the war 
came. comp!etely changing industrial conditions through- 
out the United States, steadily decreasing the number of 
men available for both skilled and unskilled work, as the 
demands for war materials increased, that it was found 


necessary to employ more women in this factory. They 


have made good in a manner so satisfactory that the op- 
portunity for women to engage in industrial work here 
1e men are called for mili- 


will be greater each day, as tl 
tarv service. Our company has positions open for many 


women.” 

Tt is interesting to note in this connection that it was 
the women who saved the labor situation in England. By 
the energy and ability displayed they awakened the peo- 
ple and were given the right to vote, as a small measure 
of thanks for the tremendous work they are doing. In 
England women are doing nearly everything that men 


have done, and doing it well. 
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Everyone Stops 
for CICO Paste 
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Our big advertising campaign is telling them why they should 
stop. You should tell them where to stop. At your store, 
display CICO Paste and the entire line of Carter Inx Quality 
Products. Each one is a good seller and they all help to 
sell each other. See our salesmen. 


THE CARTER’S INK COMPANY 


Boston Chicago New York Montreal 
Also manufacturers of Carter’s Typewriter Ribbons and Carbons 
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You Can’t Lose 


Look these facts squarely in the face. There is not a single good rea- 
son why your store should not be Headquarters for Multikopy—the 











world’s standard carbon copy paper. 
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We insure your sales. In case goods remain unsold after 


time we will take them off your hands. 










MultiKopy is the only nationally advertised carbon paper. Powerful 


advertising in big space keeps stirring up new customers. Multikopy 






performance holds old customers. 


sIAOPY 


The Carbon Paper 
That Gives Satisfaction 








No loss. No worry. Why not get the Multikopy profits that belong 


to your store ? 















Our Definite Selling Plan explains fully how we thus insure dealers 


their profits and a quick turnover. Send for it today. 






Star Brand Typewriter Ribbons 
Are Likewise Business - Getters 







Attention is called to them in every Multikopy advertisement. They 


will render your turnover in typewriter ribbons much more satisfac 
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gem F.S. Webster & Co., 338 Congress St., Boston, Mass. 
Stas : NEW YORK: 114-118 Liberty Street CHICAGO: 14 North Franklin Street 
PHILADELPHIA: 908 Walnut Street PITTSBURGH, PA.: 830 Park Building 
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Che third qi 


\ssociation 


May 2 st J 


Meetings and Dinners. 


Chicago Stationers Meet. 


Stations rc’ 


iarterly meeting of the Chicago 
was held at the Hamilton Club, at 6:30 P. M., 
‘hn W. Ogren, chairman, presided. Phe 


} 


meeting was an open meeting and was preceded by a din- 


+} 
trie 


ner in the club dining rooms. The guests of evening 
included William Henry Brooks of Philadelphia, president 
of the National Association of Stationers and Manufac 
turers; Charles L. Mitchell of Topeka, Kan., chairmar 
of the National Association’s Membership Committe 

Charles N. Bellman of Toledo, Ohio, former president ot 
the Ass 1 ( E. O. Vaile, 3t: of Rock Island, Ill., and 
Mr. Moorehouse of the Heinn Company. Milwaukee. The 
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tet was present and supplied tuneful ente: 
e the dinner, after which Chairman Ogren 

embers of the Chicago Stationers’ Gol 
hold up their hands. He then stated that 
lay on which a new president of the Golt 


st é ected and that R. B. Wilson « 
eS vse Leaf Company had been nor 
Mr. Wilson was elected by 
1e Golf Association members present 
nan ther utlined the meeting days of the 
d his remarks on co-operati 


of several appropriate anecdotes. He 


t ki s of co-operation and made a 
the retention of practical measures by th 
ie oduced William Henry Brooks 
ed the oint that co-operation must bi 
‘onfidence. He paid a glowing tribute t 


dea and to the work which the National 
ission is doing. He described the sev- 
Commission in St. Louis ar Ricl 
to the \ssociation News” and “Who's 
he described as the “Owl Book” of the 
iking casion to compliment tormer 
in as e originator of this valuable book 
outli e various trips he has ma 
s10n to the othnce, He advise¢ 


National Association to their 


idea ot 1 e 


( i t that the Association is spending 
crease its membership and its 
e trac s vhole. 
then introduced Charles N. Bell 
| organization 1s the 

ems of the trade can be worked out and 

success with the new plan will have 
t all over the country The plan is just 


Toledo and the right sort of backbone 
elp not only there but elsewhers 
eli gave some interesting facts on the 
ipaign, showing that 118 new members 
ed since the last convention and that sip 
ned came back The committ ec hopes to 
re mn names by the time the Ri | 
s. H uid a high tribute to the work 
es | s aif Company, Irving-Pitt Ma 
pa other organizations 
Ir lri-City Stationers’ Assi 
ent action of that association 
organization on the new 
er s spiring pict | t 
\ an Red ( Ss, an « 1 
¢ of the Red Cross iniza 
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gre te r the Red | $s ( 
SSK e same team who had labored 
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ere- 
he Perfect 
Paste 





It requires no water, is strong- 


ly adhesive. It will withstand 


cold and heat. It will remain 
good and sweet-flavored to the 
last drop. It contains neither 
acid nor alkali and can be used 
on tinted papers and photo- 


graphs without discoloration. 


Test Davids’ Semi- Liquid 
Paste and you will be assured 


no other can take its place. 


Write today for sample pack- 


age and be con\ inced. 


Thaddeus Davids Ink Co., Inc. 
NEW YORK and CHICAGO 


Established 1825 


CANADIAN REPRESENTATIVES 


A. R. MacDougall & Co., Ltd 


468 King St. West, Toronto, Ont. 
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STOP, LOOK, and 


consider the advantages to 
be derived from the sale 
of the Acme No. 2 Binder 








The Acme No. 2 makes the 
best permanent fastening. It 
is especially adapted for ot- 
fice work, driving a broad, 
flat staple which holds the 
thinnest sheets without tear- 
ing, which is easily applied 
and grips tenaciously. It 
makes fifty fastenings with- 
out reloading. 


Its service makes people 
pleased, not only with the ma- 
chine but also with your store: 
“IT got that little stapler at 

















June, IQISs. 


George E. Ramskill of the Outing Committee reporte: 
that the date of the Association's outing will be July 27th 
and that the event will be held at Ravinia Park, where a 


will be given in the afternoon by the Chicago 


Orchestra and grand opera will be 


concert 
Symphony presented 


in the evening. 


New York Stationers’ Outing June 25th. 
W. G. Whittemore of the Outing Committee of the Ne 


York Stationers’ Association, announced at a meeting 


that organization, some weeks ago. that June 18th h 

been selected as the date of the annual outing Later 
the date was changed to June 25th. The affair will 
be held at the Gedney Farms Hotel. White Plains, 
New York. Special cars will be attached to the trai 


leaving Grand Cent 


ral Station that day, at 12:30 
Che outing will be attended by the New York Stationers’ 
1 


Golf Association among others and a golf tourname 
will be held on this day Furthermore, there will be oy 
portunity for tennis and baseball and a progra 
athletic sports will be run off. The ladies who wish to 
do SO can play bridge and euchre table 5 being pla cK 
either on the porch of the hotel or on the lawn. Dir 
ner will be served at 6:30 and it 1s expected the con 

tee will provide some speaker of reputation for the occa 


sion Dancing will follow the dinner and the return 
will start at 10:30 o'clock. Tickets for the outing will 


$5.90 each 


New York Stationer \ssociation, the 


Publisher 


working for its success lhe i! 
Day Committee is J. 
Manufacturing ¢ 
ing the event will be met at Whit. 


bowling aiso a Swimming por 


1 


cial sanction 


We learn that the outing has the 
Stationers’ ar 

s’ Board of Trade, and the New York Stationers’ 

rOlt Associatior and that all three of these bodies art 
rman of the Outi 
of White & Wyck 

those atten: 


5 tent 


| rt) 4 ° 
Plains by special 


ley cars, which will convey the lirect to the hotel 


The New York Stationers’ Golf Association will cor 


mence its regular monthly tournament at 2 p. m., provi 
sion having been made for those who are not members to 
participate in the playing and for such a special cuy 

be offered In addition to the athleti sports, mentions 


above, it is stated that the hotel provides facilities 


| loa that contests i! al 


arranged 


; Brown Stationery Company, these different torms of athletics will be 
; you hear them say. It advances It ae al , ie hag ie 
: ? . Py S pel | le necause of t é cle a sponsibility 
: the prestige of your store and Is behleved that because added respon 
= » : > . . P 1 ‘ ° 
; brings profits, not only on the which practically everyone is undertaking. a day t 
' original sale but also on orders open to relax from business will hb. ppreciated by all 
3 ror staples. Che committee in charge asks they be advis > 
' early as possible ol those M h » desire to le pres 
: And its usefulness is not at all Communications should be addressed to |. R. Brut 
; confined to any one class of 321 Fourt! . ; eae 
3 yn 3S ‘ourth ; nu ew ork is soon S posse 
customer. In fact sini + saline, : 
' ‘The lawyer, the tailor, 
: ae eee — Dimond Plan Discussed in Boston. 
; need to use Acme = 
: No. 2 Stapler.”’ [hat Boston stationers are givi serious consideration 
to the “Dimond Plan” is evidences lL by the tact that it is 
Write for samples of work and discussed at a meeting of the executive committee on 
: dealers’ terms. aaa eon * yes 
: + and again on May 6, and the subject is scheduled for 
i ther consideration at a meeting t e held later. 
: Ac e Sta le Co Ltd During the May 4 meeting the following firms and 
m p ” ad sons were elected t » membershtp in the association: Firms 


1643-1647 Haddon Ave., Camden, N. J. 


BE Canadian Representative: 


Ernest J. Scott & Co., 
59 St. Peter St., Montreal 


European Agents: 


Progress Typewriter Supply Co., Ltd., 
' 8-9 New Zealand Ave., London, E. C. 
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Manufacturing Company, Ne York office Spau 


L. Hammet ( panv, Cambrid 


Moss Company, Boston. and W. H. Hill Envelope 


any, Worcester, Mass 


trerce, It ‘ 


W. H. Boynt 


ie Defhans 


\ssociate members é A < valker, Boston: Chas 
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Send long 
Cheerful 
Letters 






to our 

boys in 

the an Good 
servind & Gifts for 






Graduation 






HAT Army whose morale is strongest will win 








7 »* me hh re o 
y SN ks the war. Write more cheerful letters—they 
SY AAAS A create morale. The everywhere, every-day readi- 
i ness of Waterman’s Ideal makes letter writing easy. | 


The smooth, steady writing qualities permit you to 





write freely as you think—without hesitation or irri- 
tation. Use the extra daylight hours for writing 
out of doors. Write with ink. The letters of these 
historic days are to be kept as heirlooms of the war 








for humanity. Give your boy a Waterman’s Ideal ] 






before he goes, or get him to write for it from “Over 





There.” Make it easy for him to write. 
Sold at best retail stores 


Avotd Substitutes. $2.50, $4.00, $5.00 and up. Folder on request. 


L. E Waterman Go, 191 magpie New York 


et, San Francisco 







yn Stre 












6 Rue Monsigny, Paris 


WATERMAN S (tf) FGQUNTAIN PEN A 
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Greeting Card Makers Meet at Philadelphia. 

At the recent meeting of the National Association of 
Greeting Card Manufacturers, held at the Hotel Adelphia, 
Philadelphia, the resignation of Dr. William H. Greene 
as president was accepted in view of the fact that other 
duties made it impossible for him to longer devote him- 
self actively to the requirements of the office. Dr. Greene, 
however, was elected honorary president of the associa- 
tion, while Charles S. Clark of the Charles S. Clark Com- 
pany, New York, was elected president, A. M. Davis of 
A. M. Davis & Company, Boston, vice-president and Fred 
M. Leonard, secretary and treasurer. 

A feature of the meeting was the launching of the cam- 
paign to raise from $50,000 to $75,000 to defray the ex- 
pense of a national advertising campaign to be itaunched 
as a means of discouraging a thoughtless movement al- 
leged to have been started recently against the distribu- 
tion of greeting cards. 

Four entire floors of the hotel were taken up for dis- 
play rooms of the various exhibitors. 

It was decided that hereafter regular bulletins on the 
issued to the trade 
press, under the direction of Howard E. Betelle of the 
Keating Company, Philadelphia. Naturally, the first of 
these bulletins will concern itself chiefly with the adver- 


activities of the association will be 


tising campaign just mentioned. 
It seems to be the consensus of opinion that the next 
annual gathering should be held at New York at a time 


to be designated later. Hlowever, this is a matter to be 


disposed of by the executive committee. 
Annual Meeting of Illinois Booksellers. 
The annual meeting of the Retail Booksellers’ and Sta- 
tioners’ Association of Illinois was held at Galesburg, May 
7th and &th. special papers on 
business topics of interest to the trade occupied the busi- 
ness sessions, which were delightfully interspersed with 
which included automobile 


General discussion and 


appropriate entertainment 
rides, dinners, ete. 

Murphysboro, IIL, was named as the next meeting place. 
The following officers were elected: President, Fred Tem- 
ple of Galesburg; vice-president, W. R. Essicks of Deca- 
tur: treasurer, Will H. Iohnson of Bloomington; secre- 
tary, W. C. Miner of Malcom, IIL. 


Toronto Stationers Organize. 

Recently the retail stationers and newsdealers of To- 
ronto held a meeting from which evolved the Retail Sta- 
tioners’ and Newsdealers’ Association. 

Although the need for such an association has 
been felt by dealers in the Canadian city, the immediate 
purpose of the initial gathering was the consideration of 
means to cope with the growing practice of street news- 
stands (which pay no rent and are under no expense to 
speak of) of selling magazines in competition with the 


long 


dealers. 

The new organization has about fitty 
porary officers were elected as follows 
Wilkinson; vice-president, H. P. Crook, and secretary, J. 
committee: F. Harrington, P. 
J. P. McKenna. 


members. Tem- 


President, J. H. 


Ballantine. Executive 
Hyde, J. Walker, W. J. 


Saunders, 


“Dimond Plan” Adopted by Toledo Stationers. 
At a meeting presided over by Charles N. Bellman, at 
the Secor Hotel, Toledo stationers agreed unanimously 
to adopt the “Dimond Plan” ot operation and Mr. Bell- 
man was authorized to appoint a committee of seven to 
work out the details necessary to the introduction of the 
new system. The committee Messrs. Bell- 
man, Shields, Rausch, McManus, Wade, Day and Newton. 


consists of 
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Stationers of Baltimore to Reorganize. 
President Brooks Present at Meeting in Which Dimond 
Plan Is Outlined and Committee Appointed to 
Investigate. 


As luncheon guests of C. E. Falconer, president of the 
Falconer Company, Baltimore, and ex-president of the 
National Association of Stationers and Manufacturers, the 
stationers of the city listened with keen interest to ad- 
William H. Brooks and Arthur 


work of the 


dresses by President 


organization 
Plan” 


Dunn in which the national 


was reviewed and the benefits of the “Dimond dis- 
cussed. 

Mr. Brooks and Mr. Dunn spent the day in the city as 
the guests of Mr. Falconer an! the luncheon provided an 
admirable opportunity for them to inject enthusiasm into 
the contemplated reorganization project. Mr. srooks 
took occasion to outline the growth and accomplishment 
of the national body and dwelt especially on the work of 
the catalogue commission and that of the manufacturers’, 
jobbers’ and retailers’ committees. Mr. Dunn told of 
what the Dimond plan of organization is accomplishing 
in various associations and explained the idea thoroughly. 

Mr. Falconer urged a reorganization and on motion a 
committee of five was appointed to formulate plans to 
that end. 

Those present at the meeting included W. H. 
Dunn, J. W. Kennedy, of J. W. Kennedy & Co.: 
of Young, Feldon Company; J. H. O’Don- 
Steinmuller, 


Brooks, 
Arthur 
E. B. 
ovan, of J. H. 
Brothers: ¥. 


Young, 
O'Donovan Company; Theo. P. 
Richardson Henry C 
John P. 


\ssociation, 


Edw. and 


Richardson 


of Lucas 
Curlander, of J. 
Black, secretary of the Wholesale Stationers’ 
representing Marcus W. Wolf Company: H. H. 
of W. E. C. Harrison & Sons; T. N. Hulett, of Baltimore 
fttice Supply Company: Martin J. Kohn, of Kohn & Pol 
Thal- 


Edw. Company: 


Harrison, 


loch Company; Sander Thalheimer, of Meyer & 
he:mer; R. S. Stratford, of the Falconer Company. 
Manco Club Is Open. 
It was a big day for employes of the William Mann 
Company, Philadelphia, Saturday, May 18. It was the 


occasion of the annual opening of the Manco Club House 
And there 
\ splendid orchestra provided inspiration 


at Darby, Pa was “something doing every 


minute,” too. 


for dancers during the afternoon and evening in the club 
house and devotees of outdoor sports of several varieties 


found opportunity for venting their enthusiasm and dis- 


playing their skill outside. There was a ball game, tennis, 
croquet, foot races And when the three hundred Mancos 
vathered for the six o'clock dinner served on the lawn, 


each one of them brought a one hundred per cent appe- 
tite for the good things served. 


The tun did not with sundown, for there was 


cancing, pool, cards, singing and enough amusement to 


stop 
keep the revelers entertained until late in the evening. 

Harry A. Prizer, Buzby, treasurer; 
C. H. Prickitt, assistant treasurer, and Joseph S. Wilds, 


president: John B. 
assistant secretary, attended the outing and joined in the 
festivities. 

The Manco Club will be open for visitors during the 
summer and Saturday afternoons wil! be featured by hase- 
Officers tor the present term are 
Herbert W. Pfizenmayer, 


Adams, 


hall games and sports. 
Peters, governor: 
Charles E. 


Fitzkee, secretary. 


George S. 


vice-governor: treasurer: Reuben 


Booksellers Hold Convention. 
\ representative attendance marked the recent conven- 
tion of the American Booksellers’ Association, held at 
Hotel Astor, New York, May 14-16, inclusive 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. 


The Tension line includes open-end 
tension envelopes, double metal-clasp 
envelopes, single metal-clasp envel- 
opes, metal-flap clasp envelopes, doc- 
ument envelopes, photo-mailing en- 
velopes, filing envelopes, folders, 
mailing boxes, etc., etc. 

You will be especially interested, perhaps, in 
the Open-End Tension Envelope you've seen 


everywhere and the Metal-Clasp Envelopes, 
one type of which is illustrated. 


Our book, ‘Envelope Specialties,’ is in itself an ed- 
ucation in mailing containers. Send for the book. 
It’s yours for the asking. 


THE TENSION ENVELOPE CO., Inc. 
33 to 87 34th Street 
Bush Terminal Brooklyn, New York 


Telephone SUNSET 6000 
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IMPRESSIONS 


A Magazine for Progressive People 


HERE is no magazine in the 

world just like Impressions. 
It treats business as the most im- 
portant thing in material life and 
shows in a fascinating manner 
how easy it is to get pleasure and 
a living at the same time. There 
are no. technical articles in 
Impressions. The great subject 
of business is handled in a way 
which provides inspiration for all, 
whatever their profession § or 
trade or calling. Impressions 
stands for better business and 
better living in the highest sense 
of the term. It is the monthly 
mentor of our biggest business 
men, and in its own circle, carries 
an influence more powerful than 
outsiders can understand. It 1s 
edited by G. E. Whitehouse, who, 
in a remarkably short time, has 
earned for himself an interna- 
tional reputation for being the 
most interesting, yet fearless, 
writer on business subjects. He 
writes a large part of the maga- 
zine each month; says what he 
thinks, and thinks so nearly right 
that big men believe in him and 
applaud his views. Impressions 
is a big magazine, 11x9™% in., with 
48 pages, full of sound editorials 
and high grade advertising. If 
you believe in progress, you will 
like this magazine, though you 
may not agree with everything 
it prints. 


ONE DOLLAR A YEAR 


Send a currency bill—you 
get it back right away if the 
first number fails to satisfy. 


IMPRESSIONS PUBLISHING CO., LTD. 
76 Hanover Street, Edinburgh, Scotland 
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Captain Hugh Knyvett—An Australian Galahad. 
By Theodore Roosevelt—Reprinted From The Outlook. 

Vote —Captain Knyvett, whose death some montis 
caused great sorrow among the liberty-loving people of the 
» well, was one of five 
soldier brothers world the example of 
virile character and fine manhood. One of his brothers, Col 
onel Frank Knyve 


of the war, headed a prosperous offi 


world, whose cause he had served 


vho have given th 


‘tt, who went to the front at the beginning 
> equipment business in 
Australia and has written several articles on conditions in 
that part of the world for Office Appliances 

The Galahads who seek the Grail today, when they d 
it, most often fll it with their own heart's blood. Captain 
Hugh Knyvett had just finished his book “Over There 
With the Australians” (Scribner's), 
of publication, when death smote him. The wounds, the 


and it was on the eve 


terrible hardships, the sheer exhaustion of his long cam- 
paigns, finally told on him; he had gained high honor in 
the great war for right, he had found that in speech he 
could sway the hearts of the men of an alien country and 
a kindred tongue, he had won the girl that to him was 
the only woman in the world; and then, at the crest of life, 
death smote him, and his fine and gallant spirit went forth 
to discover what the grave mold hides. 

No man could look on his face and not see that he 
combined as few men do the daring and the iron courage 
of the born fighter with a singularly gentle and lofty ideal- 
ism. He was of fighting blood: he was one of ve 
brothers who were in the army which the Australians sent 
across the vast oceans when Great Britain entered the lists 
to fight for the rights of the free peoples of mankind. The 
same intensity of spirit which made him so formidable a 
foe in personal combat also made him one cf the most 
convincing and effective speakers who ever stirred to 
action souls that had been but half awake. He possessed 
all the Covenanter’s or Puritan's sense of right and duty, 
remote though his temperament was from what we are apt 
to consider the typical Puritanic or Covenanting tempera- 
ment. 

He was utterly intolerant of what he regarded as base- 
ness of motive; he hercely denounced the doctrine of “my 
country, right or wrong;” in his mind patriotism was 
dwarfed by humanity; to him this war was one between 
the powers of light and the powers of darkness, and the 
man who fought for darkness or who coldly refused to 
fight for the light belonged with the foul creatures of the 
pit, and deserved to be trodden underfoot. 

Most men who profess this doctrine cannot live up to its 
highest level, and at any lower level it produces the inet- 
fective spawn of pacitism and wishy-washy international- 
He had absolutely 


sinister and con- 


ism. But Knyvett’s was a virile soul. 
nothing in common with either the 
scienceless strong men or the mischievous weaklings who 
clamor for peace without victory, who prattle about being 
“forgiving” to Germany, who speak against “punishing” 
her, and who smirkingly announce that they wish to hold 
the scales even between Germany, the brutal wrong-doer, 
and poor bleeding Belgium, whom she has so terribly 
wronged. There could be no better antidote to such 
mawkishness, to such sordid and repulsive baseness mas- 
querading under the guise of sentimentality, than the last 
halt-dozen chapters of the present volume. I wish they 
could be issued as a tract for all Americans who are not 
already heart and soul against Germany and all her allies 
and resolutely bent upon fighting this war through, at 
whatever cost, until it is crowned by the peace of complete 
and overwhelming victory. 

Australia, like Canada, New Zealand, and South Africa, 
has made a wonderful record in this war. All four com- 
monwealths have established their right forever to sit at 
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CONCENTRATION 


Tke more simple and direct you can make the 


-elling appeal of your goods, the easier it is for a 
customer to decide what he’s going to buy. 


Esterbrook Pens in Esterbrook Counter Display 
Cases offer a comprehensive, complete line of many different 
stvles—handy to show and easy to select from. 


bicad 


A single, complete line offers full opportunity for selec- 


tion, and brings the advantages of every pen clearly 
before the customer. 

It means a better appearing, simpler, and a more direct 
appealing display—and it takes less of your counter 
space. 

There is an Esterbrook Pen for every purpose—for every 
hand. 

Esterbrook Pens have been the standard of pen excel- 
lence for 60 years. Practically everybody knows them. 
There’s a good profit in them for you. Concentrate on 
Esterbrook Pens. Write for catalog and information 
about Esterbrook Counter Display Cases. 


Esterbrook Pen Mfg. Co. 


80-100 Delaware Avenue, Camden, N. J., U.S. A. 
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Strength in Organization for the Stationer 


The welfare of the retailer of stationery for commercial purposes depends largely upon 
knowing the experiences and receiving the recommendations of others in the same line of busi- 
Lack of this knowledge causes frequent failures. Those who make free use of the worth- 
You have an oppor- 


ness. 
while means of obtaining necessary information are the most successful. 


tunity to make use of the brains of most of the leading men of the industry. 


The association maintains an Information Bu- 


tune. 
and be one of an unusual body of men. 
We have offered the chance, but we can’t take the money out of your pocket 


A Point in Parable 


There was once a Farmer who tilled many 
Acres and reaped Plentiful Harvests; but it came 
to pass after a Time that his Crops decreased. 
And he blamed the Frost and the Drought and 
the Wind, and raised his Voice unto Heaven in 
lamentation. And behold, there came unto him 
one day a Man from a Far Country, who spoke 
wisely of Rotation of Crops, of Fertilizers and of 
Legumes. But the Farmer would not listen, say- 
ing: “Get thee hence and mock me not, for if | 
took thy advice it would cost me money and add 
more labor to my portion. Did not my Father 
and my Grandfather live upon the Land? Why, 
therefore, should it not support me?” And he 
waxed poorer and poorer until the Rich Man 
foreclosed the mortgage and turned him out 


And it came to pass that not far away lived 
another Farmer whose crops likewise had bhe- 
come lean, but he wailed not, neither did he show 
the Yellow Streak, but sat him down upon a Rock 
to Reason It Out. And lo, beside him appeared 
the Wise Stranger and spoke of the things con- 
cerning which he had talked to the first Farmer 
And the second Farmer listened to the end and 
then he arose and swore a great oath and said: 
‘By the Great Blue Bottle Fly and the Rusty Tin 
Dipper, I'll do as thou sayest.” And he did. And 
his land waxed fat and Great Crops laughed in 
the Sun. 


The Facts in the Case 


The National Association of Stationers and 
Manufacturers is a service-to-members propos 
tion all the way through. It takes the problem: 
which you have not time or information to work 
out and gives you the answer in a practical way 
that can be applied to vour business 


It maintains a commission of experienced men 
who work out practical lists of recommended re- 
sale prices on all leading lines in vour store, 
based on cost of goods and cost of doing busi- 
ness. The adoption of such prices means that 
you will make money on your sales. The infor 
mation thus given cannot be obtained by the tn- 
dividual without prohibitive expense 


We, the publishers of OFFICE APPLIANCES, have tried to describe an Opportunity 
bers of this great association ourselves and would not part with the privilege for anything short of a for 


We are on the inside looking out—if you are an outsider, get in! 
And you will laugh at the cost 


reau at 411 Olive Street, St. Louis, where an 
enormous amount of data has been gathered to 
enable those in charge to answer at once the in- 
quiries of members on all matters pertaining to 
the business. 


The association holds conventions every year 
in different cities. No other organization of 
which we know puts more value and interest in 
its yearly meeting. 


The association publishes a Year Book giving 
a verbatim report of the annual meeting each 
year. 


It publishes a Who's Who book, giving the 
names of all its members, including a valuable list 
of wholesalers and manufacturers. 


It maintains and advances among all the prin 
cipal cities a plan of trade organization which is 
truly efficient; which is practical; which results 
in the greatest good to the greatest number and 
does injustice to nobody. And it constitutes no 
infraction of the law nor of the Golden Rule. In 
fact, it is the Golden Rule practically applied. 


The Argument 


It makes a lot of difference whether you are 
on the outside looking in or on the inside looking 
out. If vou could spend fifteen dollars and get 
fifteen hundred dollars back, you would do it in 
stantly unless you believed someone was trving 


to put over a confidence game sut if you actu- 
ally knew you could, you would, unless doing so 
involved something wrong Now the National 


¢ 


Association offers you a chance to do this and 
and more—depending on your own intelligence 
to take advantage of what it offers 


The association asks you to become a member 
and to pay a fee of fifteen dollars a year, for 
which sum you will receive the utmost of the ser 
vice it can give you. You make your living by 
your brains—could still make it with your hands 
cut off. The association offers you what your 
brains can use to advance your interests—all for 
fifteen dollars a year and a nominal conventior 
fee if you want to go to Richmond this fall 


We are mem 
! You will come to know and love 


We can’t make you 


ig returns. But there is a place by the fire 


join, even though we know you can make a membership pay big 
for your number sevens and a chair and a pipe and a cheery greeting. If you will accept the invitation, 


Charles L. Mitchell 


Chairman Membership Committee, National Association of 
Stationers and Manufacturers of the U. S. A. 


Care Crane & Co. 


write today to— 


Topeka, Kans. 
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Coe Appliance Man Changes Hotel Menu. 
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Brass or Stee 
Steel are 
lewer ix 
price. The 
sti majerity of 
users find 
beth equally 
satisfactory. 
ST PRICE, FLAT HEADS 
Per 1,000 
%” long......§$ 1.00 


the same on 3 

brass and } } & © eee, 20.0 
steel. Special 

discounts on 

steel so as to 


dealers 


ma i i] 


ZAZA ILAZA. 


ROCKBARNES 


FLAT-HEAD AND ROUND-HEAD 


PAPER FASTENERS 


le long 1.25 

%” long 1.50 

1 ” long 2.00 

1%” long .. 6.00 

N 1%” long 6.00 

List prices ” long.. 10.00 


* long.. 14 ro 


We guarantee our fasteners to be the best that can | 
he made We know because we make them. Ve 


are not jobbers. Very liberal discounts to stationers. 


Rockwell-Barnes Co., *'* °..¥2>**" Chicago, U.S.A. 
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A Touch and a Glance 
Gives Each Man’s Wage 


Don't work the same problems day after day—week after week. 
Don't figure the daily or weekly pay-roll by mental arithmetic. 
You waste the salary of the men who do such work. 


Some firms use books or charts té figure wages. But mos! 
devices are cumbersome, and require too many men to cperate 
them. 


Here is the scientific solution!—The 


Me ilicke. Pay Roll Calculator 


Here are 4,713 square inches of figures concentrated into a 
compact, one-man device. Every wage computation you make 
up to two weeks time is figured 
cut accurately and permanently 
ready for your instant use. 


Finger Tip Action 


Just put one finger on the rate at 
which the man works. The 
card drops. Upon it are the 
total amounts computed 
for 15 minute periods up 

to 1263 hours. They are 
arranged in tens, your 

eye falls automatically 

on the proper answer. 






Send for complete, 
illustrated, free facts. 


MEILICKE CALCULATOR CO. 


Makers of Dictaforms, Pay Roll Devices, Price Checkers, 
Phone Lists, Yard Goods Calculators, and many other 
time and money saving office appliances. 


Dept. O-3 350 North Clark St., CHICAGO, ILL. 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR 
CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or wait- 
ing upon customers 
have many opportuni- 
ties of showing these 
cushions to men who 
are real prospects. 

You can attach 
Azoras in a few seconds, while ask- 
ing the customer whether he has ever 
used them. The beneficial effect is 
so immediately evident that the rest 
is simple. 

Azora Air Cushions are built on the same 
successful principle as the automobile tire, 
@ combination of air chamber and rubber— 
of the greatest resiliency. 

Azora Air Cushions would work in with 
your business excellently. We'll be glad to 
tell you more about their sales possibilities 
their nerve-saving, typewriter-saving, san- 
itary features. 


Let Us Her from You 


AZORA RUBBER COMPANY 
1945 South 54th Ave., CICERO, ILL. 


Sole Agents for India: 
PADAM GODREZ & CO., 201 Horaby Rd., Bomba 
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Morden Swivel Rings 


Are Made on Scientific Principles 


The Rings Are 
Perfect 


The only book rings 
made with a swivel - joint. 
This construction is scien- 
tific as the rings do nol 
open in the direction of 
the pull exerted by the 
contents, or by the open- 
ing of the book While 
they open easily, they 
never exasperatingly open 
unexpectedly. They have 
no enlarged, clumsy joints 
to mar furniture, nor 
sharp projections to mu- 


tilate sheets 





Morden Swivel Rings Bring Re-Orders 


Used for student note books, stenographers’ note books, 
eyeletted covers, metre reader books, band books, 
catalogs, swatch books, every conceivable variely of loose 
leaf books; and all loose sheets, charts, drawings, blue 
prints, maps, fashion plates, clippings, pictures, post 
ecards, fabrics, in fact, any matter needing to be classified or hel 

in loose leaf form 








Loose leaf sheets need not be held in expensive binders. 
Heavy manilia, or other material, cut to proper size to 
form outside protection covers, with Morden Swivel Rings 
inserted through such covers and sheets, make a filat- 
opening book, costing but a few cents, yet as durable and 
* convenient as the most expensively bound book. 
Supplied in ten sizes: % in. to 2 in Price $5 up per 
box Liberal discount to the trade Samples free Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 


WATERBURY, CONNECTICUT 
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Office Equipment Men Attend Advertisers’ Meeting 

Several men prominent in this field attended the meet- 
ing of the Association of National Advertisers held a 
the Hotel La Salle the first part of the present month 
\mong them were George Ed. Smith, president of the 
Royal Typewriter Company; Elbert Wortman, advertis 
ing manager, Yawman & Erbe Manufacturing Company 
Jack W. Speare, advertising manager of the Todd Pro 
tectograph Company; Tim. Thrift, advertising manager, 
The American ee Sales Company; A. E. Asl 


na 


burner, foreign sales manager of the same company; ani 


+ 


James Martin from the isthe department of the 


Remington Typewriter Company 


The sessions of the convention were most interesting 


and important. Some of the details bearing on the rela- 


tion of advertisers to our present situation are presented 
in the following report clipped from The Chicago Tribun 
“With all but recognized members of the association barred 
from the meeting, W. H. Ingersoll, former dollar watch man 
now dollar a year man with the Creel committee, warned that 
German propagandists are using the money sent by United 
States corporations to Spain, Mexico. and South America to 
build up after the war trade for t central powers and to in 


cite hate against things American 
“He declared that nearly every American corporation w 
ientioned did so throug 


advertised in the three countries 1 
agencies Certain of these agencies, he said, were pro-Germar 
and the advertising was placed in the very newspapers that 
consistently uphold a policy antagonistic to the United States 

“He declared that the committee on public information had 
compiled a list of the newspapers of the world which accepted 


‘ 


and printed the anti-American and pro-German versions of the 


world news. He said that the list would be available to 
large foreign advertiser His suggestion was that the mone‘ 
of American business should be placed where it would strengther 
publications neutral or favorable to t allies in neutral 

tries 

‘Another speaker it the secret sessior A E. Ashi 
foreign sales manager of the American Multigraph Sales C 
pany, urged that now was the time for the United States 
prepare her markets in foreign countries for the trade struggle 
with the central powers that would inevitably follow the de 
tion of peace 

“England is preparing France is preparing Germar Ss 
preparing But are we? e said “We are the financia ind 
commercial center of the world l nd we i self ! 
placent in the t rx that we i s ired the larges id 
balance vet know! 

“I venture to sa however, that at least 70 per cent this 
trade balance was not secured throus real legitimate 
petition in the world’s markets 

The Association of Advertisers joined with the Audit Bureau 
of Circulations, which was also i: ssi it the La Salle 
1 dinner at which several prominent men spoke edwat M 
Hurley, chairman of the United States shipping board I) 
Ray Lyman Wilbur, chief assistant to Herbert Hoover; Ge we 
W. Coleman, Col. John F. Currie of the Canadian Highlanders 
and Lieut. Paul Perigord, a hero of tl Ire ! f 
“a priest, gave 1 s s Ly ra (y i s poK 
toy ic 


Our Guest Book. 
The following out of town guests were 
callers during the month: J. D. Mathis and Harry | 
Beeler, The Tuttle 
E. Tupper, New York; James F. Tate, New York; Geo 
B. Wray, Geo. A. Dake & Co., Detroit; Harry I. Seddon, 

mer. L. C. Smith & Bros. Typewriter Co., San Francis 
Cal.; Geo. S. Walker, Western Typewriter Sales Co., Den- 
ver. Colo.: J }? Beardsly, The Stavelope, Little R 
Ark.; Albert Wirtman, Yaw & Erbh« Mfe ( 
Rochester, N. Y.; T. E. Irvine, The McNeil Co., P 


nix, Ariz.; Tim Thrift, American Multigraph Sales ¢ 


Corporation, South Bend, Ind.; I 


pany, Cleveland, O.; A. E. Ashburner, foreign sales mgt 


American Multigraph Sales Compary, Cleveland, ¢ 
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; A purchased 
Thrift Stamp 
is a Soldier's ! 
Life Insur- 


ance Policy. 
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| On sale at all G jrich 





THE CITY OF GOO 
AKRON, OHIO’ 


T IS rare indeed to find an office which 

does not have, as a part of its equip- 

ment, a number of different articles in 
rubber made by Goodrich. 


The use of Goodrich Rubber Goods jor 
the Office is universal and the wheels at 
the big throbbing Goodrich factories, 
pictured below, whirl night and day to 
keep abreast of the demand. 


Here are a few of the more common 
articles for which the demand is heaviest: 


Feed Rolls 
Cushion Feet 
Base Feet 
Erasers 
Marginal Bands 
Flat Platens 


Platen Covers Compression Rolls 
Paper Finger Rolls Guide Rolls 
Telephone Receiver Cushions 
Cabinet Hook Bolt Protectors 

Platen Knob Rings 
Feed Roll Tubing 


Impression Strips 


Whatever your needs in rubber office 
supplies may be, Goodrich can supply 
you. Write us of your needs. 


THE 6.F. GOODRICH RUBBER COMPANY 


Makers of the Celebrated Goodrich Automobile Tires - 
*‘Best in the Long Run” 





GOODRICH 
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IMPORTANT POSITIONS 


with 


THE WAR TRADE BOARD 


The War Trade Board is in need of several experienced business men, who 
are willing to do War Work in Washington. Large calibered men are wanted; 
men who will give up what they are now doing to help win the war; men who want 
to fight but can't, and so are willing to offer their time and money instead. 


J 


» + 
. 


4. 


We can’t use men of draft age. 
We can't help men who are trying to better their 
financial condition. 
We won t consider men whose best days are behind 
them, 

and 
We don't want job hunters. 


WE NEED AND WANT MEN 


- 
yA 


, 
wae 
. 


Who Vow //old important positions. 

Who have had broad business experience and who 
can adjust themselves to work with a new and 
growing organization. 

Who are so earnest in their desire to help win the 
war that they will make large financial sacrifices 
to prove it. 

Whose loyalty is unquestioned and whose past and 
present record entitles them to the privilege of 
working for the U.S. A. 


We need a Purchasing Agent, one who is acquainied with office equipment 


and supplies. 


We need an Employment Superintendent, who will watch the personnel of the 
organization, help assign people to positions for which they are best fitted, arrange 
for transfers and help with employment problems generally. 

We need an Accountant, not a bookkeeper, but a man who can compile figures, 
present expense and cost accounts, and who can and has directed an office force. 

There are open other positions of an Executive Nature to men who really 
possess this unusual quality. 

Prompt and courteous consideration will be given men who feel they size up 
to the specifications mentioned, and who will write us briefly, stating their age, 
experience and qualifications. 


Address Mr. S. X. Maddock, WAR TRADE BOARD, Washington, D. C. 
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Cincinnati Furniture Exchange Meets. 

\side from routine business, the forthcoming outing ot 
the lo rniture men to be held June 22, occupied most 
of the time of the recent meeting of the Cincinnati Furni- 
ure Exchangs Henry A. Sprengard, chairman of the 
entertainm«e omn ee reported that arrangements for 
he outing aid pleted. The price of tie kets will 
e $3.50 ea 

The ¢ stola ¢ of Cincinnati, and the Aurora 
Fu ture Company of Aurora, Ind., were elected to mem- 
bership two res ms were accepted At the con 

lusion he meeting there was the usual luncheon and 
social | ich has become one of the indispensable 
leasure features « the local organization 
W. D. Crawford Takes New Position. 

W. D. Crawford, any years a member of the Un 
derwood sales organization and recently manager of the 
Pittsburgh branch, has resigned that position to become 
sales manager fodel Typewriter Company, 164 
Devonshire street stor Mass.. Corona ealers and | 
dealers +? rilt ’ es 

W. D. Crawford. 

Mr. Crawford's ability, industry and fine personality en- 
sur S Ss S vork The connection 1s a capi- 
al Cypewriter Company 1 Mr 
( iW 

Rochester Association Elects Officers. 

At the annual mee the Rochester N. } ‘ Book 
selle Stationers’ Club held May 15, the following 
< ers ele d President, W. H Williams nm, of 

e Williamsor Book Company: Vice-President 
Lansing | Wetmore Scrantom, Wetmore & Co 
Treasure | ( Ke Secretary, R. S. Milks Roch- 
ester Ne s ( npany 

Boston Stationers to Frolic. 

June 22 will be a day devoted exclusively to “a regular 
ime’ as 1s the stationery trade of classic Boston is 
concern Che ill last all afternoon too. It will 
be the sion of the annual outing of the Bostonians 
ind has been de 1 to hold the affair at Suntaug Lake 
Inn, Ly el Mass vhere outdoor games and stunts 
vill prepare metropolitan appetites tor the kery fo 
vhich the Inn is famed Automobiles and special cars at 
tached e 1:24 f North Station will provide trans 
porta lities | s announced that all traveling n 
in the trade are included in the stationers’ invitation 
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Quality Production— 
Prompt Deliveries— 
Low Overhead— 


We are 
are making 
following both TYPE- 
WRITER and PENCIL CAR- 
BONS equal to the High Grade 
of blacks: 


BLUE 


PURPLE 
RED 


Write Us for Samples 


The Mercury Mfg. Co. 


GUERTIN, General Manager 


ROCHESTER. NEW YORK 
Manufacturers of CARBON PAPERS 
AND TYPEWRITER RIBBONS 

for the DEALER only 


> fortified on COLORS and 
deliveries on the 


in 


our 














WATCH THE CLOCK 


Wasted h 
spoken words 


ours never return—they’re like 
they do not come back. 

as much pay in an hour as 
your grandfather did in a day. 

iable to waste. 

» makes his living by 
g and dividing figures the 
CALCULATOR is the 


known. 


You earn 
Time is too valt 
For the man whi 
multiplyin 
MARCHANT 
greatest time saver 

It weighs but twelve pounds and can be 
easily carried from office to office. Write 
for catalog on business stationery. The 
MARCHANT has solved the office help 


difficulty. 


MARCHANT CALCULATING MACHINE CO. 


Emeryville, Oakland, California 
Dept. O6 


EASTERN ADDRESS: 465 Drexel Building, Philadelphia, Pa. 
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Fastener fastens 


and locks papers 


Paper Fastener='""::°'.)°%%: 


one simple opera- 

Qu = No Pins—No Clips tion so eat they 
will not come 
apart in handling 
Saves expense of 
clips and pins. 
Wholly original 
nothing like it. 


The Junior Paper 














ude of steel and hig 
ly-finished in nicke 
Sell , ght and | a 


pa te ma yu in 





ae canter Pen- 

cil Sharpener will D t P ‘| 
sharpen any pen- ex er encl 
cil made, and, by Sh 

means of an ad- 

justable feature, arpener 

any sort of point desired may be obtained. The 
Dexter may be used on either a horizontal or 
perpendicular surface. It’s the greatest machine 
of its kind that was ever conceived. It’s a seller 
from the word “go,” and every dealer who has 
stocked it has forgot- 
ten the others. And, 
then, there is the 
greatly increased profit 
to think of. It tells at 
the end of the fiscal 
period. Ask us about it. 








Automatic Pencil 
Sharpener Co. 


1400 Garland Building 
Chicago, Illinois 





THE 


INKONOMY 


INK WELL 
SAVES INK 





Real Economy In Inkwells 


Is Now Spelled “INKONOMY” 


The practical value of the INKONOMY 
Inkwell will appeal at once to any busi- 
ness man. It insures clean, clear ink 
which is available down to the last drop 
—without loss by evaporation. There 
is nothing about it to loosen or get out 
of order. It is absolutely accident- 
proof—it cannot be upset so as to cause 
damage. 


Single Well $1.59 


Write for our 
Special Dealer Offers 






Double Well $3.0- 





We are also manutac- 
turers of an extensive 
line of Leather Goods, 
Information onre- 
quest. 


Harold Chesson 
& Son 


West Brookfield 
Massachusetts 
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Brenham, Texas. 
George Neu, manager of the Brenham Banner Publish- 
ing Company, Brenham, Tex., wishes catalogues 
manufacturers ot stock form blank books and 


appliances, wit! 


1a view of adding these lines 
Chicago, Illinois. 

The supply department of the United States Navy 

10th and 11th Naval District, 1218 Edison building, ¢ 

cago, Iil., would like catalogs of manufacturers of sta 

tionery supplies such as: Inkstands, steel pens, pencils 


1 


shipping tags, ink, ribbons and carbons, sealing wax, et 
Liverpool, England. 

Hall’s Typewriter Company, 49 South John street 

Liverpool, England, who have the Royal typewrit 


agency, are in a position properly to handle two or thr 


more meritorious office devices 
Minneapolis, Minn. 

J. G. Fleenor, tor over three years manager of the ot- 
fice furniture department of the New England Furniture 
& Carpet Company of Minneapolis, Minn., resigned his 
position on June Ist and has organized a company to deal 
in office furniture and equipment in that city. He 
sires to receive catalogues of office furniture and appli- 
ances from responsible concerns seeking representatior 
in his district. 

— Trade Opportunities. 


It is announced that lists of importers and dealers 
numerous lines among which is included stationery 
(8367) and eg and pulp (8368), in Kobe and Osaka, 


ers 


Japan, may be obtained by reference to their nut 


a request to the United States Bureau of Foreign 
Domestic Commerce or its district offices 
In addressing the Bureau for information concerni! 
| 


the following reference should be made to the file 


ber: 

No. 26717.—A firm in France desires to be placed 
communication with American manutacturers and export 
ers of furniture, toys, glass and porcelain goods. bottles 
for perfume, paper, glue, and gelatin. References. 

No. 26715 \ business man in England desires to se- 

h 


cure an agency for the sale of stationery, such as paper 


envelopes, pencils, erasers, writing pads, penholders, et 


and carbon paper and typewriter ribbons. References 
No. 26537.—A firm in Australia desires to purchase 
secure an agency for the sale of coated book, catalogu: 
writing, bond, and colored papers: book cloths 
tion presses, jobbing presses, automatic paper feeders 
ters, and other machines for printers and binders. © 
tations should be made f. 0. b. Payment will be made 
New York bank on presentation of shipping documents 
Reference. Samples should be submitted wherever possi- 


ble. 
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New Amfil Typewriter Specialties 
Amfil Ribbon Re-Winder 


A wonderful time saver for re-winding ribbons from one spool to 
another. Also in winding onto spools from a reel as shown in the 
illustration. This appliance correctly fills the need that has 
existed for twenty years. 


Amfil Sectional Cabinet for Parts 


An instantly accessible receptacle for the endless number of typewriter 
parts which go to make up a complete stock. It will greatly assist you to 
keep a sufficient stock, so necessary in the handling of Rebuilt Typewrit- 
ers. Delays are usual at this time; avoid such if possible. 

The outside, including 
the drawer fronts, is 
steel, finished in olive 
green enamel. The in- 
terior is wood. It is 
made sectional so that 
it can expand with the 
business 






Write for further 
particulars of these 
and other new Amfil 
Products. 


THE AMES & FILSTEAD CO. 


Producers of Better Platens for Typewriters 





CHICAGO SAN FRANCISCO 
607 S. Dearborn St. 507 Mission Street 
NEW YORE DENVER 
83 Duane Street 1627 Champa Street 








THE FAMOUS ADHESIVES 
The Kind That Satisfies 






THE STICKINE 
FAULTLESS 


DESK - POT 





> 
ad = 


The Originators of Cream Paste and Water-Well Paste Jars 


DIAMOND INK CO., Milwaukee, Wis.—New York Office, 265 W. Broadway 
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Rebuilt Typewriters 


Everything the Best 











Remingtons 


L. C. Smiths Regular Size 
Royals Wide Carriagt 


Monarchs 


Olivers Every Kind for the Specials 
Typewriter Dealer 
equines at Wholesale Only 


Pica 








TYPE STYLES 
Medium Romat 


Large Pica 


be Our List No. 105 **General Rebuilt Typewriters”’ ; ; — 
Elite Saves Guesses are known in every market Gothie (Shit 
and Losses in the world Gothic (Shiftle 


Printy pe 





General Typewriter Exchange, Inc 
Washington and York Streets BROOKLYN, N. Y. 











ADJUSTO TRAY-BINDER 


The Latest Development in Posting Machine Equipment 
Combines All Good Features of Both TRAY and BINDER 
Successfully used with all bookkeeping machines 


Thousands of Adjusto Tray-Binder outfits are working hand-in-hand with 
bookkeeping machines—speeding up the bookwork—helping out the man 
power—in the busy business houses of the nation. 


THE ADJUSTO TRAY-BINDER 


The Adjusto is the original FLAT BASE TRAY 
BINDER—a combination tray and binder in which 
the several distinct advantages of both are consoli 
dated. It has the capacity of the largest tray, with the 
compression and locking feature of the ledger binder 
The Adjusto Tray-Binder is especially adapted for use 
with any posting machine. It takes sheets of any size 
or punching. Holds the sheets at any desired angle, 
and adapts itself to the convenience of the operator 










Built for Service 
Easy to Operate 
Always Satisfactory 





Manufactured and Sold by 


[eFEBuRE|EDGER CHPANY 


CEDAR RAPIDS, IOWA 


(IN CANADA—BUSINESS SYSTEMS LIMITED, TORONTO, ONT.) 




















ALL MAKES 


Billers 


Primer 
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Phe freight situation and the inability of factories to 


ke consistent deliverie Ss, due largely to the demands ot 


* government, have made it necessary for the ribbon 
1 carbon department of many typewriter agencies to 


vulder the responsibility of turning in profits which in 
mer days devolved upon the machines themselves and 
s gratifvine indeed to know that an accelerated effort 
behalf of the ribbon and carbon business has resulted 


ry satisfactorily wherever an office has taken upon itself 


“step on the gas” in this line. It has been found that 


offer of a bonus, and, in fact, anything to properly stim 


ite competition and pride in sales records in supplies, 


has turned in wholly unprecedented profits and it would 


sc¢ 


m that the lesson taught by force of circumstances 


ought to be valuable enough to be retained and profited 


by to no inconsiderable extent, even after the typewriter 
situation, with reference to supply and demand, may be 
changed with the war's end 

San Francisco, Cal. 

The H. & M. Ribbon & Carbon Company of Seattle, 
Wash., and the H. & M. C. Company, Inc., of San Fran- 
cisco, Cal., announce that, owing to a heavy increase in 
demand from California and the Southwestern States, east 
to and including Oklahoma and Texas, it has been decided 
that the interests of customers will be materially advanced 
by the formation of a new company and a larger organ- 
ization with a California office for this territory \ new 
company is therefore being incorporated and will operate 

s the H. & M. C. Company, Inc., with main offices at 
San Francisco. This will be a closed corporation with a 
capital of $10,000, owned equally by H. F. Hammergren 
of San Fraticisco, \W k \icElfatrick of Seattle. Wash, 
and C. B. Cole of San Francisco, in charge of the south- 
western territory for about two years. The initials of 
the owners make up the name of the company The H. & 
\l. C. Company, Inc., takes over the same exclusive con- 
tracts and buying arrangements for its territory as that 
enjoved by the H. & M. Ribbon & Carbon Company of 
Seattle and assumes all liabilities due to others and takes 
over all assets due from others, formerly due from or to 
the H. & VI. Ribbon & Carbon Company of Seattle, \WWash 

R. A. Beck of the Kevstone Carbon Paper Manufac- 
turing Company was in San Francisco early in May, 
on one of his regular visits to this coast. He came here 
from Los Angeles and proceeded north from here. Mr 
Beck is considering many plans of expansion and these 
may include the opening of headquarters for the Coast 
in San | rancisco, 

* * * 

The Ink Ribbon Manufacturing Company announces 
the removal of its factory and general office to 635 How- 
ard street, where the company occupies the entire build- 
ing. and has established the largest factory of its kind in 
the far West, producing inks, mucilage, paste, typewriter 
ribbons and carbon papers 





The Dealer’s Inning 


All kinds of postage 
rates —three cent, 
two cent, merchan- 
dise, printed mat- 
ter, newspapers and 
foreign—are shown 
in the chart of the 


LIBERTY 
POSTAL 
SCALE 


It tells at a glance just what postage is needed. It 


PI 





saves the time required to figure the amount of 
postage and eliminates the inaccuracy of that 
method. The LIBERTY POSTAL SCALE is built 
entirely of steel and handsomely finished in gold 
bronze. 

The demand for this scale is immense. No matter 
how many scales an office may have, a LIBERTY 
SCALE with its up-to-date chart is needed and will 
pay for itself in a few days. This condition offers 
an opportunity of a life time. 


Triner Scale & Mfg. Co. 


2714 West 21st Street, Chicago, III. 











THE ONLY ADJUSTABLE 
POST-BINDER 
ON THE MARKET 


Here’s a simple device that enables the office boy 
to bind into book form “‘in a jiffy” any kind of loose 
leaf records. 


The “F-B” Loose Leaf Holder 








Pat. May 13, 1913. 


is adjustable to any distances between punch holes 
and to any size of paper. 


The retail price is $3.00 a dozen with liberal 
discounts to dealers. 


ROCKHILL & VIETOR 


Sole Agents 
Dept. ‘‘F-B’’ 22 Cliff St. New York City 
Branch: 180 N. Market Street, Chicago 
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PEET'S 


Patent Improved 


TRIANGLE PAPER CLIPS 


/ a, wa? 
‘ny r We La 


HOLDS PAPERS SECURELY 


Patented May 22 1917 


Only after trying this new paper 
clip can you appreciate its superi- 
ority. It is so easy to slip on, and 
it holds the papers, etc., absolutely 
firm. The patented crimp does the 
work. It will be worth your while 
to send for samples and prices. 


If your stationer does not carry them, 
write us direct. 


PEET BROTHERS 


618-20 Cherry St., Philadelphia, Pa. 














Stop and Think! 


Your customers’ good will, the growth of your 


f your profit, de- 


the kind of goods 


business, the consistency « 
pend fundamentally upon 


you handle. 





Bushnel!’s “‘Paperold” 
Vertical File Folder 
Style V 


Bushnell's ‘Paperoid” 
Expanding Wallets 


Bushnell’s Paperoid 


Man The 
guarantee and yours, too, for it 
Customer 


simplifies buying for the Busy 


name is his 
eliminates the chance element from 
Satisfaction 


You 


conhdence 


Alvah Bushnell Company 


925 Filbert Street PHILADELPHIA 


can handle “Paperoid” goods with 














om 
a 
Baltimore, Md. 

\fter twenty years with W. E. (¢ Harrison Sons 
buyer and manager of the wholesale department, Charles 
I. Richardson has severcd his connection with that 
cern, to enter another held 

Charles ( \b t has succeeded James H. Sc! 
retired, as vice-president a general manager 
Marcus W. VW Compat \ 

Women and uy I have i ed ¢ 1 n oO i 
entered military service 1 ore i Me 
lhalheime: 

Boston, Mass. 

His friends rejoice to see W. | ( h 
Adams, Cushing & Foster, back at work again after 
illness ¢ eight weeks iratio! 

Chicago, III. 

\ git, a and stationery store has been opens 

South Homan street. by WwW. W Bab k 
Denver, Colo. 

\ ne ‘ store has ° tablished here by ( 

Blankens 
New York, N. Y. 

Schwartz & Abrahams, stationers, are a new é 
156 East Second street 

The Hegone Studio, produc hand painted novelt 
has moved to arters a 7 >We 
28th street 

\ ne ationer\ mncer ( 2M 
son Ave é M.T. W g C< any 

Ch tf Me tt-Van ¢ ( iny, stationers a 
print s city, will herea vna e Merritt 
Johns ( 4 he nat i 2 ¢ e¢ 
lv cl 

Ry © has {) 
Sup] ( 112 I 
York 

rh inco Stationery ( 2 
Seco! \venue 288 Will 

H s ¢ eimer M IX ind =| Na 
West 42 et ave Ty We e | 
Servi | s g, bo Q 
pu 1 a Phe i tal l » 
om 

Whe s e tra ¢ 
ner it ehal th f , or te 
the Nati il Army, J. J. O'! I |. O'Bri &S 
Stationers ae JI 23 re ed \ 
Rabino a the ry ¢ i 4 | 
been inte general manage ‘ 

Rabi vill e as hea 1 ery 
met 





June, 19178. 











OFFICE APPLIANCES 





For more than one reason the “Sengbusch” should be 


ottered first when an ink 


1. You compliment your customer by offering the best 


you have in stock. Ind 


kind of a man, in vour e 


2. It will please him t] 
a “Sengbusch” because 


tirely satisfactory. 


3. Your profit on a “Sengbusch” makes the sale a de- 


sirable one. 


4__5_§6—_/—-8—and on 
reasons Hage you should 


custom should choose 


Try Doing it and Watch Results 





“offer this one first” and why your 




















stand is asked for 
oing so you imply that he is that 
stimation. 


1e best in the long run, if he buys 
it will prove economical and en- 


up. There are almost unlimited 


it in preference to all others. 


r Th “Tk M f imps 

h la ls, en I gers s an 

is aris at Clean, hand hand 

zen some It’s 1 to your advantage 

and to sell it t is t is ewith the 
Inkstand a e Applier. 


ut oo settee cit ttn 


a | 
ri, Wi Pout ii 
DW TMT at 
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Patented. Other patents pending 









Stz Whees 
1 te 999,999 


Three 
M ovemenis : 


Comsecuticc, 
Repeai. 
Dupltrate 





2 —_—— . # 
Cann ee, 


We Tt 


123456 


Showing full size imprint 


Climax Numbering Machine 








LIMA X 


A SERIES of CLIMAXES 
The Greatest TIME SAVERS on the Market 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal type 
and figures giving neat, clear cut impressions. 
They are self-inking, dust and rust proof, abso- 
lutely accurate, compact, neat and of exceptional 
appearance. The Climax machines do identically 
the same work and in just as satisfactory a 
manner as the highest priced. Our guarantee 
is given with every machine. 


We also manufacture the 


Climax Name Plate Dater 


constructed along the same lines 


Send today for catalog of our full 
line of Metal Stationery Supplies. 


The Traut & Hine Mfg. Co. 
1 Union Sq., New York, U.S. A. 


Factory: New Britain, Conn. 
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Climax Line Dater 


Patented, Other patente pending. 





JAN 15°15 
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Eddy s ** Typoarapher,.” 
patented in 1850, As 
sarge as a square piano. 


Corcna, the twentieth con. 













? 


Eddy’s “Typographer 
versus—CORONA 


In point of time, but sixty years 
or so separates these two extremes 
of writing machine invention. But 
where the Typographer weighed 
pounds, Corona weighs ounces and 
may be carried in one _ hand 
Corona is measured in_ inches 
rather than feet, and is as simplk 
to operate as its bulky predecessor 
was complicated. 


In point of utility the contrast 
is even more striking, for Corona 
has made practical a “personal 
writing machine’—which means that it has broadened the writing 
machine’s sphere of usefulness. By the home fireside, or on Europe's 
battlefields—in busy city offices or in hotels, trains, or steamers 
wherever there is a call for modern methods, there you'll find Corona 








Fold it up— 
take it with you 
typewrite anywhere 


tury wrifing machine. sery in gz. 

Can be foldedinto adesk . 

Gener 7 Rand-Sag. Mechanically right, possessing a wide popular appeal thoroughly tested by a 
hundred and fifty thousand users—men and women, in every walk of life and 
backed by a strong and experienced organization, Corona gives every promise f 
developing an even wider demand You ought to know about it Ask for Booklet 


CORONA TYPEWRITER CO., Inc., Groron, N. Y. 
NEw YORK CHICAGO SAN FRANCISCO 


Agencies in All Principal Cities 


CORONA 


The Personal Writing Machine 




















A Line You Should Know 


The Tenacity Line of loose leaf devices affords 
the dealer a complete assortment at minimum 
outlay. 

It has features which will enable you to clinch 
sales which might otherwise be lost. 

Here is 


The C. L. Steel Back Ledger 








The metals are electrically welded. You know 
what that means in the way of service-durability. 
The C. L. is made in five capacities, each of which 
is capable of 100% expansion 


The large capacity binder used in connection with 
our ledger-rack makes an ideal combination for 
machine-posting. 

You really ought to know more about the Tenac- 
ity Line. Why not write today for our catalog? 


The TENACITY MFG. CO., Inc. 
Reading CINCINNATI, OHIO 





PAPER CLIPS 


No, 2 No. 3 
“Known the World Over’’ 
MADE OF THE BEST SPRING STEEL WIRE 


100 to a Box—10 Boxes to Carton 


f GET - OUR - PRICES - AND - SAMPLES 


before placing order elsewhere. Order 
now while prices are low. Can make 
deliveries at once. 

















ORDER YOUR YEARLY NEEDS NOW 





Send for our Illustrated Catalog with prices and samples 


The Hoge Manufacturing Company, Inc. 


MANUFACTURERS OF 
STATIONERS’ SUNDRIES 
Modern Specialties in Brass, Steel and Wire 


Forty-five John Street. NEW YORK, U.S. A. 


















































Oakville, Ont. 

F. W. Grinham, bookseller and stationer of this place, 

has purchased the business of Miss Lean 
San Francisco, Cal. 

San Francisco stationers find that business keeps up 
with them in a remarkable way. Of course, it has been 
affected by the Liberty Loan drive, as every line of trade 
has, and in a minor degree the drive for Red Cross funds 
had its effect. San Francisco is proud of the record made 


in the subscriptions for Liberty bonds and will “go over 


the top” for the Red Cross. The parade, in which nearly 
forty thousand women marched up Market street, stirred 
the hearts of everyone and no line of trade is doing better 
work for the cause than the stationers. Practically every 
stationery store of size had numerous representatives in 
the various women auxiliaries which took part in the 
parade But even with the attention of the public and 


ers and employes of the stores so much occu- 


the Manas 
pied with public affairs April was an excellent month in 


the sale of stationery and all the goods handled by the 


Stationers, and the month of May promises to exceed 
the record of a year ago. The same story is told by 
nearly all—the difficulty of getting goods is much more 
serious than of disposing of them after they are on the 
shelves. There is some shortage of experienced help, but 
the public is patient, and with the hard licks put in by 
the more expert and their new assistants, very little com- 


plaint is heard on the service question 
** * 
Ernest Meire, one of the outside men for Payot, Strat 


ford & Nlerr, ts making his rounds with more spring to 


his step than of yore, and his face is constantly wreathed 
in smiles Mir. Meire is ever ready with the answer when 
Ske hence comes his sudden accession of pride He 


s recently become the GRAND-father of a bouncing 
OV \ namie | s been officially selected ior the future 


l 
President, but Grandpa says that he may name him for 


one of his illustrious predecessors in the chair 

S. Dagget. of Canada, many years in Vancouver and 
( recent years with Willson Stationery Company, at 
Winnipeg, is the latest acquisition of Payot, Stratford & 
Kerr le arrived about two weeks ago, and is in the 
United States for the first time in his life 

John T. Gilmartin, general manager of the H. S. Crock 
er Company, is now back on the job aga ully recov- 
ered ft the illness which kept him away from business 
f S ong me 

Dixon Fish & Co. have lost their floor manager, A 
Reinhart, who has joined the forces of the | ted States 
He is now undergoing training for the army at Fort 
Masor F. Mulholland, formerly with Payot, Stratford 
& Kerr, has s eeded Reinhart with the Dixor Fish 
ci 

‘ 

Victor O. Post, manager of the Freder Post Co1 
pany vs that he has had such a demar yr stationery 
and stationery sundries generally that he is having difl 
culty in getting things lined up so that he can take his 
regular vacation at the usual time 

S Christian has been appointed local representative 
of the Business Equipment Sales Company, of Los An 
geles in their mechanical lines He has established his 
headquarters at the company’s office in Sa incisco 


News has just reached here that Arthur ©. Carlson, 


Continued on page 176 
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“Blessed be the Tie 
that Binds Securely”’ 


SECURITY BINDING STRAPS are made ot 
a very closely woven linen webbing, which is 
practically indestructible. The metal fasten- 
ers are of heavy nickeled steel without teeth 
to wear the webbing. They grip securely, the 
tighter the pull, the more secure the grip. The 
straps are three-quarters inch wide, and are 
made from 12 to 78 inches in length, and in 


two grades 


Non-Slipping —Tight-Gripping 
Adjustable — Easily Loosened 


Especially useful in Vaults and for large 
bundles of papers. They do not rot, and are 
far more serviceable than wide rubber bands. 


PACKED 6 DOZEN TO THE BOX 





ORDER A SMALL ASSORTMENT 


Security Envelope Company 
‘“‘The Specialty House’’ 








Minneapolis, Minn. 

















Cutters 


For cutting Paper, Card 
Board, Veneer, Cloth, 
Rubber and Thin Leather 
etc., to a thickness up to 
3 inches. Witha 
Golding Cutter 
Zip it is done in an in- 


stant and the edge is 
clean and straight. 





The Pearl Cutter 


Made of iron with steel knives. Very durable— 


easy to operate 


u ¢ b ) Ti T 2 7 111 l- 

graph ust banker 

and offices of all kind 
Wi 

Power ¢ 

Ca ty P 

P i ing Pp 

a P 


Dealers Wante 


Golding Mfg. Co. 


Franklin, Mass. The Golding Cutter 
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Something Brand New 
in Post Binders 


This new Adams Flexible Post Binder does the 
work of any post binder, for temporary or per- 
manent use, and conserves storage space. When 
you have filled the binder, simply turn down the 
flexible posts. Its price is one of its attractive 
selling points. 


The Adams Flexible Post Binder 


has a U shaped post, the ends of which are 
quickly and easily bent over for permanent 
binding. 

Made of special press board in beautiful 


clouded effect. Equipped with one or two sets 
of posts and four rust proof eyelets 


Any special size to order. 
We also make the Ideal Book and Key Rings. 


Henry T. Adams Manufacturing Co. 


6796-98 South Chicago Avenue 
Chicago, Il. 


Jf oe 














Rebuilt Typewriters 
All Standard Makes 


at as low prices as consistent with 


Honest Work and Good Quality 
All machines guaranteed against defect. 


Courteous and Prompt attention 
to inquiries. 


Price list on application 





THE HARRY A. SMITH 
TYPEWRITER CoO. 
Wholesale—Export 
218 N. Wells St. CHICAGO, ILL. 
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STYPRWRELERS 











Buffalo, N. Y. 


Frederick S. Irwin, who was city salesman for the last 


two years jor the L. C. Smith & Bros. Typewriter | 

pany at Detroit, Mich., has become manager of sales 

the Buftalo Typewriter Emporium, 46 Franklin street 
Des Moines, Ia. 

“Billy” Sandberg, whose juaintance in typewrite! 


‘les here dates back for years, has renewed his conns 


with the Remington company as salesman out of the les 
Moines oftice He left the above company abo 
yeors ago to engage in the sale of automobiles Mr. S 


berg says that the automobile game is all right, 
can’t see that it has “anything on the tvpewrit 
seems elad to be back in the ld work 
Ee. B. Miller, who has a wide experience as at 
salesman. is now affiliated with the Remington Type 
Company, this city. 
; +. 
George L. Smith, assistant sales manager, Ro 
writer Company, was recent visitor to the co 
othice here 
Earl Doyle, for the past number of years a me 
the Des Moines office of the Remington company, has 
barked in the second-hand machine and repair business 
for himself and recently opened an exchange of small 
proportions in the city 
Grand Junction, Colo. 
FE. Frank Winfield, proprietor of The QOuting SS 
states that the Fox typewriter interests in Colorad 


1 and southern Wyoming have bee: 


Mexico, Arizon: 


in his hand He has become western sales manage 

the lox Mr. Winfield visited the Fox typewritet 

t Grand Rapids recently, where the arrangement S 
made. This new deal will take Mr. Winhfield’s time 


} wsiness and mve es the use ot George Wert 


his retail 


is salesman Mr. Gerrish formerly traveled for the 


Typewriter Company in Colorado and New Mexico 
Huntley will be manager of the service department 
San Francisco, Cal. 

There is no change in the typewriter situatior 
demand continues beyond the supply and there is s 
a make of machine on the local market, except 
vhi h Can he said to ] i\¢ S ncrwent stor k 

| | (a singer Coast 1 nager of the Oliver 
writer, is visiting the northwest, and while in t! 
tion he is making arrangements for the appoint: 
a distributor for Vancouver. B. ( 

Harrv |. Seddon, manager the L. C. Si & 
Typewriter Company, is in the East visiting the 


Holliday Type 


and is nov 


Wilbur Ryan, formerly with the A. H 


writer Company, 


has enlisted in the army 


training at Camp Lewis 


R. A. Stone of the Stone Typewriter | 


ompany\ 





Tune 


MARSH 


HYGIENIC RUBBER 





For Speedy, as 
Accurate Office Work 


W itTH these pads on your 
fingers, you can handle 
mone’ stamp letters, filing 

peed and ac- 


nger Pads do 
sponge cups 
wetting of the 
— thumb 
ur picking 

one piece of 
oid mistakes. 

by cashiers, bill 
be wokkeep- 
itroners——10c 
Millions in use. 


COMPANY 


Providence 
R. 1. 





Established 1874 


If your stationer 
or druggist can't 
supply you with 
Marsh Finger 
Pads,order direct 
from us. 











CORPORATE SEALS POCKET NOTARY 


K 


AUEBER STAMPS STEEL STAMPS 


We 
Manufacture 
SEALS, 
STENCILS, 
BADGES, “g@" 


Rubber Steel 
“@ STAMPS, 


wETA CHECKS 
POCKET COINS 
BRASS SIGNS 


BAOGES STENCILS 
FOR SALE 


MEYER & WENTHE 


ye x ess 


MEYER & WENTHE 


Nt wns Sores, OHIGAGO 
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100% 
PRESTIGE 


You have it only in the 
100% quality brand that 
bears your own name. 
Typewriter Ribbons and 
Carbon Paper ought to 
give the dealer every pos- 
sible advantage—not only 
in profit but in reputa- 
tion. That is why our 
selling proposition is 
uniquely superior to all 
others; it adds SUM TO- 
TAL VALUE to your en- 
tire line—at an ascending 
profit scale. 


The right line yields a 
profit that you can’t keep 
down, or merely station- 
ary. It grows — because 
the buyer himself adver- 
tises it, and its own qual 
ity supplies the clincher 
You require the “U. § 
LINES” under your own 
firm imprint to make your 
business what it should 


oS LESS 





We share our pronts with y 
and in addition we give 

ill the publicity advantage 
the name on the brand We 


are placing this proposition 
fore the trads because our 
only interest n business is 
» serve the dealer Only so 
serve ourselves Your 


interest is to hold 


ers—and increase them— 


with the same kind of servi 


Write today for samples. 


Typewriter 
Ribbon 
ehJZe Mfg. Co. 


Sansom and 8th Sts., 
Philadelphia, Pa. 


Cable Address 
MUSTR. 

















“Wouldn’t Have 
Anything Else” 


“ Another Tae as Card,"’ was the 
a successful bu: when another es 
gins user detached a Peerless Patent Book Form 
Card and handed it to the speaker, When 
questioned concerning his remark, he stated 
he had used the card years and “wouldn't 
have anything else.” 

You wouldn't have anything else either if you 
bad ever used these famous cards. Surely the 
presencatton of the card mentienedeheve mass 
the best possible im on. Infact, under the 
circumstances tt wo have been riful to have 
presented any other sort of card! You may be 
proving to many men just how far from 
date you are by the card you present. 







Appearance of 
our Neat 
in 





Our Service is Satisfying 


The Peerless Patent Book Form Card 


is not merely acard. Jt ts an tdea, an influence, 
an expression, a message, It indicates good 
taste. It gives the man who receives it 4 real 
knowledge of the man who sendsitin. It tells 
the story of an up-to-date man and opens 
door to an interview. 

Detached one by one as you hand them ou 
the cards are always oom and Pe rfectly flat, a 

every e dge is smooth here is no possible in- 
dic ation of detac i, They — detection. 
Send for a sample tab today and prove the 
fact to your own satisfaction. Send today 

We engrave and emboss opening announce- 
ments, removal notices, or anything that Snags. 
be desired where only the best will 


The John B. Wiggins Co. 


Engravers Plate Printers Embossers 


1S Maeno, CHICAGO 




























PAPER BUYERS 


Who Want the Best 
At Reasonable Prices 
find that 





“ELSINORE” 
Typewriter Papers 


meet every requirement 


PRICES COMMENDABLE 
QUALITY DEPENDABLE 
who are not receiving our economy 


’pportunities” should request that their 
name be placed on our mailing list. 


We carry a complete line of 
Typewriter Papers, Onion Skin, Man- 
ifold, Index and Guides, Cards and 
Vertical File Folders. 


ELSINORE PAPER CO., Inc. 


131 W. 24th St., NEW YORK CITY 
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GLEICH’S 


Easy Flowing Permanent Record 


Gives the Service 
Demanded by 
Modern Efficiency 


- For Office and Household Use 
Made in Six Colors 
Catalog sent at your request 


Manufactured by 


THE COMMERCIAL PASTE CO. 


COLUMBUS, OHIO, U.S.A. 








Dexter's Star 
Manifold 


Linen 





STAR MANiFoUd | 
LINEN PAPERS. 


CH. OLATER & SONS 

















They Outlast Hard Handling 


A real linen writing paper in tissue weight—that 
is why Dexter’s Star Manifold Linen outlasts 


and still remains crisp 


long and hard service 
and convenient to handle 
With a surface that is specially finished for 
duplicate copy work, Star Manifold insures 
clean-cut, crisp, durable carbon copies. Seven 
distinct colors and White in several finishes 


make this paper suitable for even the most com- 
plicated “systems.” 
May we send you our con- 


venient list of sizes, weights 
and = prices, and samples? 


C. H. Dexter & Sons, Inc. 


Windsor Locks Connecticut 








“BUMP” 


The New Stand Model 
PAPER FASTENER 
and PUNCH 


S now on the mar- 

ket and is win- 
ning instant suc- 
cess. It can be used 
as a paper fastener 
at one end and at 
theother asa punch 
to accommodate a 
} in. binder post. 
A useful combina- 
tion. Ask to see 
sample. 





Write now. 
AS USUAL THE HAND MODEL 


“BUMP” 


PAPER FASTENER 
Is having big sale and is giv- 
ing satisfactory results. 

You should have both on dis- 
play, to satisfy the increasing 
demand for these models. 


BUMP PAPER FASTENER CO. 
LA CROSSE, WIS. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway New York 




















Seti tice 








RIBBONS AND CARBONS 


“Symbols of Quality’’ 


The kind of quality that demonstrates itself 
in immediately increasing distribution is in 
these products, as proved by the continued 
and immense stimulus to their sales. We 
have more dealers today than ever before, and 
by our larger and better facilities are able to 
care for them more adequately. Careful pro- 
ductive methods assure satisfaction at all 
stages of the transaction. 


The call for BUCKI Ribbons 
and Carbons is unending. In 
a majority of heavy- 
buying territories 
all over America 
today our dealers 
are profiting by 
this demand. Write 
us now for the op- 
portunity in your 
field. 


The Buckeye 
Ribbon & Carbon Co. 


Manufacturers 
1466-68 E. 55th St., Cleveland, Ohio 


SL TTT Se 










ee — 
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une 5 
spending a few days at Monte Rio. With him is Albert 
Perr the same company who intends to remain for 
his entire vacatio 

* * 

R. L. Stone is planning to spend the month of June on 
the ther river, although he may decide to spend a 
part of his vacation at San Diego. He is going to the 
Feather river canon in his machine, with his wife and 
child, and if he decides to visit the southern metropolis 
he will make the trip in the auto. 

ae > 


While several echanics in the repair department of 
the local tvpewriter agencies have gone over to the ship- 
builders, Dan J. Lynch is believed to be the first of the 


salesmen to become a machinist at the 


orme typewriter 
shi ds Lynch had been a salesman for some time 
before he made the. switch. 

a 

Louis Bannan, one of the old time typewriter repair 
men of the city has just entered the services of the 
Corona Company in san Francisco 

x > * 

Carl Happersburg, who formerly was with a typewriter 
company in San Diego, has accepted a position with the 
Oliver in this city 


ie x * 


Ironsides, formerly of Reno, Nev., is now with 


the L. C. Smith & ¢ San Francisco. 
: * 

Walter J. Strange, formerly with the Wholesale Type- 
writer Company, this city, is now with the Type 
vrit I 

* : »* 
\. P. Stockwell, manager of the Remington Type- 


writer Company at Calcutta, arrived in San Francisco on 


the steamer Colusa and has proceeded East 


Wichita Falls, Tex. 
Vi rong & \\ oods., 


re ommodious qua 


recently, 


Corona agents here, are moving into 


rters where new xtures and a 


special display room have been added 


Typewriter’s Effect Upon Literature. 


he following rticle by N. P. Babcock appeared in the 
San Francisco Examiner recently, and a clipping was sent 
to Office Appliances by L. & M. Alexander of that city 
We believe it will be interesting to our readers 
\ erestir l ssion might take place mong writers 
iestior Would Dickens, Thackeray Wilkie Collins, or 
old-ti oluminous novelists ive used a ty} 
write id that machine been invented in their day, and would 
ave the same had they done 
W he we conside the number of times Dickens was com 
I Ss pe n an ink-well during the construction of 
d Copperfield alone, we cannot avoid lerir 
wha ‘ that stor might have gone had I ctised fingers 
e¢ ‘ to the k of a modern machine 
I firs 1es n Would the author named 
of their contemporaries have used tvpew el ul 
owe S ‘ Si i found There ire pien ot vriters 
d vho do not No is this always be e the ire ul 
4 t ndertake e task of learning t perate the n 
é caus cling to a belief ape é 
‘ ior 
\ ' of ne ttle repute once said If 1 ( evel nvent 
» writ machine that you can play wit perh 
use both hands it once writing 
ist ive ‘ ind free to scrat« n r 1 f 
deas \ newspaperman of my acquaintance ‘ 
wit i st pencil less than fou r es 
Be r ‘ \ “literature” was first « ed witl 
stone nd the invention of the a 1 per was a 
ist mger period owever, than intervened between the 
t el pet 1 typewriters The wor therefore ‘need 
rd loubt that ir vuurse of time the se of the tter will 


Ae Fr GI 





ANCES 





VULPES 


Partitioned Expanding Envelopes 





VLA 





“FIBERSTOK” envelopes with 2, 4 and 6 pock- 
ets are always in demand by offices for filing 
purposes and by salesmen, collectors and others. 


Carry an assortment of sizes in stock and dis- 
play them in your windows. 


“FIBERSTOK” recognized as the 
“standard”; prices are low in comparison with 
others; shipments of all standard sizes can be 
same day order is received. 


= 
Ss 





quality is 


made 


Send for samples and catalogue. 


National Fiberstok Envelope Co. 
429-447 Moyer St. Philadelphia, Pa. 


UU LA 





VOVALLLTAE A AL 


The wonder/u/ 
o ~~ 


m RIES OK: '£tg opener 


99 


These wetted time saving Office 
Necessitie =s are well known standards 
of the best type in office equipment, 
not because we say so but because 
they are recognized as such by con- 
stant users as well as dealers in all parts 
of the world. 

We screw our prices down to the very lowest notch; 
only three slight advances during the war. 

We solicit your co-operation— Let us serve you. 

Prices, illustrated and descriptive matter sent on request. 


THE O.K. MANUFACTURING CO. 


SYRACUSE, N.Y., U.S. 














~ 
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SD etiiiaion Both Space and Time 


by sorting those checks now scattered on desks or tables, 
or unmethodically pigeon-holed, with a modern, indexed, 
automatic-locking device from which checks cannot slip, 
but are instantly released by one movement. Cannot 
lose a check. 


The KOHLHAAS Portable and 
Sectional Check Sorter 


New Compres- 
sion Principle. 
Practically 
Indestructible. 
Capacity 
Unlimited. 


$5.00 


We also have 
Ad dress 
Files, Desk 
Reminders, 
Follow-up 
Files, Nu- 
merical Sort- 
ers, Recipe Files, Petty Ledgers, Dental Files, House 
Records, Letter Sorters, Case Fil Pass-Book Holders, 
Currency Holders, Real Estate Files, Signature Files, 
Physician Files. 








Dealers: Write for Discounts 


THE KOHLHAAS COMPANY 


Manufacturers of Sight Systems 
31 West Lake Street - - CHICAGO 











THEY ALL SAVE TIME WITH 
THE COMMERCIAL 


Versatility——this is a chief characteristic of the COMMER 
CIAL DUPLICATOR More than ust a machine for one 
department—it finds ways to save employees’ time to speed 
up operations—and to take over routine tasks-—in every 
department. The Sales Manager uses the COMMERCIAL 
in getting out special bulletins, progress reports and quota 
sheets In the order department, the COMMERCIAL makes 
copies from the original order without re-writing. 





The Machine of All Around Usefulness 


The Architect finds n the “COMMERCIAL” method the 


efficient way to duplicate drawings and specifications With 
the Office Manager it finds countless uses in getting out 
form sheets, making comparative reports, preparing stock 
forms, et« The stenographer uses it to run off multiplk 
copies of memorandums and reports The purchasing agent 


and the advertising manager the ippraisal and the effi 
cleney expert—almost without limit une he uses the 
COMMERCIAL will find for itself in your business Let it 
save time for you, too, 


DUPLICATOR MANUFACTURING CO. 
918 Commercial Duplicator Building, CHICAGO, ILL. 











ADDING MACHINES 











Dayton, Ohio. 


That he may be in closer touch with his work as presi 


[ 


dent of the Dayton Adding Machine & Time Lock (¢ 


pany, ©. Edward Born, former president of the Cent 


thi r 


National bank of Columbus, Ohio, has moved to 
Detroit, Mich. 

The current number of “The Burroughs Cle: 
House” for June, published by the Burroughs Adding M 
contains as its leading feature 
valuable and informative “FE Property 
the World War.” It is an interview with Ralph Stone 


\lien Property Cust 


chine Company, 
article on nemy 
director of the Bureau of Trusts, 
dian, Washington, D. C. Other articles include “I Pl 

My Pocket to the Flag’—telling how a Utica, N. Y., bat 
success”; ““] 


telling how banks are he 


teaches children “savings, service and 


City-Bred Soldier of the Soil, 


ing to mobilize boys for far vork; “Planning a News 


being an article on bank advertising 
Philadelphia, Pa. 


Adding Machine Company's “Pepper Bo 
° rt 


paper Campaign,’ 


The Barrett 


and Ginger Jar News”—a bright and lively house orga: 
contains among other interesting features, a picture of ihe 
store of Gumaelius & Komp, who have been the cor 
pany’s agents in Sweden since March, 1915. The Barrett 
people, by the way, have recently appointed several 1 
lomestic agents, tn luding the \\ Yates ( ompat 
Wilmineton, N. C.. and the American Commercial Ce 
pany of New Orleans, La. George W. Stephensor 
recently taken charge of the adding machine departn 


of the John P. Morton Company of Louisville, Ky 
important office equipment house 

San Francisco, Cal. 
lanager of the Dalton, is 


Ww. W 


} 


ing a business visit to the northwest ( 


Erskine, Coast 1 
Huston and 
M. Harris have recently been added to the Dalton sales 


force 


* + 


Clark & Stuart Company, Ltd., has been appointed 


British Columbia representative of the Monroe Calculat 
ing Machine Company, in Vancouver, B. C., and th 
Marcey Office Equipment Company, Ltd., have been ay 
pointed representative of the same company in Victor 
Stationery continued.) 


formerly assistant to Charles R. Barry, in the representa- 


tion of numerous lines, is about to leave for France with 


the Hospital Corps of the Naval Reserve. 


Che annual onvention of executives, division managers 
and department heads of the Zelle rbach Pay er Com] 
was held in San Francisco the latter part of May. Brat 
managers from Los Angeles, San Diego, Oakland 


Fresno Cal Portland. (Ore “sé attle, Wash . and § 


Lake, l tan, were present 


The Los Angeles stationers held their rst picni 
Mav 11, at Point Furman. near San Pedro The af 
was held under the auspices f the Stationers \ss 


tion of Southern California 
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Adding Machines: 


Burroughs, Wales, Dalton, American 


Calculating Machines: 


Comptometer, Brunsviga, Triumphator, 


Millionaire, and others 
Rebuilt 
and fully 


guaranteed 


All makes 
bought, sold 
and exchanged. 
Write for book- 
let 





REPAIRING at Reasonable Rates, 


Write for Estimate 


Representatives Wanted 


Adding Machine Corporation 


Successor to 
JAS. E. PLEW, and 
Rebuilt Adding Machine Co. 


323 So. La Salle St. Chicago 


The New McM 
Flexible Post Ledger 


has variable capacity LG 
of from one to one f 
thousand 
sheets or 
up to full 
six inches 
of expan- 
sion as 
shown. To 
open or 
lock you 
simply 
press one 
of the levers. An “— 
attractive, efficient device. It 
operates instantly and is thoroughly 
adaptable to your work. 






Write for Circular or Ask 
Your Stationer. 


McMILLAN BOOK CO. 
SYRACUSE, N. Y. 
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No. 3 Riveto 
Eyelet Machines 
Furnished with 200 Eyelets 
with each Machine 





2}” gauge only 








No Miss Stapling Machines 
woe of eee Steei 
a d in PP 


Defiance A Clips 
Six sizes, 1}” to 6” 





Defiance Manufacturing Co. 
384 Broadway 
New York 


Manufacturers of 


Stationery Specialties 











iii il 


The name of “CROWN”, as applied to Typewriter 
Ribbons cad ‘arbor P apers, stands for the best and 
highest grade o1 goods a 

7 7 material used in 'the ir manufacture is the finest 

ante, and brilliant; both ribbons 
and carbon paper art drying and non-fading, and 
capable of sharp, clean wo ~" from beginning to end. 

“CROWN” ribbons a urbon papers are made in a completely 
quipped and up-to-dat ry, by men whose experience cover- 

irs ensures uct of perfect and uniform quality. 
ttractive boxes and packing assist in the ready sale of 


obtainable; the col 


pewriter Ribbons and Carbon Paper 
yachable quality are invited to 


hat is ‘ OMFLE rE 
te for Correspondence and catalogues 


, 5 and ¢ 
Spanist y d Pe stamane. 


Cc ROWN RIBBON & CARBON MFG. CO. 


782-790 ST. PAUL STREET 


UMA AN TT ik 


ROCHESTER, N. Y., U.S. A, 
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ALL G SINGLE 
LEATHER PLY 
Loose Leaf Price Looks end Memo Books 

In our patented all leather, single ply covers we offer you some- 
thing different and better than covers made in the old way. Each 
cover is one solid piece of heavy cowhide, finely tanned, and finished 
in black levant grain. It makes a handsome cover and one that 
will stand the hardest kind of use. 

The illustrations below show the difference in censtruction to 
which we refer. The old style cover is made of three different ma 
terials glued together, while our all-leather cover is one solid piece 
of leather. 

Four Times Actual Thickness 





OUTER COVERING | 
BOARD | 


Lin ins 











y ALL LEATHER 





Both are of the Same Thickness 

Moisture and heat tend to 
soften the glue, warp the cover 
and separate the layers in an 
old style cover. Sometimes 
the card-board interlining is 
broken. These things shorten 
the life and ruin the good 
looks of a book. 

The Trussell all-leather 
cover will stand up under all 
weather conditions and the 
hardest use. 


Trussell Mfg. Co. 
Poughkeepsie, N. Y. 
New York Office, 106 Fulton St. 
Canadian Representatives 


A.R. MacDougall & Co. 


Incorporat 
Toronto, Ont. 























A Package of Profit 


This package meets a staple de- 
mand which is quickly cashed 
into Dealer Profits. Keller's 
Smooth Flowing Fountain Pen 
Ink is bringing fountain pen com 
fort to users everywhere, for it 
never clogs. 


The Robert Keller Ink Company 
Detroit, Michigan, U. S. A. 




















APFLIANCES June, 









"Tian sale cannot be regarded as intrinsically —_ 
unless its effect on your ! ness extends beyon d = 
yoin of wrapping the package, brings the 


back repeatedly, several otdittenes 
profits To this 


Cumulative Profits Class 





thus vielding the house 


every sale of which posi 


belongs the Ajax evelet fastener 
tively means additional busines unsolicited, for its 1.000 
lifferent uses in office and factor means the constant con 
sumption and sale of eyelets 

The Ajax automatically punches a hole, inserts and clinches 
an eyelet in from 2 to 50 sheets with one operation. Punches 
paper, cloth leather; binds firml correspondence, agree 
ments, legal documents, samples, sales or other records 
plans, blueprints, et« Takes three sizes of Ajax eyelets 
long, medium, short 

Before placing orders, let us quote « on Ajax fastener 


and eyelets, also ‘‘Samson’’ Hand Eyelet Tool, the cumulative 
profits line. 


MACHINE APPLIANCE CORPORATION 


351 JAY STREET, BROOKLYN, N. Y. 


-—ROTOSPEED—. 


STENCIL DUPLICATOR 


The only stencil duplicator with semi-auto- 
matic feed—adjustable feed board and flexible 
head spacing device that prints a perfect copy 
with every forward turn of the handle. 


One Model — One Price 


low-priced model prints typewritten, 
hand-written, ruled or drawn forms. LETTER 
AND SIGNATURE WITH ONE OPERA- 
TION—RULINGS AND HEADING AT THE 
SAME TIME. A marvel of simplicity, accu- 
racy and operating ease. 


Wonderful Opportunity 
For Good Dealers 








This one 



















Double profit. Machine and supplies. Ad- 
vertising co-operation. 

A real money-making business builder. 
Write at once for samples of work and de- 
tails of our offer. 


‘The Rotospeed Co. 
‘573 W. Fifth Street 
, DAYTON, O., U.S. A. 


Foreign 
Correspondence 


Invited 





June 18 OFFICE 


APPLIANCES 179 








PENS AND PENCILS 











Bridgeport, Conn. 
The Universal Drafting Pen Company has been incor- 
a capital stock of $50,000. 
Chicago, IIl. 


he Illinois Pen Company of this city has been incor 


porat d here W ith 


porated for $50,000 by John and George Kritikin and 
John L. de Maris 
Los Angeles, Cai. 
The Pen Shop” is the name of the new store recently 


taken over by Barker Brothers and adjoining their main 
building The “shop” will be used exclusively for the 
sale of fountain pens and propelling lead pencils All 


popular brands of fountain pens will be carried with spe- 
cial attention to the make on which the concern concen 
trates its main sales energies. The “Pen Shop” will 
be in charge of Victor Browner who has been associated 
with Cunningham, Curtis & Welch, for the past fourteen 
years 

New York, N. Y. 

Russel P. Condit has severed his connection with the 
Blaisdell Pencil Company, 54 Franklin street, to become 
associated with E. H. Walch, Inc. W. O. English who 
has been representing different manuiacturers of special 
ties has succeeded Mr. Condit and is now New York sales 
man ior the Blaisdell company. 

« * a 

According to a recent announcement from J. W. UIl- 
rich & Company, 27 Thames street, this city, an advance 
of twenty-five cents on the present price list, has been 
made in stylographic pens. 


Philadelphia, Pa. 


Lee H. Heist is head of the newly incorporated Key 
stone Pencil Company The concern is incorporated for 
$5.000 

San Francisco, Cal. 
Ernest Wallace, Pacific Coast representative of the 


Weldon Roberts Rubber Company, Newark, N. J., seems 


to find that a honeymoon does not seriously interfere with 


business for after combining the two on his present trip 
he expects to have Mrs. Wallace accompany him on a 
Southern California trip which he will shortly under 
i ke 

Chet are many men connected with the fountain pen 
bus Ss WwW themselves “Fountain Pen Doctors.” 
Lewis Hambley, with Payot, Stratford & Kerr oes a 

| ther ar lls himself “Fountain Pen Surgeon.” 
He is not only lever in operations and diagnoses ut 
he can make an excellent autopsy and if needs must he 
can act as undertaker and attend to the nal disposition 
of a decrepit pen He lived in Denver for many vears 
is boy and youn nan and it is a revelation to see 
spot any Denverite who strays into the store His 
memory is an asset for the company, and every Sar 
ranciscan. who used to live in Denver brings his 
fe tain pen troubles to the genial Hambley It might 
he added that some of the advertising matter he puts in 


the windows is as clever as his work in his specia 


Continued on page 180.) 


PEEREESS 


“MASTERGAUSE” 


The Dominant Carbon Paper 


There is a materia! difference between 
REAL QUALITY and the much 


abused term “quality.” 


MASTERGAUSE. is THE DOM- 
INANT CARBON PAPER because 
of its REAL QUALITY—REAL 
QUALITY ALL THE TIME— 


not sometimes. 





Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York 


EUROPE CANADA, Toronto 
39-40 Shoe Lane 176 Richmond St., West 


London, England 














Crane Ladies Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes of the 
most select trade. Their merits are known 
the world over, and they yield a profit to 
the dealer. Once tried, the purchaser be- 
comes a regular customer. 


Presented’ in the following Styles and Qualities: 


SUPERFINE QUALITY. In Light Blue Boxes, . 
containing } ream of Note paper each, and in separate 
boxes } thousand Envelopes corresponding. 


EXTRA SUPERFINE QUALITY. In_ Lavender 
Colored Boxes, containing } ream of Extra Fine 
Paper each: in like Boxes are Envelopes to match, 


Our papers are supplied in 
Bordered Goods and other spe- 
cialties by EATON, CRANE 
& PIKE CO., Pittsfield, Mass., 
and 225 Fifth Ave., New York, 
whose boxes bear the word 
“CRANE’S” containing our 
goods. 





This Trade Mark 
every box 


ALL THIS STATIONERY CAN BE RELIED ON 
AS REPRESENTED. MANUFACTURED BY 


Z. & W. M. CRANE wry'es: 











180 OFFICE 








Esleeck’s Thin Papers 
for Printed Forms 


If several carbon copies are tc be made of invoices, 
cost system sheets or other printed forms, you re- 
quire a high grade onion skin or manifold paper. 


WHY? 


If it is an invoice, the top sheet 1s sent to the cus- 
tomer, and you want it to look well. Then you 
file one copy or more for reference; if they are 
worth copying, they should be made on paper that will 
insure legible and permanent records. 


If it is a system form, it must be strong and well 
made because of the handling it will receive. 





The Esleeck papers are right for important uses in 
every organized business office. 


They are sold by leading jobbe: 


Ask Dept. O for Samples 


ESLEECK MFG. CO. 


TURNERS FALLS, MASS. 




















Why It Sells 


Underwood's leverlast 


ing Ink is—like fire pro 
tection—just one of the 
necessities of moderr 
business Records. and 
documents that are 
worth making are worth 
preserving in ink which 


lasts forever. 


Business men are real 
izing that there is a 
great and vital difference 
in inks. And therein lies 
the sales building possi 
bilities of Underwood's 
May we give vou some 
worth-while information 


about this ink? 


John Underwood & Co. 


62 Park Place, New York 
BRANCHES 


Boston Toronto 





London Paris 
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OTHER MACHINES 














Chicago, IIl. 


The program committee of The Addressograph ( 


pany, this city, has decided to change the date of the 19 


Hundred Club meeting to July Ist. The reasons give 
the change are that the day formerly contemplated, June 
Ist, would seriously interrupt an important business 


ting campaign 


The news has been received of the death of H. A. Ken: 
formerly with The Addressograph Company, Chica 
| the \ddressoera 


concern at the time of his death he was well 


Although Mr. Kenny was not wit 


through his previous connection with them for a pet 


of more than eight years. 


Los Angeles, Cal. 
The Multipost Stamp Affixer agency has been trat 
ferred back to the Business Equipment Sales Compat 


Los Angeles 


I: M. Robinson has been appointed local agent it j 
\ngeles for the Lineatime Copy holder His oftice s 
inder the direction of the San Francisco management 


Pittsburgh, Pa. 


H. D. Benner, the local Addressograph representative 


is receiving congratulations from his friends on his 
cent marriage Although we are so unfortunate as 
unable to give the young lady’s 1 e, we understand that 
she hails from Texas 

(Pens and Pencils, continued from p. 179 

Ray Horton, fountain pen expert for Cunningham. (¢ 
tis & Welch, Los Angeles, to San Francisco re 
cently to do some special wo rr the H. S. Crocker 
Company on the Swan fountain pet He will return t 
the south with Walter (sreaves, western representati e 
of the Swart ind will later tour ft t section of the State 
with him 

Bert M. Morris Company has heen appointed westert 
agent for the new Tempoint” fountain pen, made 
Wahl Manufacturing Company, Chicago 

* 

The Imp Manufacturing Company of Los Angeles 
putting out a new Imp safety tuntain pen and pet 
holder combined [his is the invention of Glen 


Hertzler, head of the com The Imp holds tw 


pencils and a fountain pen and sells for the price of 
ordinary pen clip Mr. Hertzler was in San Francis 
recently showing his new inventio 

Charles R. Leonard, Pacific Coast manager of the Ber 
cowitz Envelope Company, w eadquarters In oan 
Francisco, reports the opening of ranch office in Los 


Angeles under the management of S. W. Senson 
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THE “ADAIRACK™ Wercut COMBINED 


THE ORIGINAL PEN RACK 
INVENTED BY JAMES ADAIR 




















The Spring is detachable and the solid glass base 
may be used alone, its groove holding the pen. 
NOTE ADVANCE IN PRICE 


No.3 Pen Rack - - = Each .50 
No. 4 Pen Rack, Cut Glass - Each $1.00 


Cushman & Denison Mfg. Co. 


| 240-242 West 23rd Street, New York City 


| PAT. NOS. 642,277 642 278 














Good Profit That Comes Easy! 


Dealers never were offered a proposition so inter- 
esting or where Profits are made with so little effort 


and with absolutely NO INVESTMENT, as we 
offer for 


She MULTIPOST 


Stamp Affixer and Recorder 
















The leader in its field. Over 30,000 in use Needed 
in every office using 10 stamps or more a day. Saves 
time, stamps and money Thoroughly guaranteed 
and backed by a house able to make it good 
t only is our Advertising and Selling Work in 
ensified and effectual, but our Dealer Plan is 
very unique It is one that every dealer ca 
easily accept and not risk a cent. 
Every dollar of profit is practically clear for you 
nothing to come out fo pel Write us at 
nce for the facts At least learn what e have 





o offer. 


MULTIPOST COMPANY, Rochester, N. Y. ‘ 











BLICKENSDERFER 


TYPEWRITERS 
NEW MODELS 


Visible Writing and All 


&®e@o0\0 0000 2 


= 

= 

= 

= 

= -- 

= eo PP@eee/ee ooo”. 

= Sd ali Requirements to Increase the 
= Quality and Quantity of Work with 
= the Least Possible Effort. 

= 

= 

= 





The New Number Nine Model THE BLICKENSDERFER MFG. CO. 


Our Latest and Best “BLICK” Executive Office and Factory 


’ andard Sci ific Key- 
nena’ Sens aae STAMFORD CONNECTICUT 


F nnn 0000 UU 
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THE SPECIALTY 
THAT SELLS ITSELF 


Peerless Rubber 
Typewriter Keys are 
so well known, are 
used so extensively, 
are such a big help 
to typists that they 
sell themselves when 
displayed by dealers 


In Green, White or 
Black for all ma- 
chines, characters of 
heavily inlaid rubber. 











Write for our liberal 
dealer proposition. 


PEERLESS KEY CO.. INC. 
177 Fulton St., New York City 





Makers of the Peerless Rubber The injurious reflection | The Peerless Key 
Twirler Rings for platen knobs Eye Strain Eye Insurance 








Two heads are better 
than one — likewise, 


a thousand are better than three or four, which presents one reason why OFFICE APPLIANCES Ea 
should interest you. “4 


Our staff is in constant touch with all branches of the office equipment field, making it possible for 
us to secure first-hand information concerning trade developments. Our information comes from a 
thousand different sources. Descriptions of new devices for office use are published in OFFICE 


APPLIANCES usually long before the trade or general public learns of them. 


Staple lines and specialties are described every month in the advertising columns. 
the products of more than two hundred leading manufacturers. 


Most of the special articles are contributed by men expert in the sale and use of appliances for 
modern offiee work, and contain interesting, usable information and recommendations. They contain 


business ideas for business men. 


Use OFFICE APPLIANCES regularly and it will pay you dividends. 


THE OFFICE APPLIANCE CO., 417 So. Dearborn St., Chicago, Ill. 


MTA GN 















They represent 








DO NOT PURCHASE AN ELECTRIC SEALER UNTIL YOU HAVE SEEN THE NEW 
STANDARD (Motor Driven) MODEL M, ABOUT READY FOR DELIVERY 





$30 
fi Use the machines that are accepted as standard by the U. S. and Britis] 
Governments, the Bank of England, Bell Telephone System, the Standard 
Oil Company, the General Electric Company and thousands of other organi- 
zations. That so many large concerns prefer 
them to machines costing from 5 to 10 tin 


much, is significant. 


STANDARD Envelope Sealer 









Wi n these points 6.000 . 
pada a > har woth vg sr A: Price 
ctric sealers Fee 
ally Is light, portable $15 
durable, practically i With 
imple in constructior Register 
n ing parts ott 
Gets the 1 it n $20 
time every time 
WRITE FOR sT AR 
DESCRIPTIVE CATALOGUE Stamp Affixer 
Ie too well known to require much comment Users refer to it 
lightest, speediest and simplest machine on the market, which is an indisputable fact It moistens the stamps 
thus ensuring perfect adhesion to envelopes or packages 10 Days’ Free Trial of Either Machin« 
A request on your. own stationery will bring either or both machines for a free 10 days’ trial without 


on your part. 
A Few More Capable Representatives Wanted. 


STANDARD ENVELOPE SEALER MFG. COMPANY, Somerville, Massachusetts 

















18 OFFICE APPEL 

















Chicago, IIl. 


nstalled business systems department of the Burr-Vack 


Company, 511-15 South Wabash avenue, is most enthusi- 


astic over the rapid growth of the new department over 


which he has charge He says that a popular new binder 
is contributing much to the success of the new department 
\fter experimenting for some time he succeeded in getting 
an effective lighting arrangement for his display goods 
vith the result that the glare, commonly associated with 
an electrically illuminated display case, has been success- 
fully subdued, although there is plenty of light to bring 
advantages of the gcods displayed 


* * * 


New York, N. Y. 


fhe local baseball team of the Boorum & Pease Loose 


Leaf Book Company and the Brooklyn nine of the same 
ition recently “opened the season” here with a 
all game at the Arlington hotel grounds The game 


iracterized by conspicuous swatting on the part of 


ew York team and the tinal score was in their favor 


» 0 
* * * 
San Francisco, Cal. 
he Baker-\ ter Company will shortly move to 134 
remont street, where it will take over a five story build 
The concern has become associated with a printi 


here and in the future the printing work on its 


leaf will be done here instead of in the Eas 


L. McKeever, until recently with the B. E. Calk 


inv. Butte. Mont., now has ch 


¢ r the John \\ Graham Con pany, Ope 
sh 
* a * 
mor roll « Che Addressograph Company, Chi 
" as grown steadily larger until it embraces eighty 
nameé »f employes who have answered the call of tl 
" Of these have withdrawn from the selli: 


eleven from the Chicago office. five from the New 


\ yn Kansas City, six from Boston, tw 
Pittsburgh, three from Toronto and thirty-six 
| 
Chair Man,” published by the Murphy Chair Con 
any of Detro't, devotes the cover of its June issue to a 
rey tion of th ippealing “Greatest Mother in t 
Wo wing a literature used recently by the Red 
Cross in its war fund campaign. Herbert C. Casson, who 
1s evidently something of a psychologist, has an articl 
Wanting.” Human nature is a conscious substance 
hat is filled with desire,” he says. “It hungers, it craves 
longs and lusts for what it does not possess, its eternal 


cry is, ‘I wish I had something else.’ ” 
Beside Mr. Cassor . others contribute miscellaneous con) 


i ( re adal le nature to “The Chair M if : 








larry T. Wheeler, the young manager of the recently 


LFF LI OIC ICICI OF CII 


PILI: 


ILIDICIOFCI OI CO 


=> 
jai m 
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G Lithographed 


“J of Quality =" 


FOR THE PRINTER AND STATIONER 
A COMPLETE LINE COMPRISING 





LANKS 


Stock Certificates 
Gift Certificates 
Certificates of Award 
Insurance Policies. 


Bonds - Diplomas - Checks: Charters.- 


Goes Corporation Record 
also 


Lithographed @alendar Pads 


GOES _.2osearuine co. CHICAGO: 


* SAMPLES ON REQUEST: 





RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


REPUBLIC-DODGE 


Douglas Street and Third Avenue 
BROOKLYN, . 


BEARER ERE ECL OLE, 
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SPERRY STANDARD 
Telephone Bracket 





The telephone bracket selected by 
the largest distributors of telephone 
appliances after rigid competitive test. 
“The Sperry Standard” is the standard 


telephone bracket everywhere. 
Write for trade discounts. 


The MacLeod Mf¢.Co. 


Conway Bidg., CHICAGO 











- just pins 














Perfect pins that 
perform as they 
should—bank pins, 
cushion pins, pyr- 
amid pins—and a 
service behind them 
such as only good 
intent can make 
possible. 


Crescent Brass & Pin Company- 


DETROIT, MICHIGAN 








rUARNI TURE 











Los Angeles, Cal. 


The Van Dorn agency for metal files has been plac 
with the Los Angeles Desk Company 
Yawman & Erbe have leased a store in the Morris 


Plan building, Los Angeles, and joined the group of firms 


Tit row.” 
New York, N. Y. 
\. H. Denny, New York representative of the We 


along “equipn 


Manufacturing Company, has secured larger quarters at 
368 Broadway, where he will utilize the store floor 
permanent display purposes. He has also taken storage 


where a stock for immediate ship- 


space in the basement 


ment will be carried 


Rochester, N. Y. 
The May number of “The *Y and E’ Idea” 


great many suggestions for the development of sales pros 


contains a 
pects. For instance, 0. A. Jones of the Pittsburgh brar 
relates a very interesting little anecdote about how he su 
goods through the carelessness of a pro 


fessional burglar, who nonchalantly left his finger prinis 


ceeded in selling 


near the scene of his crime, in a small Pennsylvania tow: 
Illustrations are judiciously used and “Yeb the Booste: 
Takes a Day of It” to the an 


any one who happens to read the front inside cover 


usement and edification 


A primer on steel office equipment, by A. H. Schaffert 
production manager, forms a most interesting expositio 
on a part of the steel manufacturing process. 

San Francisco, Cal. 

[he Sacramento Board of Education has contracted 
with the Rucker Fuller Desk Company of San Francisco 
for 750 auditorium chairs for the new Washington pri- 
mary school at a contract price of $2.10 each 
hundred desks at $8 each will be furnished by (¢ 
Weber & Co 

J. C. MeQuilkin of this city has been awarded a 
tract by the board of supervisors of San Joaquin county 
for metal furniture for the treasurer's and tax collector's 


othce at Stocktor 


Che \lameda county board of supervisors have awarde 
a contract to Schneblv & Hostrawser of Oakland 
furniture for the recorder’s o e in the Court House. at 


$1,125 


W. P. Myers nnected wit e furniture in Seattl 
and N \ ( illare ) ce rt ¢ ealer i” Los \ eles 
were recent visit s to San |! 3 

\ recent issue ot N. ( R..” the organ of the Nat 
Cash Register Cor pany, Daytor Ohio. devotes a 
page to illustrations department stores in various cities 
which have recently extended their sh register serv 
space on the yc 1S dey Te ‘oO the wor of Miss 
Grace Tyron and G. N. Julien of t ervice and installa 


tion depart ents espectively 








Ssmerewnennnvenyireiyes veeneevenenenen sone neiees 


HOU 


\ » Ni er 2 of “The House of Crocker,” a lit 
tl atiol ted to the interests of The H. 5S 
( ( 1 San Francisco, Cal ympels atten 
t he sheer attraction of its appearance and it hold 

iterest throu decidedly readable material found 
vers. The publication takes the form of a neat 
tl rs ot which are ot stiff irdl Oat! | | 
( t The stock ot the 
S is a light cream book and -carries a 
e€Xal good typography ind ress 

He 1 sa of what is to be found ithin§ the 

( s \ Ker publication “The silenced com 

i Ss no i vs won over. No sal al evel | 

" er the vire barrier of dissatisfaction; dis 

( only entrenches the client deeper Your firs 
d vour house is to remove the hindrance witl 
irra ind cross fire of courtesy and service, and flank 
ing S eme vith an intelligent adjustment.” He 

ne Bi ing 1s no joke it is serious worl ( 
( e s alled ‘clever stuff'—it is surplus Trim down 
te gl veight and put a punch in your drive tor 
ders 1 co sense sales talk.” 

Hamps Book” is, as it purports to be in itt 

é ragi written, so far as Number 2 its 

é ani stationers.” In getting up this nu 
he Ips Paper Company, > Hadley Falls 
Mass ot ing in the use o od stock and 
le é i » illustrate the var s lines adver 
Xt é ‘unning sales argumer suri 
‘ 
May 5 issue oO The Addressograph-er.”” ‘ 
otes largely to the interests the Re 
( ss hat appea e drawing, “When a Feller Needs 
ric ved such wide publicity during the 
‘ t ‘ Re Cross funds, occupies a place t] 
( e Greatest Mother in the World” 
‘ al ge space on the t I ti 
of home officé girls, in Red Cros 
i ¢ Ss ther page This 1 ber boast 
iges 1s replete wit! inspirational sal 
i ct sales staff news, and number 
leve awings yns and illustrations In fa rhe 
\ pl is apparently assuming roportions 
i ne 
s The Royal Standa S 
Company of New Yor eatures a 
s iphically portray xclusin 
achine Mar gt 
‘ contributes a terestil 
~ - ms that he bes —— ee 
lasted one day 
Celds in which 
to rea ~ 
' 
i. 
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nerrecepneeenasens 


Loose Leaf 
Correspondent 


Wanted 


There is a splendid opening with a 
loose leaf manufacturer for a 
man who has some knowledge of 
the loose leaf business and who 
is capable of handling business 


corresp¢ yndence. 


If you are a first-class man it may 


pay you to write to 





Q 19 


Care Office Appliances 
417 South Dearborn Street CHICAGO, ILL. 











~ | 
s 

. 

— 














Keep Posted 





on the happenings in the office 
z ppliance field. Know what oth- 
ers are doing and learn of new 
levi just as soon as they are 
ready for the market. A difficult 


MUN UTE 


; matter, declare, but it 
7 ll not be very difficult for you. 
: Read OFFI APPLIANCES 
: every month and you will be well 
: informed concerning all such de- 
5 velopments. Our force, assisted 
z | 1 thousand sources of infor- 
z nation, collects the important ma- 


terial and lishes it monthly. 


te 


\ suggestion for your benefit 


more than f ours: Send $1.50 
2 vear’s subscription (for 
ida, $ foreign, $2.00). 

















_ THE OFFICE APPLIANCE CO, 


417 S. Dearborn St. Chicago, Ill, 
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FOR BONDS 


ANDO 


~ STOCK CERTIFICATES 


hy 
| rr 


¢ 


SECURITIES 
AND ALL 


YF a ot St | ee) 


Seen TE} og STREET. PTL AT TT soit ag Rk 
4 ry \ a | S 


La 





7 
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You'll 


and make 


It writes instantly 


does not leak 


dealer in the locality 


203 Broadway 
504 Consumers Bldg 
M ynadnock Bldg . 


Yourself Trouble 


customers if you sell 


-uses the last drop of ink without flooding 


and lasts for years 
Profits on mail orders are sent to the 


made. We protect and co-operate with 
our ‘dealers—never compete with them. 


W. A. SHEAFFER PEN COMPANY 


FORT MADISON, IOWA 


DERVICE STATIONS 


Save 





satisfied 


“CLIMAX” 


Square-Top 


PAPER CLIPS 
O 


Are you using “CLI- 
MAX” Square-Top 
Paper Clips? If not 





—let us send you sam- 


Pat, Oec.12,,16 ples. They will con- 


SH FAFFERS fe 


all-purpose paper clip. 


Self Filling. FOUNTAIN PEN Pre 


e you that the “CLIMAX” 


are-Top is by far the best 


es below will satisfy you 
besides being the Best, 


that 
they are also the Most Eco- 
nomical. 
Send us your next order. It 
will receive our prompt and 
careful attention 
Prices F. O. B. Buffalo 
Packed 10,000 to the Box 
where the sale 1s 10,000... l5e per 1,000 
0,000 l per 1,000 
100.000 s per 1,000 
00.000 ; per 1,000 
100.000 per 1,000 
Packed 1,000 to the Box 
10,000 1 per 1,000 
50.000 per 1,000 
100.000 10 per 1,000 
00,000 , per 1,000 
New York City 1,000,000 . per 1,000 
Chicago 
San Francisco Buffalo Automatic Mfg. Co. 








457 Washington St. BUFFALO, N. Y. 














Perfect Registration 





super-manifolding qualities. 


“UNITFOLD” FORMS ti iti 


HESE forms are printed and folded by special machinery which has many 
exclusive features thus enabling us to lower cost of manufacture and pro- 
duce superior work. Our paper is specially manufactured with a view to 


“UNITFOLD” forms may be perforated, punched, numbered, etc. 
Owing to unsettled paper prices it is impossible to issue price lists. Upon 


receipt of specifications we will quote promptly. 
a Service and Quality guarantee behind them. 


THE SCOTT-COPPAGE CO., Inc. 


All orders placed with us have 


“UNITFOLD” PRINTERS 


SPECIALISTS IN LOOSE-LEAF SYSTEMS AND SUPPLIES 


297-301 Lafayette Street 


New York, N. Y. 
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Pulp & Paper 
book 


valuable description of the 


West 


an instructive mill price list of 


We are indebted to the Virginia 


Company for and 

writing papers, presenting a 

merits of the company’s different makes of paper. 
~ * oa 


the handsomest catalogues which 


is that of the Cleveland 


One of has come to 


our desk for some time Leather 


Goods Company, Cleveland, Ohio. It is bound in heavy 
naper covers with a timely illustration in blue and black 
on the cover It is known as “Portfolio Catalogue No. 29” 
and lists thirty-six different styles of leather portfolios 
with a wide range of capacity. Portfolios are here listed 


for which such devices cat 


for practically every purpose 


and beau- 


he used. The catalogue is printed in colors 
tifully illustrated 
* * * 
The George B. Graft Company in recent folder de 


briefly how the Vise Signals of its manufacture 


re being used by the Government in its work, likewise 
by t Red Cross and Y. M. C. A. It relates a story by a 
military officer, who said “In our camp of 40,000 men 
ve have a wonderful system whereby we can tell in an 
instant just what every man is best fitted for. If, for in 
stance, Washington asks us for 100 engineers, we simply 


turn to our card files. On the top of each card 1s a spe- 


cial flag which indicates the special training or vocation 
of every man in the camp. Green, for instance, signihes 
engineers Thus we pick out these particular cards and, 
ithin five minutes, we give Washington the information 
aske or 
Macey | pany of Grand Rapids, Mich., have 

just issued a very artistic little folder featuring their new 
type té desk with horizontal typewriter attachment 
An attractive te in two colors rms the cover or 
title page. Inside is a photographic reproduction of the 
desk in actual use while above and below the central cut 
appear six small circular cuts depicting different positions 
and illustrating various features of the desl hile in use 

The Robert Keller Ink Company has issued a neat cat 
alogue which prices and describes the Keller line ot inks 
past ylue, spe Ities, et , ina very clear mannet The 
fore 1 briefly describes the company’s growth fron 
‘ ce requiring but a one room establishment to the 
S] 1s actory pictured on the front cover page 

\ ata e has been taken off the ress by the 
\ r Stamp ¢ ~ op 508 So. Dearbort street, ‘ hicago 
It lists book binders’ specialties and especially features 
the mecern’s new index tags whicii according to the 
Illustration are put up in sheets of an alphabet each, the 
letters being detachable and gummed Illustrations are 
s hroughout the catalogue and the back cover page 
acts as a display card on which samples of index shields 
] sIZCS are ped 

‘es 


Company, Cleveland, Ohio, manufas 


The B. K. Elliott 


rj rc’ wnniiesc hay 
enginee s pplie ave 


draftsmen’s and office st 


1 a folder which illustrates their line 
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This Machine “Coins Money” 


Money saved is — 
money earned. Here 
is a machine which 
turns wasted money 
back into your busi- 
ness. Today's ne- 
eessity for conserv- 
ing time and money 
is an argument 
strong enough to sell ~ 
this letter sealer. 


’ 

Ten Days’ Free Trial 
Place the Acorn-Thexton Sealer in your 
mailing department and watch it coin 
wasted time into dollars. Any 
firm can demonstrate this by our ten days’ 
free trial 

$27.50, $47.50, $65.00 and 


models: 
the Malling De- 







ACORN- 
THEXTON 
SEALER 







Four 
$80.00 
Write for “Efficiency in 
partment,"’ 


Acorn Brass Manufacturing Co. 
542 South Clinton St., Chicago, Il, 


Motor 
Driven: 
Price 
$65.00 









CLIPS 


CLIPS 
CLIPS CLIPS 


<a a For Every Type 


of office work, calling for a sure fastener for your 


hag wero Graffco Vise Clips 


or letters, A 


CLIPS 





‘ 


Samples seni 


GEORGE B. GRAFF COMPANY 
294 Washington St. BOSTON, MASS. 


Manufacturers of Time-Saving Office Devices 











a Desh O LOL = ne Ost 6 an Ore tt = 





It is well worth your time to look into this case— 
the Best and Simplest on the market, 


(Carried in 19 Sizes) 





Jt holds one 
card in place 
as well as 
twenty cards. 


The only case 
in which Fol- 
der cards can 
be used. 





} 


can be which does away with 


used, 
the expensive scoring or perforating and tabbing. 


*é 


Ordinary cards 


We will send one Sample Case for 80c net prepaid 
(to the trade). Money refunded if net satisfactory. 


C= STAUDER ENGRAVING CO. We 


231 N. Wells Street CHICAGO 











i: 


HUEPPEEEEEEEEEEEEEEEEREEEEREEREECREEEEEEEEEE EEE EE EERE 
Are You Our Customer? 


If not, we are both losing money. Our goods give 
permanent satisfaction. Give us a trial! 


Our brands of 


“SUMMIT” 
“XTRAGOOD” 


Carbon Paper Typewriter Ribbons are re- 
nowned the world Investigate and be con- 
vinced. Write us immediately. 


UNION RIBBON & CARBON CO. 


Main Office and Factory 
Front and Laurel Sts. PHILADELPHIA, PA. 


UU 


“APEX” 


and 
over. 


PUUUEOEOOUROA UU OOOO GUUEEEELOAEERUOOGUEUNUEONUREEOEON 
SULT 


ee 
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THE BEST ENVELOPE SEALER | 
is the one that is most simple and will give the longest service without | 
cost fot supplies or repairs. 


REYNOLDS 


sealers have been used in hun- 
dreds of offices for five years or 


more without a cent of expense. 


Ask the 
man who 
has one 


PRICE 


$35 


Size 7x8x14 
inches. 
Weight 21 
pounds. 

No ad- | 
justments. 





Reynolds Envelope Sealer Co. 
wee Mi. Market Stvest, __Chfenge 








Refilling 
Composition 


THE HEYER DUPLI- 
CATOR COMPANY, 
manufacturers of Hekto- 
graphs Gelatine Duplicators, Film Duplicators and supplies, 
are supplying the stationery trade with Refilling Composition 
for use in filling Hektograph pans and Gelatine Duplicators 
of all makes. 

They are also in position to furnish the trade with Hektograph 
carbon paper and Hektograph typewriter ribbons at lowest 
prices. 

Domestio and foreign inquiries given most prompt attention. 
Write for quotations and circulars on these materials. 


THE HEYER DUPLICATOR COMPANY 


160 N. Fifth Avenue CHICAGO, ILL. 














Drawing Inks, Blacks and Colors 
Eternal Writing Ink 
Engrossing In 
Taurine Muocilage 
Photo Mounter Paste 
Bepetne Board and Library Mucilage 
Office Paste 
Liquid Paste 
Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Prices give 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and Ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 
We protect the trade by referring 
all orders and inquiries thereto. 


CHAS. M. HIGGINS & CO., 


Main Office and Factory, Brooklyn, N. Y., U.S. A. 





Originators and Manufacturers 
Refined Inks and Adhesives 


New Yeork-Chicage-Leades 














A New Writing Instrument 


The B-B Self-Filling Stylo 
The Stylograph Modernized 


Capillary Ink Channel 
Modern Filling Device 
Safety Screw Cap 











Send 
for Samples 
and Discounts 


Fully Guaranteed 


RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 


“We have put the Style in Stylo” 


BIRD BILL PEN CO. 
Dept. B 309 Broadway, New York 
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Dinner to Future Fighters. 
the Ames & Filstead Company gave 


a dinner at the Chicago City Club in honor of three mem 


On Friday, June 1, 


bers of the company’s force who were to leave the follow- 


ing day to join the service of their country. Those for 
whom the dinner was given are John A. Luetz, who has 
joined the Navy and is in training at the Great Lakes 
Naval Training ‘Station; Clarence FE. Marshall, Light A: 
tillery, and his brother, Frank J. Marshall, who is in train 


ing at Jefferson Barracks 
The dinner was presided over by A. R. Ames, president 


at the head of the table 


to leave, 


of the shown 
Mr. Ames talk 


complimenting them upon the fine sery 


company, W ho is 


made a short to the boys about 


kad given 
the 


ce they 


the company and congratulating them upon oppor 


tunity to serve their country and humanity in the cause of 


freedom and justice. He expressed the conviction that 


they wili perform every duty to the fullest of their power: 


and devotion, and voiced the affection and best wishes of 


the company and the entire staff 





Dinner given by Ames & Filstead Company at Chicago City Club 


includes 
John 


its staff, Friday, June 1. The group 
Mrs. C. M. Wyckoff, Mrs. Luetz, 


to members of 
A. R. Ames, president; 


A. Luetz (Great Lakes Naval Training Station), C. B. Lauter- 
man, Clarence E. Marshall, Light Artillery; Aurelia Schultz, 
Anna Wahlgren, Frank J. Marshall, Jefferson Barracks 

Others who were present in luded Mrs. ( . M W vekoft 
Mrs. J. A. Lutz, C. B. Lauterman, Aurelia Schultz and 
\nna Wahleren 

Competent Red Cross Workers. 

During the recent drive for the $100.000,000 for the Re 
Cross, the Dixon ( mpany, tro ithceers to ofthce boys 
have been hard at work by day and by night 

The young women of the Dixon Company willingly a 
gladly gave their time and stré h to the arduous ) 
It was said of them, and of other young women worki 
for the cause, that the most striking fact was the a 
dant courtesy, unfailine good ind easy dig 
with which they went about their duties 

\ large proport of the wo whom we see on the 
streets, in the restau ints, mn stations, 1n sho 
and in public places laboring for s ess in the wa é 
unaccustomed to the publicity of their patriotisn 
posed on then and sensitive iffs: vet they 
serve a cheertulness. that 1s amazu Chey do their self 
issuming tasks with an enthustas ind devotion tl are 
refreshing and inspirin 
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WELDON ROBERTS RUBBER ERASERS 


88 STYLES THE NAME GUARANTEES THE QUALITY 


and there is no article in a stationer’s 


It is quality that makes a thing desirable, 


stock in which quality is more imperative than in a rubber eraser. 


Your customers should know the excellence of the WELDON ROBERTS 88 
ST.Y Lo for each ts specially adapted to some specific need 


Illustrated catalog to any stationer on request 


WELDONROBERTS RUBBERCO. NEWARK,NEWJERSEY, U.S.A. 








TRINITY CARBONS AND RIBBONS 
LET US SELL YOU SOME 


CARBON 
PAPER 
SERVICE 


A two cent stamp will get us together. 


Standard Carbon & Ribbon Co., Inc. 


~ Why Is the 
PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of $1. 
its kind on the market to-day. 

We make also a large moistener suit- 
ented Nov. 22, 1904 able for large offices and shipping 
Patented June 16, 1915 rooms. Price, $2.75 each. 


Simple, Useful and Economical 


Used for moistening stamps, envelopes, labels and fingers in handling 
currency. Foreign business given careful attention. Advertising matter 
sent in Spanish if desired 






SEUCEEUUEEUUAGEECECUEUOEOUEUCSOEEOESGEOOLOGSOOSESORONEOSOENOEOONOES 


aan Sample sent et New York City 
te 8. Claremont os aaeeen ae IL. Business as Usual During Alterations to Map of Europe 
mentite 








Everything for the Insurance Man Here Are Quick Returns 


7 The lern business man knows that it is the little 
rhe | is Rough Notes Line of Insurance Sup refinement npn conveniences which take an office out of 
plies Covers Every Need of the Insurance Man the commonplace. Display our plain and cut glass Ink 
ve ae a Stands, Ash Rei eivers, Sponge Cups, etc., and see how 
Purecten: ts -Gacss baal: Se6 Cacke*end Seen quickly they will be appreciated by your trade, 
Blank Books— In buying our goods you are 
Advertising Specialties Designed Particularly for assured of the ver est values of 

irance Business Helpf Books or the marKket. 
ar Underwriting and Salesma hip Ma We end our talog? 
Ever Insurance Man Knows Rough Notes Supplies. . ° 

The New Martinsville 








btea Si a i Glass Manufacturing Co. 
pfebord Pi The Rauzh Notes Co. New Martinsville, W. Va. 


propo ition : 
lealers. INDIANAPOLIS We manufacture Specialties. 14in. No. 101 


O dé 





























THE EUREKA — BATH and THE FUREKA SANITARY COPYING CLOTH 


constitute a perfect sanitary system of letter 
press copies. The impregnated stone composi- 
tion bath affords an absolutely even distribu- 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the com iposition makes the bath 
practic ally unbreakable. They are furnished in 
all sizes from correspondence to way bil L. 

The patent chemical surface cloth which we 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 
all others combined. 


Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE EUREKA BLOTTER BATH COMPANY, 6215-17-19 Wentworth Ave., CHICAGO, ILL., U. S.A. 
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are scientifically made. 


matter. 


Made in several styles. 


them. Write today for catalog. 


232-242 E. Ohio Street, 
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“PELOUZE” POSTAL SCALES 


They show exact weight 
in ounces, also cost in cents on all classes of mail 


Banks and large business houses use 


“Pelouze” Scales 


because of their accuracy, reliability and durability. 
**Pelouze’’ Postal 
Scales are ready sellers. All the best dealers sell 


PELOUZE MANUFACTURING CO. 





lune, roms 








National... .. 
WN 5. 6kc<% ; 
Columbian ..... 2 Ibs. 


ee 
Chicago, til. Crescent . IIb. 




















The arch guards against injury to 
The grip of steel never 
They 
fasteners and 


fingers. 
lets papers slip. 
more than other 
they sell readily. 
The Argus Clasps are artistic in design. 
Made of spring brass with durable nickel finish. 
Model C for pencils—Model D for fountain pens. 






cost no 








very 


Retail for 5¢ each. 


(aa fom 9 Argus Mfg. Co. 


WEES 402-406 N. Paulina St. Chicago, Ill. 





Our 
Typewriter Ribbons 
Carbon Papers 


are made only in 


ONE 
High Grade Standard Quality 


' They Give Excellent Satisfaction 
“Private Brands’’ Our Specialty 
Write for Prices and Samples 


TheJasper Hunt Mfg. Co. 


536 S. Clark St. CHICAGO 





The 
“Handy” Portfolio 


“Handy” tells the story in a nut-shell! 
Any salesman ippreciates what it 
means to have his samples and litera- 
ture with him and classified handily, 
for instant use 


It Sells Quickly 


because i separate compartments 
form a needed feature because its 
material and workmanship are of the 
finest and because its appearance is 
distinetly “‘classy.”’ That catalogue is 





waiting for YOt 


The Cleveland Leather Goods Co. 


24-28 Noble Court Cleveland, O., U.S.A 

















| install a Sealograph and Watch Result 







Give it any test you wish because we know the Sealograph will make 
It's the envelope sealer that does the work 
Simple-Durable 
Speedy-Dependable 


Hand Power 


Sealograph Company, - 


Saunders 


Sealograph 








a ct A rns rl Rt se ee 


Write for Trial Electric 


Kansas City, Mo. 











KIPCO BRAND 











DUPLICATOR INK 


FOR ROTARY STENCIL MACHINES 





The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


Write for samples and prices; also our agency propesition. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - . NEW YORK 























of resources and opportuni- 
ties results in more than or- 
dinary success. In many 


Intensive 
Development a fm Habe ag rly 


successful man and 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 


met every day by menin positions very similar to your own, 


will increase your power to earn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subscription price ts $1.50 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 
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PASSED AWAY DURING 
THE MONTH 


Brief Comment in Appreciation of 

Those Who Have Passed Away and 

Whose Work in This World Is 
T'inished. 


APF L 


IANCES 191 





DEALERS AND AGENTS 
Notice! 


New specialty for every off 15 seconds to demonstrate. 
Positively prevents paper from slipping in ANY make of typewriter, cleans, 


preserves and renews the life of platen , 
Positive feed, increases efficiency of all operators 100° to 200% profits. 
Agents can make $20.00 per day Let us hear from you for territory rights. 


Fine side line 
NU-LIFE RUBBER COMPANY 


MICHIGAN TRUST BLDG. 
130 OTTAWA STREET GRAND RAPIDS, MICHIGAN 



















Big Prof Big spas 
Agents Dealers 


Price to dealers $1.20 per dozen—postage extra—weight two pounds 

The only brush that will clean all parts of machines. Small end opens t ivy 

large end cleans in between keys, under « peariane, OS the type rods and al 

get-at places. Totallength l4inches. All b 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. 
Government and City Departments and the Largest Concerns in the Country 


CLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 946 TELLER AVE., NEW YORK 




















Death of Daniel J. Keefe. 
Daniel J. Keefe, for twenty-eight years associated with 


} 


Crocker Company, San Francisco, and for many 


vears a contributor to the San Francisco and Oakland 
newspapers, died at the home of his son in Oakland, May 
6, at the age of sixty-nine. Mr. Keefe had lived in Cali 
fornia since 1869. leaves a widow, two sons and two 
daug hi ers. 
Charles Carhart. 
Charles Carhart, well-known salesman for the Midland 


Paper Company of Chicago, was killed in a railroad acci 
dent on May 23. Mr. Carhart was an old Chicago printer, 
who went out of business a number of years ago and en- 
gaged in selling paper. Mr. Carhart commenced bust 
ness in Chicago in 1877. For over ten years he has been 






with the Midland Faper Company and was one of its 


1 Carhart, one 


most valued men Surviving him are Mrs 


brother and a sister 


James Reardon. 


Tames A. Reardon was recently stricken with apoplexy 
which became complicated with pneumonia and caused 
his death at his home in St. Louis. Mr. Reardon was 
formerly president of the Reardon Glue Manufacturing 
Con i 

Elisha Hopkins. 

Elisha R: Hopkins, retired manufacturer of numbering 
machines, died recently at his home, 99 Gates Avenu« 
Brow N. Y., at the age of eighty vears Mr. Hopkin 
was a descendant of Stephen Hopkins, one of the signers 
of the Declaration of Independence. 


George H. Tuttle. 


While crossing a track recently in his home city, George 


H. Tuttle, president of the Tuttle, Morehouse & Taylor 
Company, printers and stationers of New Haven, Cont 
was struck by an approaching trolley car and killed. Mr 


Tuttle was 69 years of age at the time of his death He 


was born in the city which was afterward to remain his 
home, and succeeded his father in the business of his firm 
which for two generations has been known as one of the 
most reliable and prosperous establishments of its kind in 


the state 
Mr. Tuttle is survived by his widow, one daughter, 
Marjory, and his son, Tuttle, 


the above 


Miss 
Roger who is secretary ot 


named firm 


Ella Reid Coles. 
Ella Reid Coles, wife of Charles H. 
Coles & stationers, passed 


Coles, of DeLar 


Company, Chicago away on 








MAKING GOOD IMPRESSIONS 
Apt-Er typewriter ril 
clean, brilliant impre 
good until the last. 
Apt-Er ee and Carbons 
bring back the nd ee at's the big consideration 
for you. Ask us about our poe ial dealer proposition which 
will be sent you in confidence 


Apter Bros. Mig. Company, 552 W. Harrison St., Chicago | 





bons and carbon papers give 
ions. They last—and they're 


‘ustomer 

















$1.25 





HOW DO YOU TELEPHONE? 


WHO PAYS THE BILLS? 
“THERAPHONE” 


SHOCK ABSORBING NEW STANDARD 
RECEIVER EARPIECE, CAN'T CONFUSE, 
CLEAR AS A BELL. SUITS ANY EAR. 
GEM FOR NOISY PLACES, BUSY & DEAF. 
REFINED ECONOMY. IT MAY BE YOURS. 


Inc., 48 Greenwich Ave., New York 


**Dependable Results" 
“Speed and Progress’ 


THE EVOLUTION PHONE Co., 








TO THE TYPEWRITER TRADE 


There is a scarcity of some makes of machines, why allow this to in- 
convenience you and your trade! 

We are prepared to fill orders of any size for ROYAL TYPEWRITERS, 
Models 1, 5 and 10. Order now and don't be inconvenienced. 

Our Motto ‘He profits most who serves best!" 

Send for our price list. 
UNITED TYPEWRITER EXCHANGE CO. 
Wholesalers 


and 137 High St., BOSTON, MASS. 


31 Hartford St. 














THE THREE “RIVAL” FOUNTAIN PENS 





OPEN 
NEW RIVAL SELP-FILLER Pen is filled by simply turning the 
release and 


eenter of barrel to opening. Press hard rubber bar, 
No meta! parts to corrode or to rot rubber sack. Has all the 
reliable features to be found in aay of our pens, plus the special advantage 
fest mentioned. 


RIVAL NON-LEAKABLE—Perfect Stting, givstighs Sette a fay 
feet, absolutely non-ieaking writing instrument. Can be 
tiem without leaking. 


orm & per- 
any post- 


RIVAL DROPPER FILLER—From No. 1 to No. § pete. 
with bands and sterling silver and gold Oiled filigree 
Very appropriate for Holiday trade. 


SPECIAL FACILITIES FOR REPAIR WORK. 


Cataies illustrating our ful! we and giving Prices and Discounts ay 
en request. WE ILLY GUARANTEE EVERY 


Sotabtiches 1884 
D. W. BEAUMEL & CoO., Inc. 


Office and Factory, 17-27 Vandewater St., New York 
PORBMIGN TRADE SOLICITED. 
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PALE 
= 


TODD PROTECTOGRAPH CO. 


(ESTABLISHED 1899) 


Manufacturers of the 


Protectograph and 
Protectograph Check Writer 


Peerless Check Writer 


(Tedd Patents) 


PROTOD Registered Checks 


World’s Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 


Rochester, N. Y. 








TUANUUNGEROAAUAOEOOUOEOOUUOESUCOOSORUUOONUAOODENAOOCEROUUOESOOUOONOUOOUEONEEOOOOEONOENED 





The PERFECT ROLL 


For adding machines of all makes. 
The PERFECT roll is guaranteed to contain 250 
linear feet. The stock white wove, hard sized 
writing, 18 pound folio, free from lint or dust 
We manufacture small rolls of every description. 
Write for prices, giving us your specifications. 
GEORGE IRISH PAPER CO., Manufacturers 
21 River St., BUFFALO, N. Y. 


CANADIAN HOUSE — Monarch Paper Co., Ltd., 
79 Spadina Ave., Toronto, Canada 











GOLD PEN S8-<All Shapes and Styles 


Imprint 
Worka 
Specialty 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 56 John St., New York 














HIGHEST EFFICIENCY 


IN THE DISTRIBUTION OF YOUR CORRESPONDENCE 


CAN BE OBTAINED 
BY USING 


The Bristow Radial Distributor 





MODEL 8 


at will. Sise of base, [2in. x 6} in. x 


removable or 
3¢in. All metal construction—finely finished. 


An Indispensable Feature of Every Well Equipped Office 


If the sise shown above is not suited to your needs send for our 
illustrating the other sizes. 


Liberal proposition to dealers and office outfitters. 
FREDERICK BRISTOW 


84 Lawrence St., 


PRICE $5.00 
Clears the Desk of Baskets and Trays 
The above cut illustrates our Model 8 Distributor when fully 


set up. Any number of compartments less than 
tained by Ly out some of the partitions, all of which are 


Newark, N. J. 
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May I. She was well known in local Eastern circles and as 
one of the prominent teachers in the city She taug! 
in the Throop school, was later principal of the Skinne: 
school and subsequently became principal of the Whitney 


school, which position she held until last February 


Burton L. Skadden. 
Burton L. Skadden died suddenly of heart trouble 
cently at his home in Westwood, N. J. Mr. Skadden was 
the stationery 


re 


59 years of age. He was well known in 
trade and, at the time of his death, was export and ofhce 
manager for the Atlas Stationery Company, New York 
Former business affiliations were with the Tower Manu 
facturing & Novelty Company, New York, and Burrows 


Brothers, Cleveland 


John F. McCook. 


John F, Mc( ook, age 28, secretary-treasurer ol the Corona 
Typewriter Sales Company, 14 Howard street, Spokane, 
Wash., died recently at his cfhce, of pneumonia Mr 
McCook was a prominent Mason and a member of 
Spokane Rotarians. He is survived by his widow, an aunt 


and two uncles. 


R. B. Whyte. 
News has been received of the death of R. B. Whyte, 
president of J. G. Whyte & Sons, Ltd., stationers, Ottawa, 


Ont. 


M. E. Turner. 


His many friends were saddened to learn of the recent 


death of M. E. Turner at his home in Sewaren, N. J., re 
cently. Mr. Turner had been many years in the envelops 
trade, having entered the employ of Samuel Raynor & Co 

pany at the age of 18. This concern later became the Raynor 


& Perkins Envelope Company and Mr. Turner remaired 


affiliated with it until six years ago when he became idet 
tified with the General Paper Goods Manufacturing Co 
pany, in charge of New York sales. His widow, a mat 
ried son, and daughter, his mother and three brothers sur 
vive | ill} 


One Hundred Per Cent Patriotism. 

Che Hampshire Paper Company and The Carew Mai 
facturing Company, both of South Hadley Falls, Massa 
chusetts, have organized a Victory War Fund Associati 
and the employes have pledged two per cent of th 
Wages ¢uring the entire period of the war, to war w 


activities 


W. D. Judd, treasurer of the Hampshire and Carew 
called the help together and explained thoroughly the id 
ind within half an hour a list of subscribers was placed o1 
his desk representing 92 per ent ot the entire force 


both mills Mr. Judd was greatly affected by this heart 


and prompt response and stated that for every dollar 
tributed each company would ad fty per cent 
The purpose of the plan is to cover all general “drives 


for war funds, except for Liberty Bonds, Thrift Stamps 


etc., which are an investment and not a gift Fron 

fund so collected, 50 per cent will go to the Red Cross 
25 per cent to the Red Triangle and 15 per cent to the Red 
Anchor Che remaining 10 per cent will be a contingent 


fund, which will be disbursed as seems best by a mill con 


mittee of three, working with the treasurer of the con 
pany. 

\ certificate of membership has been issued to every 
subscriber and the name of every subscriber will be listed 


among the givers to all future appeals along this line 
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Electric Addresser Hand Addresse r Foot Addresse r 
Price $250.00 utes $55. 00 Price ‘$125. 00 
18 Years under the same management AGENTS WANTED in All Citie 








SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Eres Card 
Systems and Ch es, Are 
. Indestructible 












None genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request. 
Discounts to Dealers. 


R. A. SIMONSON & CO. 











122 8. Michigan Ave. CHICAGO 











Either Agency or Price Protection Proposition 


THE ELLIOTT COMPANY, Cambridge, Mass., U.S. A° 
KEYSTONE CARBONS 
AMITY RIBBONS 


\K/ For All Purposes. 


R.A. BECK, GENERAL SALES AGENT 
727 South Dearborn Street, CHICAGO 


New York, New Orleans, Los Angeles 











B DOLLAR ADDING MACHINE ‘ff 


Remarkably simple in 











Adds and multiplies 

with speed of expen- construction. Noth- 
sive mac ~k4 7 col- ing to get out of order. 
umns capacity Weight, one ounce, 
Made of meta! and cobuiese The ideal pocket, desk or home machine. Only 
a few months old and already in use in every State in the Union and practically 
every foreign country that is not allied with Germany One thousand agents 
and dealers wanted. Send your dollar today, before you forget 

L. J. LEISHMAN CQ., Dept. K., OGDEN, UTAH. 


WHERE’ S MY ERASER 


urd where the 


NEVER - LOSE ERASER & 


EVERY DEAL ER SHOULD CARRY IT 
Pits ar typewriter. 
Has with big profits. 
Susie eg 10 Cents 


Uy “ur oeT OF 


PERSHING & CO., South Bend, Ind. 











TYPORIUM Rebuilt 
UNDERWOODS 


Owing to the scarcity of Underwoods, we advise 
all dealers to order their stock at once. Hun-~ 
dreds of dealers handle our Underwoods and 
are making money through our co-operation. We 
can help you start right ~ salve vous Tens o conae: 
tion problems. Write for our New Price List No. 1 


TYPEWRITER EMPORIUM 
Established a Quarter Century 34-36 Lake St. Chicago, Ill. 

















CLINCH PAPER CLIPS 


Their simplicity accounts for their inexpen- 

siveness and great adaptability. 

Ey A a few prepaid at these prices: 1,000, 35c: 
$1.50; 10,000, $2.75; F. O. B. Buffalo. 

— 100,000 clips, $8.00; 500,000 clips, $37.50; 

1,000,000 clips, $70.00. 


Life Sie THE BLACKHALL CO., Buffalo, N. Y. 






















DDIN meeiiaat 
stock a —— rk Buy direct ny direct fey 


anc At- 
Social and Business 

Samp! ne pron oe 
of samples desired. ired Acs Embooslng Gc Butts, RY. 
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The manufacturer with an article to be exploited 
among the office equipment trade finds 


“OFFICE APPLIANCES” 


a publication which brings satisfactory results. 
Advertising rates furnished upon request. 
THE OFFICE APPLIANCE COMPANY 


417 So. Dearborn Street, Chicago 


The “Anco” Pen and Pencil CHp 





Bpig® ageiies — ow Price. Made im one piece of spring steel, ball point, 
highly polished. Wriee for 


The Ansonia Novelty Co., Ansonia, Conn 











FOUNTAIN PENS 


HIGHEST POSSIBLE QUALITY 









, we 
Lowest wholesale prices. alse 
manu- 
The celebrated Lever-filling facture 
“Sunb , 
“WILLARD” pots 
Self-filling “Orient” 

$7.90 doz 
60 % Self-filling “United States” 

$9.60 doz. 


Discount Lever-filling “Overland” $10.50 doz. 


‘‘WILLARD” Pens are bought 
by the U. S. Government. 
HIGHEST BANKING REFERENCES 


WILLARD PEN CO., 170 Fifth Avenue, NEW YORK 








Our latest Price List No. 105 of 
Rough and Rebuilt TYPE- 
WRITERS of all standard 
makes. 

Our bi-monthly Stock SALES 
will interest ycu. Ask us to put 
your name on our mailing list in 
order that we may send these 
Special Price Lists and keep you 
informed. 


F REE to Dealers on request. 





All inquiries will receive our courteous 
and prompt attention. Ask others! 


REGISTERED 


Wholesale and Export 
National Typewriter Exchange Co. 


110 Broad Street Boston, Mass. 
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Pas ef NTS 


Paragraphic Record of Recent Inven- 
tions in the Office Appliance Field. 
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Copies of any one of these patents can be obtained by 
sending 15 cents in stamps to E. G. Siggers, patent lawyer, 
Suite 33, N. U. Building, Washington, D. C., and mention- 
ing Office Appliances 


Combined Typewriting and Computing Ma- 
Q. New York, N. Y., assignor 


1,261,107. 


chine. Gustave Degener, 
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1,263,913 


No. 1,262,856.—improvement in typewriting machine comprising 
revoluble inking roller mounted in fixed position near ribbon, 
the latter being intermittently moved into and out of con- 
tact with said roller by a slidable member normally held by 
a spring in retracted position; patented April 16, 1918, by 
James E. Simpson of Brooklyn, N. Y. 

No. 1,264,654.—Resilient or elastic rest for typewriting machines; 
patented April 30, 1918, by Ellery Johnson of Brooklyn, N. Y. 

No. 1,263,738.—Pencii sharpener; patented April 23, 1918, by 
James H. Boye of Chicago, IIl., assignor to the Boye Needle 
Company of the same place. 

No. 1,263,913.—Fan-fold attachment for typewriting machines 
for producing a number of copies of a series of form letters 
in a continuous manner; patented April 23, 1918, by Christian 
Albert Marschel of St. Louis, Mo.. assignor to Underwood 
Typewriter Company of New York, N. Y. 


4 
\ 


3 


S June, 1018 


to Underwood Computing Machine Company, New York, 
N. Y., a corporation of New York. 

1,261,088. Computing Machine Walter Wright, Ne 
York, N. Y., assignor to Underwood Computing Machine 
Company, New York, N. Y., a corporation of New York 

1,261,147. Haakon A. Martin, Da 


ton, Ohio, assignor to The National Cash Register Cor 


Ww 


Auditing Machine 


pany, a corporation of Ohio. 


1,261,159. Brief Case. Lawrence A. Olwell, Milwauke¢ 
Wis 

1,261,167. Index Robert C. Russell, Pittsburgh, Pa 

1,261,292. Note or Check and Process of Printing the 
Same. Llewellyn Reece, New York, N. Y. 

1,261,304. Typewriting Machine. George A. Seib, Ilion, 
N. Y., assignor to Remington Typewriter Company, Ilion, 
N. Y., a corporation of New York 

1,261,319. Index Clip. Hugh Alexander Thomson, 


Glasgow. Scotland. 





1,261,335. Combined Typewriting and Computing Ma 
chine. Walter Wright. New York, N. Y., assignor to 
Underwood Computing Machine Company, New Yor! 
ee ee corporation of New York 

1,261,336. Computing Machine Walter Wright, New 
York, N. Y., assignor to Underwood Computing Machine 
Company, New York, N. Y., a corporation of New York 
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1,264,684 





1,264,557. 


patented April 16, 1918, by Frank 
Minn., assignor to Brown & Bige- 


No. 1,263,327.—Pencil clip; 
J. Kristofek of St. Paul, 
low of the same place. 


No. 1,263,975.—Pen and pencil ho'der; patented April 
by Harry L. Whisinnand of Hermes, Colo 


No. 1,263,260.—Fountain pen; patented April 
doilph Wm. Lotz of Chicago, Ill. 


No. 1,264,684.—Self-filling writing instrument; patented April 
30, 1918, by Jay G. Rider of Rockford, III., assignor to J. G. 
Rider Pen Company of the same place. 


No. 1,264,557.—Attachment for typewriting machines referring 
to typewriter paper indicators and page-end indicators and 
stops; patented April 30, 1918, by Bruce H. Redditt of Bal- 
timore, Md. 


23, 1918, 


16, 1918, by Ru- 











TYPEWRITER 


TYPE 


The Typewriter Industry has 
been waiting for just this thing. 


1—A complete stock for all ma- 
chines, under one roof! 


2—Perfect Type, accurate in 
motion, stems and slots! 


3—Fair prices based on quan- 
tity by a sliding scale! 


4—An extensive illustrated type 
catalog showing all regulars 
and specials! 


We have taken over the entire 
sale of the product of the New 
York Stencil Works, the larg- 
est manufacturers of type- 
writer type in the world, who 
were pioneers in the industry. 
This means an investment of 
approximately $15,000. 


We ask the Typewriter Dealer 
to support us in this under- 
taking. 


TworPd Marry 





BOSTON 
Mases., U. 8S. A. 


79 Queen &t., 
LONDON, E. C. 


APPLIANCE 





“FAULTLESS” 
Pen and Pencil Clips 


GUARANTEED 


Made in three sizes—Pencil, Medium and Large 
Pen sizes. Mounted three dozen on a card in any 
assortment desired. 

Finished in Ebony black, which is new and ex- 
ceedingly durable. Heavy bright nickel Electro 
gold plate. For neatness practicability this 
clip has no equal. 


L. D. VAN VALKENBURG, Manufacturer 
HOLYOKE, MASS., U. S. A. 
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FEATHER WEIGHT EYESHADE 


The shade that takes your eye 

and keeps it in good health. 
Light Weight, Adjustable, Durable, Hygienic, 
Healthful. No metal or elastic band to press or 
bind the head. Opaque for artificial light. 
Transparent for natu- 











rallight. Lies flat when 
not in use, thus pre- 
venting being crushed 
out of shape by acci- 
dent; can be carried in 
hat or rolied up in a 
small package to carry 
in the pocket. Visor 
wider than other shades. 

fe recommend the 
opaque for those wear- 

glasses. 





The Featherweight 
Eyeshade Co. 
Merchantville, N. J. 

















KENDALL 
Envelope Sealer 





(Patents Pending) 


ONE MOTION 


MOISTENS AND 
SEALS 


50O ENVELOPES 


A MINUTE 


Made of brass, polished and nickel 


Automatic Moisture FEED 
SIMPLE- PERFECT - PRACTICAL 


Price $2.00 


We have an attractive dealer pro p- 
position. Write— 


KENDALL MFG. CO., INC. 


79 Sudbury St., Boston, Mass. 





Hotel 


Charlevoix 
Detroit, Mich. 


A 200 room hotel, 
completely furnished 
and equipped. 150 
f rooms with private 
bath. An Ideal Loca- 
tion. Absolutely Fire 
Proof. 

Rates, $1 and $1.50 
without bath, $1.50 
up with bath. 


GRINNELL BROS., 
Props. 


Horton M. Kellogg, Mgr. 
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Acme Gold Pen Co. 


Established 1884 


Manufacturers of Fine Gold Pens 


<a 


Gold Pens for Fountain Pens a Specialty. 


Repairs on Gold Pens, Fountain Pens, 
Pencils, etc. promptly attended to. 


EXPORT TRADE SOLICITED 
17-27 Vandewater St., New York 




















WRITE US FOR PRICES 


On adding, listing and calculating ma- 
chines, typewriters, multigraphs, dicta 
phones, checkwriters, duplicating ma 
chines, mail-om-eters, time clocks, safes 
and steel lockers, new and second-hand 
office furniture, and all office devices 
We are the largest dealers of the kind 
east of the Rocky Mountains and will 
save you half on your office needs 


Everything first-class; nothing cheap 


but the price. 
Write Today and Save Money. 


Chicago Safe & Merchandise Co. 


73 and 75 West Lake Street, Chicago, Ill. 








NIFORMITY of 

inking is one of the 
most important factors of 
a typewriter ribbon, and 
upon this we have 
reached the point — par 
excellence. 


Our ribbons are made 
in the following writing 
strengths: 

Extra Light—No. 31 
Light—No. 34 


Light Medium No. 37 
Medium No. 40 


Medium Heavy—No. 43 
Heavy—No. 46 


Extra Heavy—No. 49 





The above writing 
strengths can be abso- 
lutely depended upon 
and the particular user 
will always get what he 
wants. The different 
writing strengths are also 
known by the numbers 
shown. 


A trial order will display 
beyond doubt the abso- 
lute control under which 
our inking system is 


conducted. 




















DIXON, HOLMES & DIXON 
Proprietors 


HEAD OFFICE and FACTORY 


69-71 Wooster St. 
New York City 


Also 
1305 Arch Street, Philadelphia, Pa. 
212-213 Upper Thames St., London, E. C. 
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probably will be soon. 


boxes. 
electric light flashes. 


perfecting the model. Address 
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AN AUTOMATIC MEMORY 


A brand new office appliance called the “MEMORO” is not on the market yet, 
It is a beautiful office desk clock with memory pigeon holes. Ii 
you want to remember anything, you make a memorandum and put it into one of the 
I When the time comes for your memory to be jogged a buzzer buzzes or an 
Its prospective field is unlimited. It is made for business men, 
public officers, lawyers, doctors, nurses or girage owners. 

The “MEMORO” has many more uses thin can be outlined here. 
is extremely low, most of it being stamped work. 
every half hour, but it can be built to give an alarm every minute, if necessary. 

The originator and owner of this devic> 
for cash, or cash and stock in a company waich will take it over. 
cash—$3,500 with stock is enough to satisfy him. 


“MEMORO” 


Care Office Appliances 
417 South Dearborn St., Chicago, III. 
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The production cost 
The present model gives an alarm 






wants to dispose of the patents and model 
He doesn’t want much 
He has expended at least $2,500 in 
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WAN T ADVERTISEMENTS 


VOSA AA HOTTA 





SITUATIONS WANTED 


AMAN OF THIRTY-EIGHT with twenty vears of actual man- 
agement of stationery and office supply business is open to 


consider a change inyone desirou ot yetting someone to 
handle his business—location no object—is invited to address 
F-20, care Office Appliances, Chicago 


W ANTED—Position as assistant or manager with commercial 

‘ stationery and office furniture house Twelve years’ ex- 
perience handling sales. collections, et \ddres Y-12, care 
iffice Appliances, Chicago 


POSITION WANTED as manager fe manufacturing station- 
ery establishment Have had yenrs of successful experi- 
ence Ready for immediate engagement Address P-15, care 
Office Appliances, Chicago. 


XPERIENCED office furniture salesman, now connected with 
well-known manufaciurer, seeks new connection. Has thor- 
ough experience in traveling, calling upon dealers and assisting 


them in expanding their sales Has had charge of promotion 
department for developing sales and advertising Graduate of 
business school and of college Highest references both as to 
ability and to character. Under forty years of age and married 
Seeking new connection for greater opportunity Will handle 
manufacturer's line on the road or take charge of retailer's 
furniture department Address M-31, care Office Appliances, 


Chicago 
HELP WANTED 


ALESMAN WANTED—Lecal ind traveling, for Transo 

(transparent face) envelopes: every business house a pos- 
sible customer; exclusive agency civen: commission basis: pre 
fer men now selling office supplies or labor-saving devices 
Transo Envelope Co., Chicago 


MORTON’S ODORLESS 


The world’s best lubricant for 
Typewriters, Adding Machines 
and all delicate machinery. Chemi- 


cally pure, cumiess and colortess. 


Write today for free sample and prices. 
MORTON MFG. CO, 


Leary 
Export orders p OFFICE APPLIANCES 


given careful { 
attention, 417 S. Dearborn St., Chicago, Ill. 


copy upon request. 











Keep Posted 


on developments in the office appliance 
field. Read OFFICE 
ularly and you will have reflected on your 
desk descriptions of new devices, important 
changes in organizations, and a large 
amount of other interesting material which 
cannot be obtained elsewhere. Sample service. rite for terms. Book free. Address 


APPLIANCES reg- 





MMM ! 
ANAGER-SALESMAN, for office ipply and furniture 
partment, wanted Must be high-class and ccmpetent 
age, experience and salary Queen Cit Printing Co., Charl 

o 

N OPPORTUNITY The remarl ) rowth of our 

has compelled us to occupy larger quarters, making de 
able openings for salesmen with a knowledge of the stat rhe 
and oflice furniture business. If you are interested in a 
nection with a progressive house address ‘“‘Sales Manager (re 
\. Drake & Co., Detroit 

FOR SAI 

M' LTIGRAPHS for $100 that cost $300 Also $600 Multigrap!l 

for $280 Guaranteed two veal Rare bargains Russe 
Ernest Baum, Philadelphia Bourse, Philadelphia 

EW "PHONE HOLDER; ‘phone inds free for work; te 

phone and bracket convenient and efficient Prices at 
count. Kallajinan Hand Appliances, 1920 Washington St 
Mass 

ULTIGRAPHS, dictaphones, addr: sographs, dictatir 

chines, mimeographs, like new : to ipproval ( 
teed for one veal! Price, Inc., 440 South Dearborn St., Chik 
FOR SALE $100 each, one single and one light double fur 

ture truck with to} ill in Al order Cost $375 each Us 
autos 4. Pearson's Sons, 63 Myrtle Ave., Brookivn, N. \y 

AGENCIES WANTED 

EW YORK sales organization of al producers n 

suitable offices in the office appliance district, desire sales 
agency for one or two good articles Highest referenc: nd 
proof of ability lL. M. Barmat 109 Leonard street, New 
York, N 





Trademarks and Copyrights 


Difficult and rejected cases specially solic- 
ited. No misleading inducements made to 
secure business. Over 30 years’ active prac- 
tice. Experienced, personal, conscientious 





Spectalty:— Ty pewriting and Adding Machines 
Address E. G. SIGGERS 


Suite 33 N. U. Bidg., Washington, D. C. 
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When the work of three 









° a 
is left to two ; 
= 
That’s not a far-off prospect for business offices. = 
How will you meet it? = 
You can’t count for relief on the usual surplus a 
of Bookkeepers, Bill Extenders, and other Figure FS] 
Clerks. = 
They'll be marching in khaki. = 
But you can count on the Comptometer to = 
equalize the burden—even when the work of three = 
is left to two. You can count on its rapid-fire 2 
action—equally effective on Addition, Multiplica- 2 
tion, Division, Subtraction—to extend the pro- ee ne 

ductive power of your shortened force on all Now's the time to investigate—before the 
figure operations: emergency grows acute. : 
: Anyhow, it’s a measure of economy, no matter = 
Proving Posting; Balancing Accounts; Adding what happens. = 
Daily Sales; Extending and Footing Invoices, Get in touch with a Comptometer man—di- — = 
Payroll and Estimates; Figuring Costs. rect or through us. Invite him to drop in with be 

his machine—not to argue—but to show you 
CONTROLLED-KEY what it will do by doing it. 

Felt & Tarrant Mfg. Co. 


AAA 


1719 N. Paulina St., Chicago 
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ADDING AND CALCULATING MACHINE 
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—IN THE CASE OR OUT— 


A Complete and Practical Typewriter 


* THE FOX 


THE FOX PORTABLE 





FOX TYPEWRITER COMPANY 


BUILDERS OF LIGHT RUNNING TYPEWRITERS 
GRAND RAPIDS, MICHIGAN, U. S. A. 
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“When the Chief Cornered 


Me on Typewriter Buying” 


By an Office Manager 


vs WAS called to the General Manager's 
Office. He was studying an advertise- 
ment. 


“*Do you read advertisements?’ he asked. 
Of course I answered yes. 

“*Well, then,’ he said, ‘why aren’t we us- 
ing Oliver Typewriters? Why aren’t we sav- 
ing all the money their new plan offers?’ 

* ‘$100 Olivers for $49! I think we're asleep.’ 
And he looked questioningly at me. 

“Of course I had to admit that custom held us back. 
That we were used to using certain machines. ‘That 
it was a change. It meant introducing new Olivers 
every time we bought a new machine 

“IT knew this was no answer. And he knew that 
I knew it. So when | left him it was the unspoken 
understanding that custom be hanged. 

“No time was lost in letting The Oliver Typewriter 
Company know that we were in the market for sey 
eral new machines 

“They sent them. ‘Pay if pleased,’ they said. ‘We 
now let Olivers sell themselves.’ 

“Of course the Oliver at its old price of $100 was 
a splendid buy. I know dozens of big concerns using 
them. For speed and workmanship they are wun 
equalled. 

“Our stenographers turned to their Olivers as if 
they had used them always. The keyboard is standard. 
And soon they, too, wondered why they hadn’t been 
given Olivers before. 

“I’ve told this story to a good many men in busi 
ness. And I find more and more who are adopting 
Olivers. They know exactly how The Oliver Type 
writer Company can afford to sell brand new ma 
chines of the latest model for $49.” 

If you should be one who has not yet learned of the 
new Oliver plan, we will be glad to send our interest 
ing booklet entitled, “The High Cost of Typewriters 
—The Reason and the Remedy.” 

It is a frank comparison between old ways of sell 


ing and new. It is a real document on war-time 
economy and efficiency. 
Write today for a copy. It is free, of course 
wv ere ee Pee, . . 
Canadian Price, $62.65 


"rv ee oe ae 
“eee © eee 


The Oliver Typewriter Company 
1526 Oliver Typewriter Building 
Chicago, Ill. 





Over 600,000 Sold 
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